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Three Dollars a Year 





Founded 1855 









Any room in the stock tor some- @ 
thing that won’t be there long? 
Will your business stand any more 
profits? We would like to tell you 
the whole GLOBE sstory---just 
drop us a line - no obligation. 


“Che GLOBE 


STOVE & RANGE CO. 
107 BROADWAY, KOKOMO, IND. 


is 
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TEAM, gentlemen, that brings ’em in---and sells ’em! 

Two GLOBE Parlor Furnaces, different in design 

to appeal to varying tastes, different in price to appeal to 

varying finances, give the GLOBE dealer a commanding 
position that is something to write home about. 


The GLOBE GLOW-BOY has been on the market for some 
time. It has cuta wide swath and has jingled no end of cash 
registers for dealers. And now the GLOBE RAY-BOY, a 
fine companion product, practically doubles the sales and profits, with 
its distinctive design, fine appearance and real heatability. 


Remember, both of these parlor furnaces ARE furnaces---real furnaces 
that heat the whole house, by circulation and radiation. GLOBE 
dealers are selling good heat and goodwill. What a pair to draw to. 


GLOBE 


GLOW-BOY ¢ieron RAY-BOY 
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Folders—Booklets— 

Window Displays 

Mats and Electros 
CO 


Give Your Sales 
a Boost 





Your windows are your best advertisement. 
When, through them, you advertise your 
store as headquarters for nationally adver- 
tised, nationally known merchandise you 
make your window display even more 
valuable. 

















Illustrated here are a few of the dealer helps 
that the makers of 1847 Rogers Bros. Silver- 
plate have prepared for your use. 


In addition there are newspaper advertise- 
ments complete in mat or electrotype form and 
individual electrotypes of the latest chest and 
tray combinations and of the four Ace patterns 
—Argosy, Ancestral, Anniversary and Ambas- 
sador—which will form the final link in the 
chain of your sales effort by broadcasting 
through the newspapers your story of this fine 
merchandise. 

The set of Pirate Girl cut-outs consists of three 
pieces—the larger “Girl” being 31 inches high; 
the two smaller figures 13! inches. These are 
beautifully lithographed in colors. 


Write to the Sales Promotion Department, 
International Silver Co., Meriden, Conn. 


‘1847 ROGERS BR 
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GOOD 


WORKMEN 


DON'T 
QUARREL 


with the price of Good Tools 


ELL your salespeople that the surest way of winning the 
confidence and the trade of skilled carpenters, and other 
mechanics, is to show them the best tools in stock, no 


matter what the price. 


A man who has to swing a hammer all day isn’t interested 
in cheap hammers. What he wants is a tool that will do 
good work; do it with the least effort, and keep on doing it 
long after a cheap hammer would be on the scrap pile. 
Whether it costs 50c or even a dollar more doesn’t cut much 
ice with him; he wants the best you have! 


Vaughan’s Vanadium Hammers 


make a “hit” with skilled carpenters because they swing easy, hit hard 
and stand lots of punishment. Their graceful design, beautiful finish 
and perfect balance also make them easy to sell to any hammer-user 
who gets his eyes and hands on them. 

These Hammers are drop-forged, in precision dies, from the solid 
bar of special-analysis Vanadium alloy tool steel. Waughan’s Vana- 
dium hammers were the first hammers in the world to be made from 
Vanadium steel by a manufacturer with over 50 years of continued 
tool making as background; and they will always be as many years 
ahead of imitations as it took us to perfect our steel and our methods 


of scientific heat-treatment. 


CLAWS. Show your prospects 
that our non-slip, sure-grip claw 
is extra long and thin; yet is 
stronger than the thick, stubby 
claws on other hammers, because 
of our wonderful Vanadium tool 
steel. Demonstrate how this long, 
thin claw takes hold of even the 
tiniest brad and how its long lev- 
erage makes it easy to yank out 
the biggest, most stubborn spike. 


OUR EXPANSION WEDGE 
jis patented. Its two 
barbed steel prongs 
jguided by copper 
ipins sink deep into 
tthe wood in oppo- 





A hammer with a look and feel that delights every true 
mechanic. Every buyer becomes a booster to his fellow 
mechanics—bringing them in to your store for this and other 












Quick-Grip 
Never Slip 
Vanadium 

Steel Claws 


Shaping Here 
Reduces 
Vibration 


site directions—there to stay. The Seasoned 
Underwriters’ Laboratory report- Second 
ed that this wedge increased the 

pulling resistance of the head by a 
900 Ibs.! Hickory 


Handle 


“Rock” a hammer on the coun- 
ter to show how its sides are 
crowned, to prevent denting 
wood in matching flooring. Also 
call attention to the crown on the 
face, which prevents marring 
wood work in driving. 

AND THE HANDLE! Sea- 
soned, second-growth Hickory, 
with a slender, fluted “waist,” 
that gives it a flexibility that takes 
all jar from the hand. 








good tools. 
Send for Our 1927 Catalo Wax Hole 
It Lists Many Other Quality Tools A little ball of 
wax always 
VAUGHAN & BUSHNELL gm 
CH ms of Fine Tools 


2114 Carroll Ave.~ 





~ Chicago, Ti. U.S.A, 
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A SIZE FOR 
EVERY MAN 


A SIZE FOR 
EVERY JOB 


.s-10-14-18-24-36-48 


ALWORTH STILLSON 

wrenches are made as little 
and as big as anyone could want. 
Down at the small end of the line 
is the 6-inch STILLSON that a 
mechanic will use around a car- 
buretor or on the gasoline line, and 
that a plumber likes to have for 
working on small pipes and fittings 
where elbow room is scarce. 


- At the other end is the 48-inch 
STILLSON with strength enough 


in its grip and leverage to break a 
5-inch joint. 

And in between are all the other 
sizes from which every tool-user 


can pick the one wrench or pair 
of wrenches best fitted to his needs. 


You can hardly do business with- 
out a stock of 10’s, 14’s and 18’s 
but you can do a good deal more 
if you carry some of the other 
sizes—especially the 6’s and 8's. 


WALWORTH 


STILLSON 


WALWORTH COMPANY 
51 East 42nd Street, New York 


Distributors in Principal Cities of the World 








Walworth, Limited, 10 Cathcart St., Montreal, P. Q. 
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KEEP THE DISSTON SAW STAND 
ON YOUR COUNTER 


The Disston Saw 
Display Stand 
should be kept 
on your counter, 
filled with Diss- 
ton Lightweight 
Saws. In this way 
it will serve you 
best. 








; Henry Disston & Sons, Inc., 


Dept. 1, Philadelphia. 


' Tell me how I can get the new 
' Disston Saw Display Stand. 


FOR BEST RESULTS 


Do not put the Disston Saw 
Stand in the window. It is a counter 
stand, and on your counter it will 
give you best results. People are 
attracted to this unique display. 
They can examine the saws at their 
leisure, revolving the stand to see 
all three of them. 


And by all means put Disston 
Lightweight Saws in the Stand, 
rather than the wideblade saws. 


Interest in Lightweight Saws is 
increasing daily. And naturally! It 
is a modern saw developed to meet 
the needs of today’s sawing. 


The narrow blade and the differ- 
ence in weight appeal to the saw 
user. He realizes such a saw will 
be easier on the arm. 


For more saw sales . . keep 
the Disston Saw Stand on your 
counter, and keep it filled with 
Disston Lightweight Saws. 


Dealers! If you do not have this 
new, revolving Disston Saw Display 
Stand, write us for information 
about it. Just mail the coupon. 





25-YEAR CLUB 
NEARS 1500 MARK 





A remarkable 
record! Almost 
1500 hardware 
dealers have 
qualified for 
membership in 
the 25 - Year 
Club. Each 
member repre- 
sents a store 
which has been 
selling Disston 
Saws for over 





H. C. LATHAM a quarter of a 
Hillsboro, Ill. century. 
35 Years a 


It is a fine 
tribute to the 
stability of the 
hardwaretrade, 
and to the uni- 
form high qual- 
ity of Disston 
Saws. 


If you are 
eligible for 
membership in 
this interesting 
Club write us 
for application 
blank. There 
are no dues or 
expenses ofany 
kind. 


Disston Dealer 





G. T. KOHLMEIER 
J. M. KOHLMEIER 


New York City 


A Disston Dealer 
for 43 Years 





GET YOUR SHARE 


OF THIS BUSINESS 


The tool expenditure by manual 
training schools is enormous. 
Are you trying for this 
trade? 


Millions of dollars are spent every 
year for tools to equip new school 
shops, and for replacing and adding 
to the equipment in established 
manual training schools. 

A great portion of these purchases 
are made through the local hard- 
ware stores. 

Are you getting your share of 
this profitable bulk business? 


Do you get an opportunity to 
submit estimates on tools for the 
school shops in your town? 

If not, write us for information on 
how to go about getting an oppor- 
tunity to submit bids. 

No obligation. We will be glad to 
help any dealer to a better under- 
standing of this subject. 








A REAL 
WRECKING 
BAR 


After a lot of trouble 
with wrecking bars that 
would bend and break, 
users came to Disston. 

“Make us a bar out of 
your famous Disston 
Steel,” they said. 

We studied the mar- 
ket and found there was 
a good demand for’ a 
tool of this kind if it 
could be made sturdy. 

After a number of 
tests we standardized 
on a drop forged bar of 
Disston Steel, hardened 
and tempered. 

It stood every test in 
practical use, and met 
with wide approval. 

One end is shaped to 
a 1-in. chisel for prying. 
The curved end has a 
13%-in. claw for nails. 

There is a real de- 
mand for a good wreck- 
ing bar which costs a 
little more, but is worth 
it. Ask your jobber 


=. about the Disston No. 
Wrecking Bar 90. Made from 12 
No. 90 inches to 36 inches long. 





SEND FOR THIS UNIQUE 
VACUUM CUP DISPLAY 


A hand that is almost human, 
sawing a block of wood with one of 
your regular stock Disston Saws— 

All attached to the glass in your 
window. That is the novel display 
which Disston is now offering free 
to hardware dealers. 

Here is what you get free: 

1 hand cutout. 

1 block of wood. 

1 small Disston sign. 

3 vacuum cups for attaching a 

saw to the window glass. 

3 printed circles which fit around 

vacuum cups. 
_ All sent prepaid with complete 
instructions for installing. 

Send a postal for it. Takes but a 
few minutes to install, and it will 
certainly attract attention. 

The display can be used with any 
model Disston Saw. 


Published by HENRY DISSTON & SONS, INC., Makers of ‘‘The Saw Most Carpenters Use,”” PHILADELPHIA, U. S. A. 
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Your Customers want 


FINE COLORS 


OLOR counts—more today than ever before. People every- 

where are demanding more color, and better colors, in and 
about their homes. They want correct color combinations, on 
walls, trim, furniture, floors —as they are more interested in 
interior decoration than ever before in history. And the demand 
for Valspar Colors is nation-wide. 


Sr VALENTINE'S 


\/ALSPAR 


D> 
|_\\The Varnish That Won't Turn White 






CLEAR and in COLORS 


Valspar Varnish — supreme the World over. 


Valspar-Enamel comes in 13 beautiful colors, also white, black, 
gold, bronze and aluminum. 


Valspar Varnish Stain supplies the six most popular stain 
colors—Light Oak, Dark Oak, Walnut, Cherry, Mahogany and 
Moss Green. 


VALSPAR 


LACQUER 


Valspar Lacquer offers a wide choice of the newest colors to 
those who desire the finest brushing lacquer that ‘Dries in 
Minutes’”’— 15 colors that sell themselves, including the much- 
wanted pastel shades—plus black and white. 


When you deal in Valentine’s Valspar finishes you are sure of 
satisfied customers, good-will and profit for yourself. 


VALENTINE & COMPANY 


456 Fourth Ave., New York, N. Y. 
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' Another PLUMB Axe Salesman 
ra for you... 
| The Country Gentleman 


1 see this in 
1,900,000 S850 ontry Gentleman 
























the 
Now The Country Gentleman, with its one 
million, three hundred thousand readers, 
nae . ius is added to the Plumb Axe advertising 
this Plumb ad <a a program. Make use of this added selling 

es oY Aaa! force by displaying Plumb Axes now. 





HIS means more sales, and easier sales, 
of Plumb Axes for you in this tremen- 
dous market. 


SRA 


In The Country Gentleman and Success- 
ful Farming, over ten million axe advertise- 
ments will appear, concentrated in those 
months when axes are bought. 


Coast to Coast : ° 
xe bent of the Se on 
and citing TOE St ie 
they z . 
res McLaren, cbamplon 


hem all. Into every community in the land these 
dominant farm magazines will carry the 
Plumb Axe story. Axe users all around you 
will read it. They will look to you for 
Plumb Axes, 


No other axe you can stock carries be- 
hind it this powerful force for quick sales 
. for rapid turnover, and good profits. 


“phat tour 


plegree: 10 @ JOR: 


edge, — bites deep in' 
i ts 
bis palanced. My swing Po 
tan ag ni; the a 
3 sty imeli for my nex 
pan 
a x without tiring: 





rege oor j tam the 
, 1 just t 

oA rns righted nu agen. 

: Piomb uniform. 

rah oid claims | have ® 


* * * 


















A good axe is as important as a plow on 
the farm. And Plumb gives them quality. 





*x* * * 


When 4 : 
World Champion 
picks an axe «°° “One piece of solid steel. Bit tempered 
for two full inches. Keen cutting edge, hard, 
yet tough. Spring-tempered head for rough 
work. Used by master woodsmen and 
world champion choppers. Handle tight- 
ened by a turn of the screw wedges, when 
hard work loosens it. Yet it costs no more.” 





Ed 


* * * 


Those are the features that will sell the 
Plumb to farmers. The selling season is 
here, Rush your jobber an order if your 
stock is low. 


FAYETTE R. PLUMB, Inc. 
Philadelphia, U. S. A. 


PLUMB 


DOUBLE LIFE 


This adverti t in colors Hammers Ratchets 
A Files Sledges Axes 
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olors! 


that Everyone Wants 
Mean Profits for You 


And Alabastine, the modern wall coating, supplies 
these colors —twenty— meeting the most particular 
decorative schemes. 

More than 30,000 dealers throughout the country now 
supply this profitable and dependable product to mil- 
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Ss lions of satisfied users. We send customers into your 
~ ° ° es 
EZ store by our extensive national advertising. 
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Alabastine is sanitary, non-fading, durable, inexpensive. 
It does not rub off, yet washes off easily. 

Here is an opportunity for profits you cannot afford to 
overlook. Any jobber can supply you. 
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Free to Dealers 


SY 







Let us help you make real profits, i ur? . mM; 

Mr. Dealer. Write for our booklet Mi oy d in ( ) ne Minute 

Look ae enema” illustrating attractive, new Opaline With Cold W ater. Ready 
Hetey gpd effects obtained with Alabastine — to A ly 5 Ler ene pe 
Printed in Red a revelation to you and your cus- —e Y Im wt dia te ly 







tomers. Also ask for information 
concerning our special Stencil offer 
and our free offer of high grade, 
all bristles, 7-inch wall brush. And 
at the same time permit us to put 
you on our list, along with thou- 
sands of other dealers, to receive 
without cost, our helpful and inter- 
esting publication,“Brush and Pail.” 


Alabastine Company, 












INSTEAD OF KALSOMINE OR WALL PAPER 
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One book you cannot afford to miss 


and it’s |e 





REE 


Sign the coupon—for your copy and for a free regular size can 
of any one of these mew SAPOLIN products :— 


NOWLEDGE is better than SAPOLIN Brushing Lacquer Advertising in “The Saturday 
hearsay. That’s why overt SapoLIN Polishing Cream Evening Post’ and ‘Ladies’ Home 


15,000,000 families in 52 coun- 
tries now order and reorder 37 
different kinds of Sapolin Deco- 
rative Specialties every year... Dealers who want 
their share of this business can do so for $200. 
That’s all it costs to open a Sapolin Department 
of Decorative Specialties (including Lacquers, 
Enamels, Varnishes, Stains, Gildings, Polishes, 
Waxes, etc.). 
The story of Sapolin is in the Sapolin Buyers 
Guide. You cannot afford to miss this book. 
It holds possibilities for new business in deco- 


- Pative specialties you cannot realize until you 


get it—and it’s free. 
You may get some idea from Sapolin National 


SAPOLIN Liquid Wax 
SAPOLIN Paste Wax 


Journal” —but not enough for 
you as a dealer. 

Along with the Sapolin Buyers 
Guide we shall also be glad to send you free a 
full regular size can of any one of the new 
Sapolin products listed in the coupon below. 
Clip it now, fill it out, pin it to your letterhead 
and mail today. 








SAPOLIN COMPANY, INC. 
Dept. E-7, 229 East 42nd Street, New York 


sample of:— (Check ones desired) Brushing Lacquer 1 
Polishing Cream (1 Liquid Wax 0 Paste Wax 0 


Dealer’s Name... 





City... : Sif State... .. 





I am a Paint Dealer. Send my copy of the Buyers Guide and a free 
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There's a joker in the ‘cheap’ paint can 


N the last dozen years thousands of home owners 

have been fooled by “cheap” paint. But now the 
public is learning that “cheap” paint isn’t cheap at all 
—for two reasons: 

First, “cheap” paint can’t cover. It takes nearly 
twice as much to do a given surface as with fine old 
SWP House Paint. 

Seconp, “cheap” paint can’t stand the weather. 
You pay a costly penalty—in repainting expense. 


You can’t paint a house with 
“apple-sauce”’! 


If you want proof just compare the formula of any 
“cheap” paint that tempts you, with the “balanced” 
formula of SWP House Paint. 
First look for white lead and zinc oxide, the recog: 
nized basis of all whites and light colors. 
Note that in SWP Outside Gloss White 


other 50 per cent is made up of the cheaper mate- 
rials—which in such large proportions become useless 
filler —mere bulk to fill the can. 

Here you have the reason why “cheap” paint can 
be sold at a low price. Why it has no covering power 
—no hiding ability—no endurance. Why it often 
costs two and one-half times as much as fine old SWP. 


The Master Touch 


But quality of ingredients alone does not make a fine 
house paint. 

Formula alone does not make a fine house paint. 

Even formula and ingredients combined do not as- 
sure a fine house paint like SWP. 

The SWP “balanced” formula is openly printed— 
and has been for years. Every paint manufacturer in 
the world, we imagine, has studied it. 

Yet today there is only one SWP House 





the pigment content is 90 per cent white 
lead carbonate, white lead sulphate and 
zinc oxide . . . in a scientifically “bal- 
anced” formula. 





Paint — the accepted leader throughout 
the world. 

Why is this? Because there is an element 
in every can of fine old SWP House Paint 





These basic materials are mined and You cont. that cannot be duplicated or imitated suc- 
made by Sherwin-Williams exclusively for arte cessfully. 
S-W paints. pai th omed It is the Master Touch—that inimitable 
We could purchase made-up materials in cent touch of superiority with which the few 
the open market at lower cost. But SWP apple-sauce great scientists of the world have been en- 





standards call for extra fine quality. 

Now note the “cheap” formula. Usually 
you will find that white lead and zinc oxide make up 
only 50 per cent or less of the pigment content. The 


dowed. 

Edison, the wizard of electricity, has it. 
Burbank, the great American horticulturist, was 
blessed with it. Marconi, discoverer of wireless, has it. 








TLE APPR ELS: 


Pag es Ty 


UB ar 


REPELS A: 


2) ES 









IESE CT LIENS: 


# 


se Ta eee 


Bey 8 


ks 





cone Ra) 


oe 














HARDWARE AGE for SEPTEMBER 22, 1927 








Up-to-date painters everywhere are usin: 

SWP House Paint. They realize that m4 
beautiful colors — creamy smoothness — 
brushing ease—covering site —and won- 
derful durability—can only be produced by 
scientific processes and modern machinery. 


yn 
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And so, too, be far ay have you paid the 
scientific men g& rgbill when your 
head of Shp.” ing‘o fade and 
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t Headquarters’ 
and save money 


PRONOUNCED ONE OF THE GREAT- r i oe te lags en 
Sas We 22 @ SO Sec ©) am 38 BOL Ov. Olu FU B j you, see the Sherwin-Wil- 
rae ’ . tacos eel an liams dealer. He is the recog- 
PAINT ADVERTISING EVER WRITTEN! nized “Paint Headquarters” 
in your locality. 

@ttertateMeldstameliciatetelitemaee ariehasaehanane Get his advice. Have 
him estimate what it will 


are exposing the ‘‘cheap”’ paint fallacy through the 
: wee cost to do your 



























METI OE lsfo Ma stelelitihi amet cate larersmre) acitta a mm olelel tren COSt 
2 ) obin fineoldSWP 
tions as The Saturday Evening Post, American ; 
Ny Lit Digest, Holland's Magazine ousePaint. Then 
age , € yest, Olle iviag. ni -- 
Magazine, Literary Dig ' g compare gay 
Better Homes and Gardens, Sunset, Country a sstiet tuitix um eati 
Gentleman, Farm Journal, Farm and Fireside, A : mate on any 
and many state farm publications. e [Sa “cheap” paint. 
equal Be prepared to cash in. Th Bay ‘ You 'llfindoutthat 
at oe “There's a joker 
; Niece: Pp ‘ . ° 
the cree iE inthe ‘cheap’ paint 
—————— ca can.” 
NcoI: And remember: 


Price 
means notht 4 


A gallon of SWP House Paint cov- | 
ets 360 square feet | 
of surface—two 
coats. The average 
“cheap” paint 
SWP covers | poorly coversonly 
PER GALLON 250 sq. ft.— two 


MS Quality makes no 
HERWIN-WILLIA difference in labor 
charges — it costs just 
as much to apply 
“cheap” paint as SWP. 

If you want advice 
on color schemes or on 
any other phase of 
painting, or a copy of 
the famous Sherwin- 














(2. CoaTS). coats. SWP costs Williams “Household 
no more by the job Painting Guide,” 
—because fewer write us. 
allons are needed. 

cheap paint | © Once the THE SHERWIN -Wittiams Co. 

_SOVERS ONLY “deep” ‘paint te 402 CANAL ROAD 

‘PER GALLON lied. th ae Largest Paint and Varnish 

~ (2 coars) applied, the real Makers in the World 
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tragedy begins. \. The Ser WIN - WiiLiAMS C J, Cleveland, Ohio 














~ SHERWIN-WILLIAMS 
S W P HOUSE PAINT 








PAINTS +- VARNISHES - ENAMELS +- OPEX LACQUERS 
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Prevents Rust 


Preserves w 


Resta) wear. 


namel 


jor an 
surface 


wood, cement 
canvas or metal 


Here’s a fast-moving, nationally advertised é 
product of exceptional merit that makes i 
friends and money for dealers who sell it. 


Berry Brothers’ Lionoil Floor Enamel retails 

at the price of good paint and for many 
purposes is far superior. 

Because of its exceptional durability it is 
widély used for finishing railway - coach 
floors, cement-floored hallways in public 
buildings, porches, decks and all similar sur- 
faces subjected to severe exposure or wear. 


Ideal for cement, unsurpassed for wood, 
metal and canvas—a wonderful product at 
a remarkable price. 


Your request for prices and informa- 
tion will receive prompt attention. 


It Wears/ <i 














INC. 








Enamels & Lacquers 


Varnishes 
Walkerville, Ont. 


Detroit, Mich. 
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Consider The Advantages of a 
Complete Line of 


FACTORY BRAND GOODS 





No. 250. QUADRUPLE MULTIPLYING 
Capacity 80 Yards 





oO, 
y 4% 88cG, 
? 3%, * 
Fee . 





Be at 


Eee Buyers 
in| @talo 





HARDWARE COMPANY 


Reg. U. S. Pat. Off. 


TORRINGTON, CONN., U. S. A. 
New York Office, 151 Chambers Street 


ESTABLISHED 1854 INCORPORATED 1864 
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Perfection presents 


C 
: “Op 


And here’s the 
big surprise leader 
—a new Superfex range! 
‘ Full snow-white porcelain 

enamel. New beauty! 
New gas-speed! And the 
greatest combination of 


modern features ever 
offered the public! 


A new standard in oilranges! 


PERFECTION | 


and Puritan Oil Stoves 
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CG) We believe that this is the most im- 


portant announcement ever made by 
any oil stove manufacturer. 


gv y gy 


The Perfection Stove Company presents a new 
line—the finest line of liquid fuel stoves ever built! 


Striking, new developments in design! New 
color! New beauty! New conveniences! Full 
porcelain enamel finish, or a remarkably durable, 
new lacquer, ‘‘Perfectolac’’, like the modern 
automobile finish! 24 distinct, new models! 
Kerosene stoves with long and with short chim- 
neys --+ Pressure-gas* stoves -++ Any kind or 
type of stove your customers want! 


Perfection, acknowledged leader of the industry 
for 40 years— Perfection, whose stoves are already 
of such quality that they outsell all others com- 
bined, offers this incomparable, new line as the 
beginning of a new era in the manufacture and 
merchandising of liquid fuel stoves. 


Here is your opportunity for a complete stock with 
a smaller investment, for bigger sales, for bigger 
profits. Order these splendid, new Perfections now. 
Show them up front. They will sell themselves. 


GC. Write us for full de- 


scriptions and prices. 






i" 


Stove Co 


models | 


a wonderful, new line 
of liquid fuel stoves! 


Same design and finish 
as Superfex range. 
Equipped with the new 
@ Giant Puritan burner. 



















New, popular- 
priced model. 
Silver-gray 
Perfectolac 
finish. Black 
top, turquoise 
chimneys. 


Silver-gray, 
dove-gray and 
white porcelain en- 
amel. Long, double 
chimneys. Remov- 
able burner tray. Gas- 
speed. Clean heat. 


s-> 


Puritan Pressure-gas por- 
celainenamel range.Same 
design and conveniences 
as Superfex. Two rows of 
burners. Broiler. Intense 


heat. 
Qe 


Puritan Pres- 
sure-gas 
stove with 
cabinet. Sil- 
ver-gray Per- 
fectolac and 
snow - white 
porcelain en- 
amel finish. 





; ‘ Cleveland, Ohio 
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YOU can’t taste, smell, 
see or hear it — 

















BUT, Now You Can Put 





Your Finger on the 
Big Difference Between Paints 


ASTE two brands of coffee 

and you prefer one to the 
other. Light two brands of 
cigars, and one’s aroma is more 
pleasing. Look at two dia- 
monds, listen to two radio sets 
and you will quickly establish 
a preference. 


But take two brands of paint 
or take ten, and it is practically 
impossible to detect any differ- 
ence among the lot of them. 
Many people conclude that no 
difference exists. “Paint is 
paint,” they suppose, and buy 
without investigating. 


But there is as much differ- 
ence between paints as there 
is between coffee or cigars or 
diamonds or radios. Some folks 
don’t find it out for themselves 
until after they have applied 
a paint .. . then it is too late. 
But there is a way to tell in 
advance — by practical tests. 


A practical test of 
house paints 


The house paint that spreads 


farthest per gallon is the most 
economical for you touse. Take 
identical quantities of several 
paints and apply them to equal 
surfaces. You will be surprised 
at the differences in the areas 
they will cover. 


We challenge you to make 
such a test between Devoe 
Lead & Zinc House Paint and 
any other house pajnt. When 
this test has been applied by 
practical painters and by sci- 
entific laboratories, over and 
over again Devoe Lead & Zinc 
House Paint has proved its 
superior spreading and cover- 
ing capacity. 


Because it spreads farther 
and covers better, fewer gal- 


DEVOE 


Paints. Varnishes, Stains 
Lacquers, Enamels, 
Brushes, Artists Materials 





lons of Devoe Lead & Zinc 
Paint are required to paint 
your house. That is why Devoe 
costs Jess per job, even though 
some paints cost Jess per gal- 
Ion. It is actually the most 
economical paint you can use 
—no matter whether you con- 
sider first cost or ultimate cost 
or both. 


A specific Product 
for every use 


No single paint or varnish can suit 
all purposes equally well anymore 
than the same medicine can cure 
all ills. Therefore each Devoe Paint 
or Varnish Product is made to meet 
the exact requirements of its par- 
ticular use. For the outside of your 
home, for the walls inside, the wood- 
work, the floors, the furniture there 
is a specific Devoe paint, varnish, 
enamel, stain or lacquer—each 
backed by 173 years of skill and 
experience. 


Devoe & Raynolds Co., Inc. 
General Offices: 1 W. 47th St., N.Y. 


The oldest paint and varnish house in 
America—173 years old—founded 1754 
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Beautiful Pittsburgh Lawn Fences 


New Designs ~ New Posts ~ New Fittings 














This Booklet 


Illustrates and describes in de- 

tail the new Pittsburgh Perfect 

Lawn Fence designs, the new 

tubular posts and top rails, and 

the attractive new fittings. 
Write for a copy. 











ITTSBURGH Perfect Lawn Fences 

which have long been known as the 
strongest, most effective and most durable 
have been given new beauty and greater 
ease of erection by the addition of wavy 
tension curves in the line wires. All wires 
are uniform gauge and heavily Super-Zinced, 
and will last 75% longer than fences with 
twisted cables of light wires. 


Moreover, Pittsburgh Perfect Lawn Fences 
are furnished complete with seamless steel 
tubular posts, braces and top rails heavily 
galvanized inside and out and fitted with 
distinctive ornamental tops. Nothing has 
been spared to make this the most beauti- 
ful and serviceable lawn fence on the market. 


We also make Pittsburgh Fences in heights 
up to eight feet for factories, playgrounds, 
parks, estates, and other enclosures, with 
complete posts and fittings for the most 
modern property protection. Write our 
nearest office for full information. 


[ Pittsburgh Steel Co. 


VW 


PITTSBURGH NEW YORK DETROIT 
CHICAGO MEMPHIS 
DALLAS SAN FRANCISCO 
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This 
Modern Merchandising Plan 
Creates Sales 


‘ ] P | ‘ 4 ft tre" 
( Jursiac Your Store. Inside your Sto 


ind Throughout Your Community 
It provides every type of retail store 
advertising including newspaper ads, 
direct mail and displays to attract the 
consumer, arouse his interest and 
draw him to your store to purchase 
McDougall-Butler Products. 


It provides merchandising equip- 
ment in the form of practical demon- 
strations, merchandising data for 
clerks and consumer literature to 
insure the success of the amateurs’ 
household finishing jobs. 


If you are interested in merchan- 
dising a high grade line of Varnishes, 
Enamels, Paints and Lacquer in an 
ultra-modern way, mail the coupon. 


Vie utter Ce: Ire. 


Makers of 
Varnishes, Enamels and Paints 
BUFFALO, N. Y. 

















‘ ~ McDOUGALL-I BUTLER Co., INC. B BUFFALO, N. Y N. Y. 


‘Without a any obligation I want to see a 
copy of the McDougall-Butler Merchandising Plan Book 
“Outside, Inside, All Around the Town.” 


Name. 


Address_— 
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When you sell paint 


for Protection 


talk for three things 


1. Water-tightness 
2. Air-tightness 
3. Permanence 


Then consider the reasons why Dixon’s Silica- 
Graphite Paint possesses these characteristics in 
the highest degree. 

To start with, the very nature of graphite 
takes it water resistant. Water slips off a 
graphite film as surely as it slips off a duck’s 
back. 

The silica-graphite coating is air-tight because 
the natural flat scales of this pigment overlap to 
form an unbroken skin. 

And during the period of more than 65 years 
this paint has been on the market, many instances 
have come to hand where the protective coating 
was still effective even after 10 or 12 years’ 
exposure. 


Write for Booklet No. 40-B. Also ask for new 
Color Card and testimonials of long service. 


JOSEPH DIXON CRUCIBLE CO. 
Jersey City, N. J. 


DIXON’S 
SILICA-GRAPHITE PAINT 
1827 — 100th Anniversary — 1927 

















£ . 








Vol.2 Hercules Piwder Company 


Incorporated 
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Cash in on These Cans 
The convenient way to sell Hercules Steam-Distilled Wood Turpentine is in the one gallon, five gallon and 
: one quart cans shown above. Each can bears a guarantee of purity and quality. 








(0 Please send me a list of jobbers from whom I can obtain Hercules turpentine. 
{] Quote prices on Hercules Steam-Distilled Wood Turpentine in (_] Fifty gallon drums in [) Cans 
(five gallon, 1 gallon or 1 quart) 
I am interested in the following Hercules turpentine sales-helps: (see next page) 
' (] Window Display [] Motion Picture Film [} Booklets and Leaflets. 


Name Street 
City — : State 
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Easy ToPour 
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How At 
cAre Ma 
Hercules Sq 
Wood % 


These photographs ¢ 
dealers have availed 
advertising. By wii 
Powder Company, \ 
obtain the turpentinedic 
standard or small sitf 
display; extra copieéf 
other helps. Mailié 












The Pioneer Glass and Paint Company of Omaha, has successfull used 
the Turp and Tine continuous motion picture with the display Savon 
above. A free movie always draws the crowd. é 










idfalhiecd ime RE 


At Dealers 
Methandising 

- §m-Distilled 
d rpentine 


: The slogans:- The New Way to Sell Turpentine, The Sealed Can IS Your 
how four progressive Protection and No Chance for Adulteration add punch to this window ar- 
mselves of Hercules ranged by Mautz Brothers of Madison, Wisconsin. 
ming to the Hercules 
ington, Del., you can 
Sotion picture in either 
film; a 5 piece window 
pis@f the Guarantee and 
aili@ coupon on page 1. 





: he Wilmington aoeinigei om — Coney of hitecgacr vo Del., aes a) on 
gallon turpentine cans an e lurp an ne cut-outs, oor wax, soluble disinfect- 
ants and aluminum household utensils to form an attractive mid-summer sales window. 








The 50 gallon drum is the standard 

Ser Godan tel pation otis tate CONVENIENT 

drum is labeled withthe HERCULES WAYS TO HANDLE 
TURPENTINE 


The clean, attractive orange and black cans of 
Hercules Steam-Distilled Wood Turpentine are as 
popular with the painter as with the dealer. The 
painter knows they contain genuine guaranteed 
turpentine while the dealer learns that he can sell 
them quickly, conveniently and at a profit. 


‘By stocking Hercules Steam-Distilled Wood Tur- 

pentine in cans or drums you can increase your 

paint and turpentine business. Hercules turpentine 

sells rapidly; it is convenient to handle; it is profit- 
able. Mail the coupon on page 1. 





Form No. 425 75M _ 8-1-27 Copyright, 1927, Hercules Powder Company, Inc. Printed in U. S. A. 
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For a Perfect Decorative ee 
Color Harmon) is Esse , 


geen the Co COLORS MU oe 

















Pee Gee Dealers are Cashing In 
on This Kind of Advertising 


Tre first spread in colors similar to the above , eee: \ 
which ran in The Saturday Evening Post brought y° : 
thousands of inquiries to dealers’ stores—and these 
people bought Pee Gee paint. 


The Pee Gee Color Selectors have proved to be 
one of the greatest sales producers ever devised. 


Dealers who looked ahead and could see the 
possibilities that would be presented through a 
tie-up with the Pee Gee plan of sales promotion 
are reaping a rich harvest. 


To get the complete Pee Gee plan doesn’t put 
you under any obligation—write today. 





Peaslee-Gaulbert Co. 


INCORPORATED 
LOUISVILLE - ATLANTA - DALLAS - HOUSTON 
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@¢ Abraham Lincoln once wrote to a young student, ‘If you are reso- 


lutely determined to make a lawyer of yourself, the thing is half 
done already.’ Resolutely determined! Doesn’t that apply to making (Sete 
goods as well? I believe that half the success of Murphy Varnish % 


Company is due to its resolute determination to make good varnish. 99 





MURPHY DA-COTE VARNISH STAIN 


1S fast coming into its own 


It varnishes and stains in one operation. A combination of Murphy quality var- 
nish and wood dyes that makes an instant appeal to the home painter. 

Just the thing for floors, baseboards, furniture, doors and all woodwork— in- 
terior or exterior... A good, sound, typically Murphy Da-Cote product. Easy 
to apply. Dries overnight with a high lustre and toughness that stands up against 


hard usage. Colors commercially permanent. 
One gallon covers 500 sq. ft. for one coat, 275 sq. ft. for two coats. 


Five colors to choose from: 


LIGHT OAK + DARK OAK + LIGHT MAHOGANY 
WALNUT - DARK MAHOGANY -: GROUND COLOR 


There’s a big and increasing market for good varnish stain. Murphy 
is made to se// this market. Have you ordered your stock? 


Murphy 


VARNISH Stain 
MURPHY VARNISH COMPANY 


NEWARK - CHICAGO +: SAN FRANCISCO »- MONTREAL 
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AN ANNIVERSARY can be either a point from which one 
looks backward, or a point from which one looks forward. 
Du Pont regards its 125th Anniversary as a point of de- 
parture, not as a point of arrival. Du Pont believes that its 
scope of usefulness calls for no yardstick of years past to 
measure it, because it is the years to come that will measure 
du Pont’s largest usefulness. 


The policy on which du Pont has grown is a policy by which the mer- 
chant who does business with du Pont grows. Du Pont wants customers 


with whom to grow: now, always. 


wea = ~<FAINTS -. VARNISHES 


E. 1. DU PONT DE NEMOURS 6& CO., INc. 


Independence Square, Philadelphia, Pa. Everett Station 49, Boston, Mass. 
2100 Elston Ave., Chicago, JI]. 569 Mission St., San Francisco, Cal. 
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Built by the same Water Cure process 
that increased the mileage of Silvertown 
tires—rubber and fabric so firmly welded 
together that only actual destruction can 
separate them! 


Here is garden hose that will build good 
will for you. You can offer it to the cus- 
tomer with full assurance that it will give 
him dependable service and identify you 
in his mind as a merchant of quality 
products. “Goodrich” (Red), ““Maxecon” 
(Black) and “Rib Cord” (Black) meet the 
requirements of almost every purse—and 
there are also “Whirlpool” and “Freshet”’ 


THE B. F. GOODRICH RUBBER COMPANY 


Heres 


Garden Hose 
that Builds Good Will / 





in wrapped fabric. 


And, remember, consumer acceptance of 
Goodrich products is a powerful factor in 
building sales; created by broad-gauged 
Goodrich national advertising and radio 
broadcasting! 


All brands of Goodrich Garden Hose are 
sold through conveniently located job- 
bers whose salesmen are now in their 
territories with samples and prices. Be- 
fore you place your hose order for 1928, 
ask the salesman about the Goodrich 
line, or write direct to us; Department 
18-D-12. 


Established 1870 Akron, Ohio 


Goodrich Radio Hour . . . Listen in every Wednesday evening over the following stations: WEAF, New York City— 


WGR, Buffalo 
WTAM, Cleveland 
WCSH, Portland, Me. 
WFI, Philadelphia 


WEEI, Boston 
WIJAR, Providence 
WTAG, Worcester 


Goodrich 


IN THE LONG RUN 


WWI), Detroit 
WSAI, Cincinnati 
WGN, Chicago 
KSD, St. Louis 


WOC, Davenport WHAS, Louisville 
WCCO, Minneapolis-St. Paul WSB, Atlanta 
WSM, Nashville WMC, Memphis 


WCAE, Pittsburgh 
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ALLENS 


Parlor Furnace 


Over $12,000 Worth of Allen’s 
Sold in Three Years 


Pittsburg, Kansas, July 15, 1927. 


We bought our first Allen three years ago (in fact, we 
bought three), since which time we have sold $12,371 
worth. This doesn’t sound big—but, we are the smallest 
hardware firm in this town of 20,000, and operating on a 
limited capital, which means a large per cent had to be 
sold for cash, thereby limiting sales. Also, there are 13 
other stores here selling 18 different kinds of circulators, 
all except two lower in price than the Allen and all sold on 
the installment plan. Every Allen has been sold at the 
same price from the beginning. YES, IT HAS BEEN 
PROFITABLE. 

ATKINS MERCANTILE COMPANY 


(Signed) Geo. Atkins 


Similar experiences are reported by hundreds of enthusiastic Allen 
Dealers in all sections of the country—positive proof of Allen Sales 
Leadership. 


If there is no Allen déaler in your territory, write or wire now for the 
details of Allen’s attractive, exclusive franchise! 


ALLEN MANUFACTURING COMPANY 


Stove Specialists for a Quarter Century 
Nashville, Tennessee 








Allen’s Parlor Furnaces are distributed from stock in the following cities: 
Boston Harrisburg Milwaukee Seattle 
Syracuse Minneapolis Missoula Columbus 
Des Moines Spokane Portland Charleston 


Dallas St. Joseph Grand Rapids San Francisco 
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Allen’s Heat Radiating 
Fin Construction 


Increases heat radiating 
surface 100 per. cent, 
strengthens and prolongs the 
life of the heating unit, 
adds greatly to the heating 
capacity, saves fuel. This 
new, exclusive feature, to- 
gether with the patented 
“Oldtime Fireside Cheer” 
and Allen’s National Adver- 
tising, gives Allen Dealers 
a tremendous sales advan- 


tage over competition. 
Allen Dealers everywhere 
are reporting 1927 sales 


far ahead of 1926. 
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Here is a DURABLE Clothes Line 


that more people will purchase 


Bigger and more profitable sales 


are resulting from its excellent 


value and display features 


YOUR customers will buy and 
recommend Black-Bird Clothes 


Line. It is solid braided 
cotton with a _ smooth, 
glazed finish. It is extra 
pliable and yielding so 
as to grip clothes pins 
firmly without splitting 
them. And it is durable. 

Easy to handle and use. 
Uniform in size, and 






2) 


SAMSON CORDAGE WORKS 














Display Stand 
Occupies little space on 
your table, and sells 
clothes line for you. 
Sent free. 

















fully stretched. 
Contains no adul- 
terating material, or 


anything that can stain the clothes. 
Made in three sizes; No. 6 (3-16” 


dia.), No. 7 (7-32” dia.), 
and No. 8 (1-4” dia.) 
and put up in_ hanks 
containing exactly 50 ft., 
75 ft. and 100 ft. each, 
guaranteed one piece, 
with several con- 
nected; or on reels or 
tubes. ‘ 





QLACK BIR 


TRADE MARK 


CLOTHES LINE 


” and snipped 
a blackbird off her vi 


Along came 


nose 






88 Broad Street, BOSTON, MASS. 
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These novel displays give 


your 


PYREX dishes new selling-power 


T. M. Reg. U. S. Pat. Off. - 


OU can now show how 
*PYREX ovenware im- 
proves the appearance of food 


cooked and served in it! 


Four realistic cardboard in- 
serts representing cooked foods 
have been made up for display in 
PYREX dishes. Printed in full 
natural color, and cut and folded 
to fit the most popular items in 
PYREX ovenware, these inserts 
give your displays a life-like, 
appetizing touch that appeals to 
the woman who prepares the 


food for her family. 


A full set of inserts consists of 
the following pieces: a cherry pie, 


PY 




















CS 


T. M. Reg. U. 8. Pat. Off. 


*Trade-mark Reg. U. S. Pat. Off. 


CORNING GLASS WORKS 


Corning, New York 


to fit No. 209 PYREX Pie Plate 
—a rich brown meat loaf for No. 
212 PYREX Loaf Pan—choco- 
late cake with walnut frosting, 
one serving removed, to fit No. 
232 Utility Dish—and a meat 
stew for No. 023 Pudding Dish 
(which is the bottom only of 
No. 623 Casserole.) 

The dishes selected for these inserts 
have already proved themselves the 
best sellers. The new inserts will at- 
tract even more purchasers to your 
store. 

Write for a complete set of PYREX 
dish inserts. Sent free on request. 
Mention the source of supply for your 
PYREX ware. 


X SALES DIVISION 
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Save that much 
investment! 


.\HELF warmers not only fail to earn 
\7 money but actually lose money! 











Interest on investment, depreciation and 
general carrying charges easily amount 
to 10% per year! 


Stock simplification not only decreases 

your frozen investment but saves your 

money! No slow moving colors or sizes 

in the Pittsburgh Plate Glass Company sy ys 
paint varnish or lacquer lines! This ) \\\\ 
company not only recommends but ’} 
practices stock simplification. 


Talk it over with our salesman. 















Newark, N.J., Portland, Ore., | Los Angeles, Cal. 















PITTSBURGH 
Pf Products ® 


Glass-Paint-Varnish-Brushes 
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Features Which Make Sales: 


FINISH: Nickel plated and highly pol- 
ished all over gives it the desired 
beauty required in an electrical 
appliance for porch or living 
room. 

UTILITY: Will heat water for shav- 
ing and warm food for baby in 
nursery. 

CAPACITY: Maximum, all the heat 
that can be obtained from house 
wiring. 

COMPACT: Only 9” in diameter and 
10” high, easily disposed of in 
crowded apartments when not 
in use. 

MECHANICAL: Wired for either A.C. 
or D.C. current, 110 Volts, at- 
taches to lamp or base plug 
outlets. 

PRICE: $8.50 List. 
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GRA Y-WICK 


“Gray-Wick may cost a little more, but—it is worth it” 


This popular brand of Screen Wire Cloth has proved one 
of the best sellers on the market. 


It is extremely durable, being made from rust-resisting 
Open Hearth Steel produced in our own furnaces. The 
wire is drawn in our own mills and every operation is 
under our personal supervision. 


Gray-Wick carries an extra heavy electro zinc coating 
thoroughly enameled with transparent varnish. It gives 
wonderful service and absolute satisfaction, being known 
as the cloth of “Long Life.” 


It unrolls smoothly and lies perfectly flat, making it easy 
to apply. Has a pleasing Gray color. 


Your Jobber will supply you. 


12 Mesh, No. 33 gauge each way Our Other Brands of Screen Cloth 
14 Mesh, No. 33 gauge each way Cortland Black Enameled 
16 Mesh, No. 33 gauge filler White Metal Finish 
No. 34, gauge warp Wickwire Premier 
18 Mesh, No. 34 gauge each way Wickwire Bronze 
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A Hardware Dealer 


Has a Wonderful Dream 


Even a hardware dealer may have a wonderful 
dream. So it was that this dealer found himself 
the proud proprietor of a massive emporium at the 
corner of Sales Street and Profit Parkway. 

Long aisles, teeming with eager customers, were 
flanked with well-stocked show cases. At intervals 
of about ten feet along these cases were dozens 
of diamond studded cash registers whose incessant 
jingling made merry music. 

Most wondrous of all was an active force of lit- 
tle fellows in blue overalls and caps who lugged 
tools about in the windows and beckoned the 
crowds to come inside. Two of them were mak- 
ing the rounds of the cash registers with oil cans 
to prevent overheating. 





Then he woke up. 

He found he had overslept and finally arrived 
at the store three hours late. There he saw a great 
crowd gazing in the window and still more inside. 
He rushed in and asked his partner what had hap- 
pened; whereupon the partner replied grinningly: 
“Nothing much. I came down last night and 
trimmed the window with these Crescent Cutouts 
and the Display Case, and Man, Oh Man... it 
sure is pulling!” 

Your regular jobber has both the Display Case 
and cutouts. Additional Cutouts may be ordered 
direct if desired. 


CRESCENT TOOL CO. 
204 Harrison St. 
Jamestown, N. Y. 





rae 











Little fellows in blue overalls and caps lugged 
tools about in the windows. 


CRESCENT: 


and Smith & Hemenway 


TOOLS 








Made under the supervision of and guaranteed 


by the originators of the Crescent'Wrench 
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For those who are shopping 
for a lower priced heater—River- 
side No. 1-4 Aerona enables you 
to get this business at a worth- 
while profit. Volume business 
can be done on this heater, which 
retails at less than $80.00. 


HIS will be a Radiona 
Year. Beauty of de- 


sign handsome finish 


coupled with dependable 
heating performance are 
reasons for the huge suc- 
cess dealers have had with 
this heater. 

Yes—this will be a Rad- 
iona Year—with plenty of 
business and profit for 
those who sell this line. 


ond Comparison 
inthe Cabinet 


Heater Field 


Features—such as buyers are seeking—features that are far ahead of 
other cabinet type heaters—features which turn casual inspection into sales 
—they are the means of making easy sales when you have a stock of 


Radionas on your floor. 

But that’s only part of the Riverside Sales Story—our plan of dealer cooperation 
is just as sound as the merchandise itself. 

Full details are gladly sent. Write us. 


ROCK ISLAND STOVE COMPANY Rock Island, Iil. 





RADIONA 


THE MODERN HEATER fer ALL HOMES 
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Better Built 
for Better Business 














COLUMBIA 
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Sell | 


your share of Farm 
and Industrial Chains 


This is the time of the year the farmer needs 
many chain specialties such as halter chains, 
cow-ties, tie-out chains, breast chains, etc. 











ties ok aes 














There is a big demand for industrial chain. 
Every oil, lumber company, haulage con- 
tractor and factory needs loading chain of 
some kind. You can make many profitable ; 

















ed oa ——, sales if you handle a complete line of ACCO 
iS ees a Chain Specialties. Put them on display and 

CR rt FS remind your customers about them. 
Tie-out Chains Find out what the requirements are in your 
territory. Your jobber will be glad to go 








over your stock with you and make sugges- 
tions regarding ACCO Chain Specialties, 
and sizes and types of bulk chain you should 
have in stock. 


sila SPECIALTIES 


AMERICAN CHAIN COMPANY, Inc. 
: BRIDGEPORT, CONNECTICUT 
District Sales Offices: Boston Chicago New York Philadelphia 
Pittsburgh San Francisco 
In Canada: Dominion Chain Company, Limited, Niagara Falls, Ontario 


World's Largest Manufacturers of Welded and Weldless Chains for All 
Purposes and Makers of the Famous WEED Automobile Accessories 
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Sash Chain 











AJAX Breast Chains 
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GOING STRONG! 


The No. 38 SNO-CAP Display Deal 


HERE is more concen- 

trated sales value in this 

compact selling fixture 
than in any other display you’ve 
seen or used. You will appreci- 
ate that fact more fully when you 
have it working for you. 





The display is designed for dis- 
tinction and BEAUTY as well 
as for merchandising value— 
handsomely done in five colors. 
It puts the WHOLE LINE be- 
fore the buyer as one attractive 
unit—l6 “best sellers” of the 
SNO-CAP line, that suggests to 
your customer the purchase of 
complete sets or units, instead of 
the one or two pieces she might 
otherwise select—and for you 
that means GREATER SALES 
at lower cost. 





The step-like design of the fix- 
ture makes possible a pleasing 
display with a list of uses under 
each item that educates sales 
people and stimulates retail sales. 
The whole display occupies space 





3 r ; ac ¢ aV¢ re 
‘ a oe 38 SNO-CAP | aang ha ba done in rich colors on heavy jute only 30x30 inche Ss and has re- 
oar t is a permanent fixture, built for lasting service. The surfa a ce 710e “Ha Ce wate oytr: 
be washed with soap and water to keep it press bright at teh ai serve storage space Tor extra 


stock anside the fixture. 


The No. 38 Deal consists of the fixture and the following rapid 
selling items 











Far West , ‘ar West 
Quantity Retail Value Retail Value Quantity Retail Value Retail Value 
6—8698 Tea and Coffee Strainers @ 15c $0.90 @ 15c $0. = 6— 988 Star Mincing Knives @ 25c $1.50 @ 35c $2.10 
6—8801B Tea and Coffee Strainers@10c .60@10c 6—8413 Kitchen Forks @15: 90@15c_ .90 
6—8726 Bowl Strainers @20c 1.20@25¢ 1. 0 6— 825 Batter Beaters @25c 1.50@ 35e 2.10 
6—8732 Bowl Strainers @ 25c 150 @ 30c 1.80 6— 886 Androck Ricers @25c 1.50@ 35e 2.10 
6—8736 Bowl Strainers @25c 1.50@30c 1.80 6—8308 Vegetable Mashers @1i5e¢ .90@I15c_ .90 
6—1728 Slotted Kitchen Spoons @15ce .90@15e .90 12—8161 Plate Scrapers @15e 180@15c 1.80 
6—1738 Solid Kitchen Spoons @15c .90@15c .90 6— 218 Cake Turners @l15c 90@15c_ .90 
6—1748 Kitchen Ladles @l5ic 90@15ce_ .90 12— 81 Can Openers @ 15e 1.80@15c 1.80 
Packed in Shipping Carton—Weight, Approximately 28 Lbs. Total Retail Value $19.20 $21.90 


& You can turn over this deal at a 
x margin of over 50% on your cost 


Order From Your Jobber or Write Us, Giving Your Jobber’s Name 


Chicago, 111, Rockford, Wl. 
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Cyclone Ornamental 
Roll Fence and Gates. 











AND PRODUCTS 


PROPERTY PROTECTION PAYS 






Tal ur customers sell 
a a Rance for every type Fhe 


You know that the “Red Tag” line of Cyclone Fence and Gates meets 
every fencing requirement, for homes large and small. Ornamental 
lawn fabric for any space—from a few feet to a whole backyard. In- 


expensive steel posts—no post holes to dig, no painting, no rotting 
or insect decay. And, beautiful, dignified “Complete Fence”—built 
to order for the front yards of the finest residences. 
Tell your trade about this complete “Red Tag” line. Show them how you can 
furnish protection for their shrubs and flowers—a safe place for children to 
play—improved appearance that adds value to their property. Talk fence! Push 
Cyclone “Red Tag” Products, nationally advertised for years, the only fence 
your customers know by name. That’s the way to build vol- 


ume sales and make more money on fence. Your jobber can sup- 
ply you promptly. 


CYCLONE FENCE COMPANY 
Main Offices Waukegan, Iil. 


i A 


@ | Gclone 2°77 
Cafe ALL Lawn Fence ana Gates 


H 











Basket 
Cyclone “Red Tag” Lawn Fence is made of copper-bearing 
ee steel—for maximum endurance. 








enamel finish. The 
setae” ts 
velume business. © C. F. Co. 1927 ‘ 
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“SPABBY? 





RGGERS> 





Do it with Rogers at trifling cost! 


Dries while you wait... Merely brush it on 


Have you noticed how many 
homes now have those colorful 
costly -looking lacquered pieces? 

How do they do it? With 
“Rogers” — the amazing brush- 
ing lacquer for home use. 

Why don’t you try it? No ex- 
perience is needed. “Rogers” 
doesn’t require skillful brushing 
of expert preparation. You merely 








flow it on with a full brush—right 
over old shabby surfaces or “nat- 
ural” wood. “Rogers”— dries 
while you wait! Dries smooth 
without laps or brush marks. 
Dries to a hard, tough, porcelain- 
like finish that wears and wears 
and WEARS. 

You may be tempted with lac- 
quers “just as good” as “Rogers.” 


“LACQUER (7 


BRUSHING 


Remember genuine “Rogers” is 
always sold in the familiar “Ori- 
ental” can—with our “money- 
back” guaranty. Dealers every- 
where carry it. Comes ready for 
use in nineteen beautiful colors, 
also white, black and clear. 


DETROIT WHITE LEAD WORKS 
DETROIT 
Makers of highest grade 
Paints, Varnishes, Colors, Lacquers 


“RIESE WAITT 









Guaranty 





Our “M oney-Back is 





Try one can of Rogers 
Brushing Lacquer. If 
not more than satisfied, 
return what is left to 
your dealer. He is au- 
thorized to refund the 
entire purchase price. 


BROISHING 
LACQUER 






| Lacque ERS 









me eu > 
ai Ses Te 





Also distributed and guaranteed by 
Acme White Lead & Color Works Lincoln Paint & Color Co. The Martin-Senour Co. Peninsular Paint & Varnish Co. The Sherwin-Williams Co. 
Detroit, Michigan Lincoln, Nebraska Chicago, Illinois Detroit, Michigan Cleveland, Ohio 








Just one of many high explosive “Rogers” advertisements 
Oe will reach more than 18,101,834 householders this fall. 








Take the public’ S tip- 


Rogers” 
stands alone 


MIGHTY tribute, this—a phenomenal 
A record. In less than two years ‘‘Rogers”’ 
has become the preferred brushing lacquer 
—has forged ahead of other lacquers in 
public approval and acceptance. 


“Rogers” stepped out in two great strides: 


First, the famous ‘‘Money-Back Guaranty”’ 
captured public confidence. Then the per- 
fected product held that confidence. 


Despite the unconditional guaranty be- 
hind ‘‘Rogers,”’ no dealer has yet reported a 
‘““come back.” Only a 99 per cent perfect 
product could boast such a spotless record! 


Telling the story of this triumph, multi- 
plying this already great success, are adver- 
tisements like that shown on the preceding 
page—-vivid, colorful, distinctive advertise- 
ments that will appear this fall in The Sat- 





urday Evening Post¥ Liberty, Cosmopolitan, 
American Weekly, Red Book, Pictorial Re- 
view, Delineator, Popular Science Monthly 
and other publications of national scope. 


What specialty can offer you as much? 
The lacquer craze is becoming greater every 
day—and “Rogers” offers you the lacquer 
of lacquers—in the Oriental can that people 
insist on getting. 


It is setting new records in turnover and 
profit. It is backed by window trims and 
demonstration suggestions that rapidly build 
up a lacquer department. 


Let us give you all the facts including rec- 
ords of dealer successes. Play the favorite—now. 


DETROIT WHITE LEAD WORKS 
DETROIT 
Makers of highest grade Paints * Varnishes + Colors + Lacquers 


==> CHER: 


*The Rogers Brushing 
Lacquer advertisement in 
the October 15 issue of 


Cd RG THE MARK OF QUALITY ERS — 


Our © Money-Back” 


Gua ranty 








The Saturday Evening 
Post will contain the first 
four-color advertisement 
intwo facing pages ever to 
appear inthis publication. 


Lincoln Paint & Color Co. 
Lincoln, Nebraska 


Acme White Lead & Color Works 
Detroit, Michigan 
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LACQOER 


Also distributed and guaranteed by 
The Martin-Senour Co. 
Chicago, Ill. 


Try one can of Rogers Brush- 
ing Lacquer. If not more than 
satisfied, return what is left to 
your dealer. He is authorized to 
refund the entire purchase price. 


The Sherwin-Williams Co. 
Cleveland, d, Ohio 


Peninsular Paint & Varnish Co. 
Detroit, Michigan 
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October 27th Issue 


Featuring the important 
annual joint convention 
of hardware jobbers and 
manufacturers at Atlantic 


City—October 17-21. 


Advertising forms close for Press—October 18 
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The Atkins Ready Household Kit No. 
Means—“ATKINS ALWAYS nates 


A MODERATE PRICE OUTFIT FOR THE HOME 





. £5 = 
This No. 0 Hack Saw 
Furnished 
is J 
in a 
what : 
beautiful 
ou 
ee. , Verde 
have ——— ee ee , 
Green 
been ae nin ; 
| is. Aas nt, Display 
No. ; Case 


Key Hole Saw and Pad No. 29 Sew Knife 
for ma —a” ao 


@ hy No. 88 Kitchen Saw f . @& 
eT SE 


A NEW SOURCE OF PROFIT FOR WIDE-AWAKE MERCHANTS 
A TREMENDOUS MARKET FOR THIS FAIR PRICE KIT 
ATKINS READY HOUSEHOLD KIT No. 1 
IS A REAL UTILITY KIT FOR THE HOME 


After years of close study of the home market, Atkins research department has developed the ATKINS HOUSEHOLD KIT as illustrated 
consisting of the following: 





No. 9 Home Builder Hand Saw No. 1 Keyhole Saw and Pad 6” Slim Taper File 
No. 1 Hack Saw Frame and Blade No. 1 Grass Hook No. 29 Saw Knife 
No. 88 Kitchen Saw 6” Mill Bastard File 


You will find a market ready for this necessity. FURTHER INFORMATION AS TO PRICES ON REQUEST. 


OTHER WELL KNOWN PROFIT MAKERS SPECIFY THESE HIGH GRADE, EASY SELLING SAWS 








hag 4 Hand “~ is ~*~ of amie mg — — xf Atkins No. 51 is favored by those who prefer the old 
ac gauges, two way taper ground; mirror polis : 
Improved Perfection Handle of rosewood. Made in regu- style handle. SILVER STEEL Blade, Skew Back, Regu 
lar and ship patterns. The 401 Straight Back is also lar or Ship Patterns, beautifully polished. A fast cut- 
made in regular and ship patterns. Packed in holly ting, easy running saw. Packed with Christmas label. 


boxes for your Christmas Trade. 











; ’ Atkins Junior Mechanic for the little fellow or for the 
an gp a . hag x ee sagen home work shop. Blade is of thoroughly and evenly 
et finish. y + aceene handle, Improved Perfection pat- tempered steel, skew back, polished. Made in 20 inch, 
tern. Packed with Christmas label. 8 points only. Packed with Christmas label. 


E. C. ATKINS & CO. 


Established 1857—The Silver Steel Saw People Home Office and Factory, INDIANAPOLIS, IND. 


Canadian Factory, Hamilton, Ontario Machine Knife Factory, Lancaster, N. Y. 
Branches Carrying Complete ~~ in the Following Cities: 
RTLAND, ORE. SEATTLE PARIS, FRANCE 
ATLANTA CHICAGO NEW ORLEANS VANCOUVER, B. C. 


MEMPHIS MINNEAPOLIS NEW YORK CITY SAN FRANCISCO 
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Branch Office Representatives of Hardware Age 


BDITORIAL 
CINCINNATI: BURNHAM FINNEY 
904 Ist National Bank Bldg. 
Boston : FRAzAR 


Cuicaco: D. M. ANDREWS 
1402 Widener Bldg. 
PirtspurcH: G. F. TEGAN 

1002 Park Bl 


Oievetann: F. L. PRenriss 
1362 Hanna Bldg. 


Bryant Ave., 8. 
WasHINnGTon: L. W. ‘Morrerr 
536 Investment Bldg. 


ADVERTISING 
Cuicaco: R. R. CRONKHITB 


1507 Otis Bldg. 402 Widener Bldg. 
CLEVELAND: WILL J. FEeppEry New York: P. J. OCoscravs 
1862 Hanna Bldg. 239 W. 39th St. 
Boston : or gg ogg is a 


425 Park Sq. 


SUBSCRIPTION Price—United States, its festa Canada, 
South America, in, and ite 
peggy vay FE ng + “Oiice M Order, B Money 
» oney er, Hapress 
or Bank Draft, payable to Harpwakwe AGE, New York. s 


Member of the Audit Bureau of Circulations 
Member of the Associated Business Papers 


me x Haroip G. BLopertt 


Mewico, Central America, 
1 year, $3.00; 2 =: $4. 60. Foreign coun- 
jingle "copies, 25c. each. Subscription 











About Us: 


I find that all our employees give 
a good deal more study to Harp- 
ware AGE than they used to. Whether 
this is because you are publishing 
better articles or because they are 
merely awakening to the value of itt, 
I am not able to say. 

Many of your articles receive 
very wide and helpful discussion 
among our men. 

Dickason Goodman Lumber Co., 

Kansas City, Mo. 


We receive much pleasure and 
profit from reading Harpware AGE 
and the Electrical Goods Section. 

A. C. Webster, 
San Bernardino, Cal. 
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An interior by Valiant, 
famous interior decora- 
tor of Baltimore, Phila- 
delphia and Paris. For 
this room Valiant used 
McKinney Forged Iron 
Hardware of the Heart 
design, H hinges and a 
McKinney Salem 
Lantern 






































McKINNEY 
FORGED IRON 
HARDWARE 


meets the critical requirements of 


Famous Decorators 


S Hex INTEREST in McKinney Forged Iron Hardware has 
surpassed that obtained by any other type of builders’ 
hardware. So exacting has it been in design, texture and 
finish that famous decorators find it in perfect harmony 
with their sumptuous settings . . . Home builders of lesser 
means have the desire to add the distinctiveness of this 
beautiful trim to their own “‘house of dreams”. . . It is 
important for builders’ hardware men who value the stand- 
ing of their departments to emphasize the reasonable price 
of this forged iron hardware which has captivated archi- 
tects and decorators alike. . . A sale of McKinney Forged 
Iron Hardware brings a reward in increased profits and 
prospects. The pride of ownership factor gives your name 
wide publicity . . . Forge Division, McKinney Manufac- 
turing Company, Pittsburgh, Pa. 

McKinney Forged Iron Hardware attracts the BEST business. 





























Just as an artist uses 
accenting tones of vivid 
color, so Lyman W. 
Cleveland, famous inte- 
rior decorator of Phila- 
delphia, has applied Mc- 
Kinney Forged Iron 
Hardware as an accent- 
ing note to this beautifully 
paneled entrance hall- 
way, styled in the tradt- 
tional English manner. 
The pieces visible are 
Tulip design hinge straps, 
drop ring handles and 
McKinney door studs. 
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By Llew S. Soule 














That EXTRA Farm Pay Check 


CCORDING to Eugene Meyer, Com- 
missioner of the Federal Farm Loan 
Board, in his report to President Cool- 

idge, the income of the American farmer 
for 1927 will be approximately one billion 
dollars more than it was in 1926. This means 
that the farmer will have more money to 
spend the coming fall than he did a year ago. 


Of course there are sections where this 
increase in farmer buying power does not 
apply. The statement of the Commissioner 
applies to the country as a whole. However, 
generally speaking, the 1927 farmer, as a 
prospective purchaser, is to be rated a billion 
dollars higher than he was last year. 


The question naturally arises: Where will 
that extra billion be spent? Who in addition 
to the farmer will profit by the increase? 


It is hard to say. One thing, however, is 
certain: The bulk of the business caused by 
the farmers’ increased buying power will go 
to those who make the best bid for it. In 
other words, those merchandisers who merely 
sit back and wait for the farmer to hand them 
a slice of his increase, will in all probability 
do a lot of sitting and waiting. Meanwhile 
those merchandisers who study the farmer’s 
problems, his needs and desires, and make 
an intelligent effort to fill those needs and 
desires, will undoubtedly get their share of 
the billion. 


With that in mind, it might be well to 
carefully consider the following fact: One 
of the leading mail order houses of the coun- 
try has already started the mailing of approx- 
imately ten million copies of its fall and 
winter catalog. In that catalog are descrip- 
tions and prices on over thirty thousand 
items, and most of those items are shown in 
clear cut illustrations. The so-called “money 
pages” are in color. 


Each article in that catalog is paraded in 





its best possible light. It carries a selling 
talk that reveals not only a thorough knowl- 
edge of the merchandise, but also a keen 
comprehension of human nature. Those 
catalogs are smoothly worded invitations to 
spend money, but they are nevertheless in- 
vitations and many a farmer will so regard 
them. 


If he fails to receive other invitations he 
will probably accept his mail order one. If 
he does receive other invitations, equally 
alluring, he will accept them. If he gets a 
personal invitation, sincerely given, he may 
even forget the catalog one. 


If you don’t think so, ask Bob Murray of 
Honesdale, Pa. Bob and his force keep up 
constant personal contact with the farmers 
of his trade territory, and mail order houses 
get mighty little money out of that district. 


The fact remains, however, that many re- 
tail hardware merchants take their farm 
trade for granted. To be sure they have a 
friendly greeting for Mr. Farmer when he 
comes into their store, but they make no ob- 
vious effort to see that he receives regular 
invitations to call. All too often they utterly 
fail to return his calls by an occasional visit 
to the farm. Sometimes they even neglect 
to send him the literature which manufac- 
turers furnish free for distribution to pros- 
pective customers. 


The farmer is human. He likes to be rec- 
ognized; he likes to have visitors, and he 
loves to get mail. A letter or a post card 
means much to him, even though that letter 
or post card is mainly advertising. The cat- 
alog house knows this and acts accordingly. 


By the way, there is one thing about that 
mail order catalog which I almost forgot to 
mention. The prices quoted are said to aver- 
age about six per cent less than those of 
last year’s catalog. 
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The new building now occupied by Stephen Brophy, Oakland, Cal. Stephen L. Brophy, (left) and his father, the founder. 


A New California Hardware Store 


Described by the Man Who Built It 


Epitor’s Note: Entering the hardware business some 
thirty-four years ago with a small investment and with 
very dull prospects, Stephen Brophy of Oakland, Cal., 
recently opened a new store which represents the ex- 
perience and developments of one-third of a century of 
progress. By enterprise and perseverance he has built 
up an excellent retail business and the innovations which 
he has adopted for his new store should be of interest 
to others. Following is Mr. Brophy’s own account of his 
problems and progress in the hardware business. 


a week and losing my job, I bought a plumbing shop 
on East Fourteenth Street, near Twenty-third Ave- 
nue, Oakland, Cal. The outfit cost me $50 and I was not 


I N the business depression of 1892, after being married 





enthusiastic over my new venture. In fact, I had almost 
forgotten that I had made the purchase until on the fol- 
lowing Monday morning my wife suggested that I be- 
come a business man. Mrs. Brophy came with me to 
open the shop and as long as she lived she was the driv- 
ing force behind my efforts to become established. I 
went out on plumbing and tinning jobs while she stayed 
in the shop taking orders and keeping the books. Our 
rent was $8 per month and this was paid in labor a good 
many times. After a year of uncertainty we made some 





Left: Special homemade wire screen rack 

designed and made by Stephen Brophy and 

in use in his store in Oakland, Cal. Above 

is an interior view of the spacious and at- 
tractive Brophy store 
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stock and fixtures. Be- 
low will be noted the 
cutlery department 
and the sporting goods 
in the foreground, 
while gas plates and 
the paint department 
are found at the rear. 
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progress and we decided that the business warranted our 
efforts. Our original stock consisted of a small assort- 
ment of tin coffee pots, sauce pans, cups and kettles. 
After retailing tinware for a time we put in a few hard- 
ware staples. Two years later we hired a plumber and 
did contracting and general repair work. Meanwhile, the 
retail business continued to expand and what was once 
considered a daring adventure now became a sane busi- 
ness enterprise. Although my original location proved 
entirely adequate I realized that the old store would not 
allow room for development. A few years ago I bought 
a lot about one-half a block from my first situation with 
a view to building a store that would represent the latest 
improvements in hardware retailing. 

The new building was ready in October, 1925, and, 
after finishing the work- of removal business, continued 
to be as good as ever. My son, S. A. Brophy, now 
manages the store and together we worked out the ar- 
rangement of show cases, counters and stock which the 
accompanying diagram illustrates. 

“Efficiency” and “Economy” were our watchwords 
and our experience in the last year has proved that our 


plans were at once practical for ourselves and pleasing 
to our customers. The sample boards are great time- 
savers and they are invaluable to us because we are in a 
community where there are many foreigners and it is 
more convenient for them to point to an article than try 
to describe it. The stock is always close to the sample 
so that the customer can get any quantity of a given arti- 
cle in the minimum time. Also the sample boards are 
valuable as advertisers. It has often happened that the 
sample on display has induced a customer to buy where 
otherwise he would have received no suggestion and 
there would have been no sale. 

As the diagram shows one side of the store is devoted 
to household goods, the other side to hardware, while 
the end is given over to paint. This segregation of 
stock is of convenience to both the clerks and the cus- 
tomers. It prevents the stock getting out of place and 
the customers soon learn where to look for the goods 
they want to buy. In the old store when an item was 
asked for it was either under the counter, up on the mez- 
zanine floor, hid away in a dark corner or down in the 

(Continued on page 92) 
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A Modern Aesop’s Fable 


By Saunders Norvell 


T has been almost a year since I retired from busi- 
ness. In this time, I had had an opportunity to 
study, in a very broad way, what is happening not 

only in one line, but in a number of lines, of business. 
In this year, I have come in contact with many leading 
men in business—executives of great corporations, 
financiers and business statisticians. I have met and had 
long personal chats with men who draw very large 
salaries simply to study the trends of business and to 
report their findings and conclusions to their organiza- 
tions. 
ok * * 


There is no doubt that in the entire history of busi- 
ness, there has never been a time when as much atten- 
tion and respect was given to an intelligent gathering 
and study of facts and trends as at present. Corpora- 
tions today, with their capacity for production and their 
huge selling organizations, are driving with tremendous 
force. They are using millions of dollars in capital and 
every modern help in the way of equipment to enable 
them to carry out their plans. 


* * Ok 


Now many corporations have learned the importance 
of deep thinking and careful planning before starting 
on a new adventure. Above all, the wisely managed 
corporation is willing to take time and spend almost 
any amount of money to get at the facts before making 
any new departure. These corporations have learned 
in the past, by bitter experience, that with the tremendous 
driving forces they command, if they get a new proposi- 
tion wrong; if their thinking is wrong; if their facts 
are wrong, they can lose a vast amount of money before 
the situation is corrected. The very power that these 
corporations wield for success or failure makes it more 
and more important for them to secure the very best 
brains to study situations and to use carefully guided 
wisdom in laying out the direction of their activities. 


* * * 


Now, I trust that what I am about to write will not 
be pinned on any particular corporation or any special 
line of business. I am writing about a number of vari- 
ous businesses in various lines. What I say, with 
possibly one line of business in-mind, is just as true of 
twenty other lines of business that I know. 


* * * 


Let me start my remarks with the simple and well 
known statement that the object of all business today is 
to get as large a share as possible of the consumer’s 
buying dollar. All industries are naturally divided into 


two classes—one, the production of articles that are 
absolutely necessary to existence and the other, the pro- 
duction of articles that are luxuries—in a word—com- 
modities without which the consumer can live. Your 
businessmmediately falls into one of these classes or 


the other. In fact, in the hardware business, many 
parts of your line would come under the head of neces- 
sities, while other parts would fall under the head of 


luxuries. 
* os * 


Under the head of necessities come housing, food and 
clothing. Now, these three items consume 80 per cent 
of the dollar of the average buyer in the United States. 
This leaves only 20 per cent of his income to be spent 
on everything else. Therefore, all of the great indus- 
tries in the country outside of housing, food and cloth- 
ing, are in a fierce battle for their share of 20 per 
cent of the national income. 


* %* * 


On account of new wants of the people, many lines 
of business are changing. For instance, in the past few 
years, automobiles and automobile accessories have been 
taking a large part of the consumer’s 20 per cent sur- 
plus. This has cut out many of the consumer’s purchases 
in other lines. To illustrate: The man with a fixed in- 
come who buys an automobile may not, in the same 
year he makes this purchase, be able to paint his house. 
This automobile purchase, therefore, cuts down the 
amount of paint that is used. Or, on the other hand, if 
the consumer happens to live at the seashore, he may 
buy a new motor boat this year. In that case, he may 
postpone to a later date the purchase of another auto- 
mobile. Thus, the motor boat has checked the sale of 


the automobile. 
* * * 


The point I am trying to make clear is that in this 
country there are, after all, just so many fixed incomes 
and these fixed incomes, in the last analysis, can buy 
only a certain quantity of goods. If certain things are 
bought, other things cannot be bought. Therefore, 
taking a broad view, we see the fierce battle that is now 
being waged for the consumer’s dollar, not only between 
one hardware house and another, but between entirely 
different lines of goods and different lines of business. 
All this, I am sure, my readers are willing to admit as 
these facts are perfectly apparent to the most casual 


observer. 
aa ok * 


The changes that are taking place, however, in a 
large number of lines are leading to immense changes 
in the quantity of certain goods that is consumed. Imi- 
tations of lumber are taking the place of lumber. Con- 
crete in many cases is taking the place, not only of steel, 
but of lumber. Certain kinds of fruit for breakfast 
in the morning are taking the place of cereals or, on the 
other hand, cereals are taking the place of fruit. Changes 
in ideas of diet make enormous changes in the kind of 
foods being purchased by the public. 


* * * 


The use of the automobile, strange to say, has 


‘reduced the number of pairs of shoes worn out by men. 
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Almost everybody rides in automobiles, so shoe leather 


is not worn out as it once was. This condition .also 
affects the sale of rubber heels. Women, wearing skele- 
ton shoes, have almost brought to an end the old- 
fashioned high leather shoes, laced or buttoned up. 
Wouldn’t a woman look funny to you today if she 
appeared with her short skirts above high leather shoes 
luttoned up the side? Still, these old-fashioned buttoned 
shoes once met with very heavy sales. Rayon or imita- 
tion silk has affected the sale of woolen and cotton goods 
All this of course is familiar and evident to all merchants. 


* * * 


Recently, I was criticized because, at a speech I made 
at The Hardware Club to a large gathering of New 
York salesmen, I told these salesmen some very plain 
truths about them and their work. In this sympathetic 
address, however, I was telling the salesmen just what 
they were up against in the shifting and changes that 
were occurring in business. I painted what I believed 
to be a true picture of the danger brought about by 
changes to the traveling salesman as he serves at present. 


* * * 


At the end of that address, I was very particular, in 
summing up all I had to say, to state most emphatically 
that I believed in the traveling salesman; that there 
would always be a place for him in the business world 
but that, to my mind, there was no question that there 
were too many poor salesmen on the road; men who, by 
nature, were not intended to sell goods; men who were 
lazy; men who were not posted on their lines. 


* * * 


This class of inefficient salesmen, I pointed out, were 
a liability, and not an asset, to business as a whole. They 
were not only a dead loss to their employers, but they 
were an injury to the system of selling goods by travel- 
ing salesmen. Ask any buyer, be he a buyer for a 
manufacturer, a wholesaler or a retailer, and he will 
tell you how many inefficient, tactless and poorly in- 
formed salesmen call on him. All this class of sales- 
men, let me repeat, are a heavy loss to business. 


* * * 


In commerce, everything must be paid for. Every 
motion is an expense. Every inefficient or unnecessary 
motion is a loss and a dead weight to business. Some- 
body must pay the bill. Now I approach the point of 
this article. At a time when most manufacturers are 
groaning under the weight of overhead expenses, what 
do we find? Instead of sizing up their industry with a 
broad mind; instead of figuring out how they, as a 
manufacturing industry, can increase the total amount 
of the purchases of their lines of goods by the buying 
public—in other words—instead of concentrating their 
main thoughts on how they can either stop the decrease 
in the sales of their particular lines of production or 
increase the sales of the character of goods they manu- 
facture, the entire force of their driving power is de- 
voted to organizing sales campaigns and sales forces 
loaded down in many cases with a lot of inefficient sales- 
men, with the object of taking away from their com- 
petitors a larger share of the existing business in their 


line. 
* * ok 


Naturally, this is a game at which many can play. 
One manufacturer increases his force of salesmen. He 


works the territory more closely. He establishes 
branches or offices all over the country. Then the other 
manufacturers in the same line, in this game of Blind 
Man’s Buff, say to themselves—“We must go and do 
likewise.” Therefore, they increase their forces, not 
only of district managers and supervisors, but also of 
salesmen. As a result, we see the various titans in a 
certain industry engage, not in the praiseworthy object 
of building up the demand for their lines of goods on 
the part of the consumers, but of fighting, with sales- 
men, a battle to the death at an enormous expense for 
the amount of business that already exists, even in 
cases where this business as a whole, from one cause 
or another, is shrinking in volume from year to year. 





* * * 


This was what was back in my mind when I made 
the address to the hardware salesmen on that memor- 
able date at The Hardware Club. I realized the over- 
whelming increase in selling expense and in overhead 
that has resulted from this battle which is being waged, 
not to increase the total volume of sales, but simply to 
increase the share of one manufacturer or the other 
of the business that exists. Now, the thought that was 
in my mind was that if this competition between selling 
organizations in the same line could be reduced; if 
capital, expensive supervision and a large part of the 
energy that is consumed in this battle could be diverted 
into a productive channel, it would be of far greater 
value to the trade as a whole and not only to the interest 
of the manufacturers involved, but also to the interest of 
the jobbers, of the retail merchants and, in the end, of 
the buying public. 


The cost of distribution naturally must be added to 
the cost of goods. When this is added to the cost of 
goods, the price of goods can not be reduced. The public 
are interested in a reduction in prices. All economists 
know that as prices are reduced, sales increase. More 
five-cent items are sold than ten-cent items. More ten- 
cent items are sold than twenty-five-cent items. Advance 
the price of an item from seventy-five cents to one dollar 
and automatically in the great volume of sales, you 
reduce the demand for that item. These are economic 
laws that can not be escaped. 


* * * 


Therefore, when I look abroad at the battle that is 
being waged in the hardwaré line, am I wrong in 
believing that manufacturers as a whole should pay more 
attention, not to the mad competitive scramble for a 
few orders, but to a more intelligent development of a 
demand for their goods. In other words, why not, 
through a campaign that is well financed and well thought 
out, gather into the hardware line a larger share of 
that consumer’s dollar? 


* * * 


All of us remember Aesop’s fable where a lion and a 
tiger were fighting to the death for a kid that one of 
them had killed. They exhausted themselves in this 
battle. As they lay wounded and dying, along came a 
fox and, right before their eyes, he carried the kid 
away. This is a fable that possibly has as much applica- 
tion to many business situations in this country today 
as it did in the ancient days when it was written by 


Aesop. 
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Neighborhood Store Furnishes Builders 


Hardware for 300 New Homes in Year 


R. J. Binkley, Kansas City hardware man, builds up good 
builders’ hardware trade in locality where housefurnishings 
would seem to be the merchandise in demand. 


RDINARILY the small neighborhood hardware 

store located in the outlying residential district of 

a large city is very largely a “convenience store.” 
Here the women of the neighborhood pick up articles of 
kitchenware and other household items; paint in fairly 
good volume is sold to the home owner and specialty 
merchandise is sold according to the ability of the store’s 
proprietor. Builders’ hardware is usually carried in a 
somewhat limited way as the small dealer feels that he 
is in no position to compete with the larger dealer in bid- 
ding for this class of business among the contractors and 
architects. 

R. J. Binkley, located at 4603 Prospect Avenue, Kansas 
City, has rather upset this accepted theory regarding 
the lack of opportunity for the small dealer to sell build- 
ers’ hardware, for last year he supplied hardware for 
over 300 residences, the bills averaging around $100 each. 

Mr. Binkley’s achievement is all the more remarkable 
when it is taken into consideration that he has built up 
his entire business in only four years’ time. In 1923, 
Mr. Binkley, who had been running a furniture and 
racket store in a small town in Nebraska, decided to 
move to a larger city and finally bought out a bankrupt 
hardware store in Kansas City for $1,500. The store 
was small, 19 x 50 ft., and the stuck sadly depleted. 

From the very start a definite working schedule has 
been carried out—Mr. Binkley opens the store in the 


morning and up until noon acts as sales force, purchasing 
agent, bookkeeper, credit man and all the other varied 
roles that fall to the lot of the proprietor of a “one-man” 
store. At noon he is relieved by Mrs. Binkley, who runs 
the store for the rest of the day while her husband goes 
out canvassing for business. 

This policy has enabled the development of contacts 
among the contractors who specialize in the building of 
small homes. It is not the plan to enter boldly into a 
bidding competition based on a list of specifications for 
this business but rather to make suggestions as to the 
best suited designs for each individual house from an 
artistic, economical and sales viewpoint. In this way a 
spirit of confidence has been built up which enables the 
hardware man to make his own specifications and thus 
stay out of any competitive bidding. It is interesting to 
note that he maintains no sample room but makes his 
builders. hardware sales “over the counter” or in his 
customers’ office. 

In the conduct of his store, Mr. Binkley has some 
original ideas which have, at least, worked out success- 
fully for him. He believes in keeping the store crowded 
with merchandise, with the goods all in sight but not in 
carefully arranged displays. It is his theory that too 


elaborate displays promote “shopping” and that shop- 
ping has a tendency to kill actual sales. 
(Contmued on page 93) 


However, when 





Unusual Display of Builders’ Hardware 


The large circle in the middle of this display by Geo. F. 
Hauber, of Emigh-Winchell Hardware Co., Sacramento, Cal., 
was colored in several shades of blue and lighted by a series 
of electric lights which encircled its inner edge, carefully con- 
cealed from the front. The background of the display was 
draped in dark blue velvet. The floor of the window and 
all of the accessories in the display carried out the unusual 
color effect in various shades of blue. 


When Geo. F. Hauber, the man who arranged the dis- 
play, gave us the photograph he said that this arrangement 
“showed up the samples of builders’ hardware like a million 
dollars.” The company received a silver cup for this display. 

Store window trimmers will get more good from looking 
at this photograph than the average salesman will. It is an 
unusual display of a rather dignified line of merchandise 
which is worth study and emulation. 
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Reierson Indorses New Remington President 


Editor HarpwWarE AGE: 

As I told you, my mail is full of inquiries as 
to my views on the recent election of Mr. Saun- 
ders Norvell to the Presidency of the Remington 
Arms Company, Inc., and it may not be out of 
place, therefore, to follow your suggestion and 
make my comments through your columns. In 
the first place, let me say that it is my opinion 
that the company should be congratulated upon 
its good fortune in securing a man like Norvell 
and that the directors of the company should be 
complimented upon the good judgment displayed 
in making this selection. Even a board of direc- 
tors will make a good guess once in a while, and 
this time they hit the bull’s-eye, dead center! 

My acquaintance with Saunders Norvell cov- 
ers a period of nearly thirty years during which 
time we have been business associates, competi- 
tors and friends. At the beginning of this 
acquaintance we were both salesmen for Simmons 
Hardware Company, I just a “cub” and Norvell 
being some years older and with longer experi- 
ence was a real salesman—not merely an “order 
taker.” He knew how to sell goods. He appre- 
ciated the relationship between seller and buyer. 

Mr. E. C. Simmons called Norvell from road 
selling into a house position of greater import- 
ance and placed him in charge of the Mail Order 
Department where he demonstrated the fact that 
merchandise could be sold in large volume 
through the medium of mail orders. Having 
made a success of that branch of the business he 
was again promoted and was placed in charge 
of the entire Sales Department where he again 
made good. “Making good” was getting to be 
a habit with him. It was my pleasure to have 
been associated with him rather closely at that 
stage of his career and that relationship remains 
a pleasant memory. 

Norvell continued to climb the ladder of suc- 
cess until he became a vice-president and a direc- 
tor of Simmons Hardware Company. His ambi- 
tion and his ability to see and to recognize 
opportunity led him and a number of his asso- 
ciates to leave Simmons and to join the A. F. 
Shapleigh Hardware Company which was then 
reorganized under the name of Norvell-Shapleigh 
Hardware Company and Norvell was chosen as 
its president. The personnel of the company in- 
cluded such able and outstanding hardware men 
as R. W. and A. L. Shapleigh, W. G. Yantis, 
H. B. Gordon and others, to each of whom was 
assigned definite duties for which he seemed best 
fitted and all working in close harmony and co- 
operation as must be done in any organization if 
best results are to be accomplished. Under the 
new regime the old and honored house of Shap- 
leigh more than lived up to its splendid reputa- 
tion and traditions and is still going strong. In 
this change Norvell became my active competi- 
tor but our friendly relations remained unchanged. 


Retiring after about ten years from the presi- 
dency of the Norvell-Shapleigh Hardware Com- 
pany, Norvell joined the leisure class and for 
some years traveled widely abroad, did some writ- 
ing when he felt so inclined and kept in touch 
with his old friends of the hardware trade. There 
seems to be something in the hardware game that 
gets into one’s blood and cannot be eradicated. 
Once a hardware man, always a hardware man, 
in spirit and in thought at. any rate. 


Inactivity palled upon Norvell. He. had been 
much too active to continue a life of ease and 
idleness. Again he met opportunity and recogni- 
tion was immediate. This meeting and recogni- 
tion led him to associate himself with the old 
drug and chemical manufacturing concern of 
McKesson & Robbins, Inc., as Chairman of its 
Board of Directors. This was a long jump from 
the hardware business. Norvell’s friends won- 
dered. “What does he know about the drug 
business?” they asked. Well, he knew enough 
or learned enough about it, apparently, to enable 
him to dispose recently of his interests there for 
a far larger amount than he had invested in the 
business. So that’s that! 


Again Norvell became a gentleman of leisure. 
But he kept in touch with the hardware trade 
through his writing for the trade papers and 
through a voluminous personal correspondence 
and by attending conventions and other meetings 
of hardware men. In time his love of the game 
of business gained the upper hand but he did not 
succumb without a struggle. He confided to me 
that he enjoyed the life of freedom from the 
routine of business and that at the same time 
he missed the pleasure and satisfaction of being 
in the game. The offer of the presidency of the 
Remington Arms Company, Inc., came to him 
entirely unsolicited and as a surprise. Appreciat- 
ing the honor conveyed in this offer, he was “on 
the fence,” on one side of which the lure of the 
game called to him seductively while on the other 
side the freedom and independence he had so 
greatly enjoyed urged him to remain free and 
untrammeled. . 

At this stage he called upon me for advice and 
we discussed the matter a number of times as 
negotiations progressed. Being without interest 
in the matter other than a natural interest in the 
old company with which I had so long been con- 
nected and a desire to soundly advise my friend 
Norvell, I tried to aid him in reaching a con- 
clusion, one way or the other and at the begin- 
ning of the month he advised me that he had 
decided to accept the offer and wrote that at a 
meeting of the directors of the company to be 
held on Sept. 7 he would be elected to the presi- 
dency, and added: “The first notice of my accept- 
ing this offer is to you and I wish to tell you 
that I was largely influenced in accepting this 

(Continued on page 95) 
































Part of the window 
display that helped 
greatly to stimulate 
the sale of stoves 
and ranges for 
Clark Hardware 
Co., Jamestown, 
ae # 


Clark Hardware Company 
Conducts a Stove Drive 


Jamestown, N. Y., hardware store sells two hundred stoves 
in a city of 50,000, utilizing windows, newspaper space, per- 
sonal contact and store display in drive for this business. 


HE Clark Hardware Co., Jamestown, N. Y., re- 

cently conducted a drive on gas stoves and ranges 

which has proved highly successful, more than 
200 stoves having been sold at the time we visited the 
store. 

The arrangement of the Clark stove department is 
worthy of note and adds materially to the success of the 
firm in the sale of this line. Almost an entire floor of 
the company’s four-story and basement building has 
been fitted up for the exclusive display of stoves. Walls 
are painted in an attractive harmonizing color and deco- 
rated with literature furnished by the manufacturers. 
The entire department is illuminated in the most modern 
fashion. Booths are arranged down the side of the floor, 
some of them having slightly elevated floors, covered 
with linoleum, which makes an ideal arrangement for 
showing off the goods and also enables the housewife 
to picture the range as it would look in her own kitchen. 

The partial payment plan is brought into use when 
necessary, although sales for cash are solicited and made. 
When a customer desires to purchase a stove on the 
partial payment plan, a down payment of one-half cash 
is usually requested, the balance to be paid in six monthly 
installments. A record is kept of all purchasers which 
has proven an invaluable aid not only in landing new 
prospects in the neighborhood of present users but serves 
as a record in ca8e repairs are needed. A good sized 


stock of replacement parts is maintained and customers 


know that they can usually get a new part for their stoves 
right at the Clark store without having to wait until it 
is ordered from the factory. 

In the event that it is not possible to close a sale in the 
store, a salesman goes out to the prospect’s home for a 
little visit and often before he has finished, the man of 
the house has been drawn into the conversation and is 
in a buying mood. 

Jamestown, N. Y., has a population of 50,000 people, 
according to the last census, and the surrounding trade 
territory easily adds about 18,000 more to that number. 
The Clark Hardware Co. is one of the oldest establish- 
ments in the city and its growth has been consistent with 
the city’s growth. George B. Pitts, general manager 
of the store tells us that he concentrates on one or two 
or even three good selling lines of stoves afd ranges. 
Thus it can be seen that this old, established firm has a 
very definite place in the buying mind of the Jamestown 
public and that by concentrating its efforts on one, two 
or three effective lines for a number of years, it has been 
possible to build up an enviable reputation for stove 
reliability. ; 

A record of 200 stoves in a city of 50,000 will show 
the hardware dealers that there is money to be made in 
the line, if handled in the proper manner. Window dis- 
plays, newspaper advertisements, personal contact, and 
proper store display can be summed up as the reasons for 
this firm’s success in the sale of stoves and ranges. 
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Forty Years of Doing the “Impossible” 


W. J. Rumpel had faith in the home town and in himself and 
that his faith has been justified is shown in this story. 


HEY say it couldn’t be done, but Rumpel did it. 

i Forty years ago W. J. Rumpel of Weston, Mo., 

bought out a hardware store in that town in spite 
of the warning of one of the prominent citizens that 
the retail trade of the town was doomed. A few weeks 
ago, when Mr. Rumpel celebrated his fortieth anniver- 
sary as the head of the Rumpel Hardware, Implement 
and Furniture Co., the celebration took on the nature 
of a holiday-festival for the entire town. 

Weston is a town of less than a thousand inhabitants, 
with its trade territory shut off on the west by the Mis- 
souri River, on the north by St. Joseph and on the south 
by Kansas City. For many years it has been prophesied 
that the mercantile business of the town would even- 
tually fall away, but Mr. Rumpel continues to do a 
profitable business in hardware, farm implements, fur- 
niture, radio, etc. 

Fifteen years ago, when the buggy and carriage busi- 
ness, in which the store had been doing a good volume, 
declined almost to the vanishing point, a line of furni- 
ture and plumbing equipment was added to the business. 
The latest additions are radio and electrical equipment. 

“In this history of service to the needs of the com- 
munity it is easy to find the reason for Mr. Rumpel’s 
continued success and progress,” said the Weston Chron- 
icle in a special commemorative edition of that news- 
paper. } 

“For over twenty-five years Mr. Rumpel put in from 
twelve to fourteen hours every day,” the newspaper 
article continued. ‘When he bought the hardware busi- 
ness he was warned against it. One of the prominent 
men of the town cautioned him, asserting that the re- 
tail trade in Weston was doomed and that he (the ad- 
visor) would rather have a cross-roads country store 
than a retail store in Weston. Mr. Rumpel had faith in 
the home town and in himself and went ahead. That 
his faith has been justified goes without saying. In the 
early days Mr. Rumpel was salesman, buyer and book- 
keeper, all at the same time. And to prove that his 
success as a salesman has not waned with the years— 
last year Mr. Rumpel put on an advertising campaign 
for oil stoves, backed it with personal solicitation and 
demonstration and sold $3,000 worth of stoves, a record 
in the middle western territory.” 

A special cooking and baking demonstration on oil 
stoves was one of the features of the fortieth anniver- 
sary celebration recently, which was attended by 
many persons living within a radius of 15 to 20 miles of 
Weston. Other features were the giving away of sou- 
venir straw hats and fans and the staging of a free 
motion picture show, included in which were films de- 
picting the operations in the manufacture of tractors. 

Newspaper advertising and handbills for several weeks 
prior to the celebration told of the coming event. 

The handbills, 10 in. x 12 in. in size, read in part as 
follows : 

“We will give a free picture show at the Eureka 
Theatre, showing the McCormick-Deering Tractor 
Plant in operation, and the entire construction of a 


tractor from start to finish. Comic scenes will also be 
shown. 

“We will demonstrate that we can bake as fluffy and 
perfect biscuit in a Perfection Oil Stove as can be baked 
in a coal or wood stove. We will bake an angel food 
cake in a Perfection Stove and at the same time bake 
fish without having the cake taste or smell of the fish. 

“We wiil also have a large quantity of Winchester 
straw hats and fans that will be given away.” 

Mr. Rumpel’s plan of selling oil stoves is somewhat 
unique. He makes a house to house canvass of his 
trade territory and places a stove in every kitchen where 
he feels there is a good chance to sell one. He tells the 
housewife it is not necessary to pay for the stove and 
that all he wants her to do is to use it and if at the end 
of thirty days she desires to return it it will be entirely 
satisfactory. 

“Of course,” Mr. Rumpel said in telling of his re- 
markably good oil stove business, “much of my success 
in the merchandising of these stoves is due to the fact 
that I handle a dependable line—and I know something 
about stoves, for I have been selling them for twenty 
years.” 

In telling of his method of placing the oil stoves on 
trial—really it is “on demonstration,” for in many cases 
the housewife has not asked for a trial—Mr. Rumpel 
says he usually places them about the beginning of June. 

“Not many of the women are willing to give up the 
stove thirty days later, when hot weather is at its 
height,” Mr. Rumpel said with a twinkle in his eye 
That this is true is borne out by the fact that so far 
only one stove placed in the thirty-day trial plan has 
been taken back by the Rumpel Co. 


An Oil Advertisement 
a la Kerkoff 


Is it that monsieur would eare for a soupcon of 
Lubricating Oils? It is oh, so necessary that one lubri- 
cate the wheels of one’s Steel Mills! But wait: Kerkoff 
has assembled the oils, the greases, the slushes d’ Afrique. 
Assembled them in boxes, barrels and kegs, of a so 
simple and yet elegant a design, that Monsieur le Super- 
intendent, and his foreman de Ja Factorie, will say, “An 
Oil superb!” 

There is an oil for gadgets, delicately perfumed, made 
of the strong yet graceful fish—and an oil for cylinders 
alone, of a color most subtle. Veritably a wealth of oils 
to choose from! 

And, monsieur, et le Overseer de la Factorie, le Man- 
ager du Works, a little secret-—Kerkoff’s Secret—ah, 
but that would be telling, would it not, how we compound 
our so delightful lubricating oils? 

Sprinkle them, monsicur, upon your trains, your fac- 
tories, your engines, and learn the secret of their fasci- 
nation. The lubricating oils of Kerkoff are not to be 
resisted, mais non? Ah, mais oui! 
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R. J. Atkinson Addresses Brook- 
lyn Hardware Association 


Addressing the Brooklyn Hardware As- 
sociation, Thursday, Sept. 8, at the John- 
ston Bldg., Brooklyn, N. Y., N. R. H. A. 
President R. J. Atkinson told the thirty 
members present of his recent visits to 
model stores and model factories, and of 
recent attendance at trade conferences. 


shared their responsibilities with assistants 
and specialized in some phase for which 
they were particularly fitted. Using his 
own store operation as an example, Mr. 
Atkinson told how his two sons handle 
most of the sales work in the store, while 


It | 
was his observation that in all growing | 
institutions Owners or executives willingly | 


| 


mill in Wire Village, Spencer, Mass. He 


| worked his way up the line and in 1885 


| became secretary of the corporation. 


he stays in the office handling buying and | 


management work. 
others in the store were better salesmen 
than he, but that if he were a good sales- 
man and one of the other better fitted for 
the office post an exchange would be made 
at once. 

Mr. Atkinson offered the opinion that 


He said the boys and | 


hardware men often stick too close to their | 
knitting and too seldom have time for di- | 


versions. Al Cornell took the view that 
the nature of the retail business was such 
that the owner must stick close to the ship, 
but agreed that there is probably a happy 
and intelligent medium. 

Mr. Cornell also reported on the recent 
boat outing enjoyed so much by hardware 
men of the Metropolitan district. A rising 
vote of appreciation was given Mr. Cornell 
for his efficient handling of that event. 
Several members quoted salesmen and 
cther dealers, saying that the outing was 
the best ever. 

Secretary Robt. Pearsall called attention 
to Saunders Norvell’s' recent story in 
Harpware AGE concerning Judge Gary’s 
will and urged all members to read and 
think over the advice given. Mr. Pearsall 
said every dealer should read HARDWARE 
Ace and asked for a showing of hands 
from those who did. The vote was unani- 
mous. 

President H. A. Vogt, presiding, agreed 
with the secretary and announced that Past 
President H. A. Grafenstadt was unable to 
tive his scheduled talk on price trends due 
te illness, but that he would give this talk 
to the October meeting 

Mr. Cornell conducted the question hox 
discussion. Chas. J. Heale, 
AcE, spoke on the training of clerks and 
the merchant's obligation in this work. 





Harry W. Goddard Dies 


Harry Williams Goddard, formerly 
president and treasurer of the Spencer 
Wire Co., Worcester, Mass., died at his 


home in Worcester on Sept. 8 at the age | 


of 63. Mr. Goddard was for many years a 
foremost figure among the independent 
wire manufacturers of the United States. 
He was born in Holyoke, Mass., on Sept. 
14, 1863. He went to work in Ichabod 
Washburn’s South Worcester mill, now the 
Central Works of the American Steel and 
Wire Co. Several years later he entered 
the employ of Richard Sugden in his wire 


| business 
| Corporation. 





HARDWARE | 





Upon 
Mr. Sugden’s death he purchased control 
of the business. In 1920 Mr. Goddard re- 
luctantly consented to the merging of the | 





Harry W. Goddard 


in the Wickwire-Spencer Steel | 


Mr. Goddard was formerly president of | 
the Worcester Chamber of Commerce and 
was a trustee of the Worcester Art Mu- 
seum. His widow and one daughter sur- 
vive him. 


| chairman of the speakers’ committee. 


Pittsburgh to Hold Market Week 
In October 

“Market Week,” the first of which was 

held last spring under the auspices of ‘the 

wholesaler council, Pittsburgh Chamber of 

Commerce, proved so successful in bring- 


| ing together the wholesalers and retailers 
| of the greater Pittsburgh district that it 


has been decided to hold another during 
the week of Oct. 10. As usual, hardware 
wholesalers are active in the movement, 
with A. J. Bihler, J. C. Lindsay Hardware 
Ce: of the council, the 
It 
has been arranged to have dinner on Tues- 
and Friday 


vice-chairman 


day, Wednesday, Thursday 


evenings of that week in the main dining 


| room of the Chamber of Commerce to be 


followed by an entertainment and a talk 
by well-known speakers. Mr. Bihler has 
announced the following and their sub- 
jects: 

Tuesday evening, Oct. 11, John Mat- 
tern, Chamber of Commerce of the United 
States, Washington, D. C., “Facing the 
Facts in Retailing.” 

Wednesday evening, Oct. 12, F. J. 
Nichols, director Merchants Service Bureau 
National Cash Register Co., Dayton, Ohio, 
“Bigger Profits from Better Merchandis- 
ing.” 

Thursday evening, Oct. 13, Louis Spill- 
man, editor, Industrial Retail Stores, New 


| York, “Selling or Clerking, Which How 


John A. Mansbergh Advanced by | 
Russell & Irwin Division 


John A. Mansbergh has been appointed | 
sales manager of the Russell and Erwin | 
Division of the American Hardware Corp., | 
New Britain, Conn. He succeeds Isaac 
Black, who became general manager. Mr. 
Mansbergh has been connected with the 
hardware business for twenty years. For 
the past year he has represented the Rus- 
sell & Erwin Division in the California 
territory. 

W. Manville Johnson, formerly with the 
Delaware & Hudson Railroad, has been 
named assistant to the general manager. 





Charles H. Laird Leaves 
Rochester Can Company 


Charles H. Laird recently resigned from | 
the sales department of the Rochester Can 
Co., Rochester, N. Y. While Mr. Laird 
has no definite plans for the future, he 
may be reached at his home, 237 Genesee 
Park Blvd., Rochester, N. Y. 


Edwin H. Hills Dies 


Edwin H. Hills, president of the E. H. 
Hills Mfg. Co., Plainville, Conn., was 
drowned on Sept. 9, 1927. Mr. Hills was 
born in Plainville on Nov. 3, 1883. He at- 
tended the local and Hartford, Conn., 
schools and then entered his father’s busi- 
ness, which was founded by his grand- 
father during the Civil War. 





and Why?” 

Friday evening, Oct. 14, Dr. A. P. Haake, 
sales director, The Simmons Co., New 
York, “Turnover and Profit in Retail Mer- 
chandising.” 


British Distributor Seeks 
Additional Hardware Lines 


The following letter has been received 
from Louis Matthews, Wholesale Furni- 
ture Factor, 3 to 9 Preston Street, Liver- 
pool, England. 

“You will see from the above heading 
that we are agents for the Hoosier Kitch- 
en Cabinet and Gibson Refrigerator. We 
are in constant touch with the Iron- 
mongers and stores throughout the United 
Kingdom. 

“We require some quick selling com- 
modity, easy to handle, that we can offer 
to Ironmongers.” 


Benson Bros. Report of Impostor 
in United States 


It has been reported there is a man 
traveling in the United States, posing as 
Frank Benson of Benson Brothers, Syd- 
ney, Australia. This man is calling upon 
machine tool manufacturers, borrowing 
money whenever possible. He has visited 
many salesmen in the branch offices. A 
representative of Benson Brothers reports 
that this man is an impostor and that the 
real Frank Benson has not left Melbourne, 
Australia. 
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The Nutmeggers Open Season 
With Well Attended Meeting 


The first meeting since the summer va- 
cation was held by The Nutmeggers on 
Sept. 14 at the Burritt Hotel, New Britain, 
Conn. A complete report was made by 
the committee in charge of the outing at 
Double Beach on July 13. A rising vote 
cf thanks was extended to the members of 
this committee when they reported it to 
be both a social and financial success. A 
letter will be sent to the manufacturers 
who donated prizes for the various events. 

A set of resolutions is to be drawn up 
and sent to the family of the late Raymond 
M. Sarles, who was killed recently in an 
automobile accident. Mr. Sarles was a 





sented the Bronson & Townsend Co., New 
Haven, Conn. 

The yearly dinner party came up for a 
lengthy discussion. It will probably be 
held this year in Hartford, Conn. Secre- 
tary H. F. Sullivan of the Hotchkiss Co., 
was appointed to the entertainment com- 


Towne Mfg. Co. and John Jepson of the 
Clipper Belt Lacer Co. arrange for this 
affair. 

An important motion was made and 


gets will not ask any manufacturer for an 
advertisement or donation for any pro- 
gram, booklet or any affair to be run by 
the organization. 

Karl Martin, Connecticut representative 
of the Minnesota Mining & Mfg. Co., was 
announced as one of the speakers for the 
October meeting. President Linford C. 
White of the Standard Tool Co. presided. 
The evening was brought to a successful 
close’ with some excellent’ entertainment 
by Frank Sheehan of Waterbury, Conn. 
Mr. Sheehan has broadcast from several 
radio stations and his number “Wedding 
Song” made a big hit with the boys. 





Drybak Co. Announces New 
Sales Representatives 
The Drybak Corp, Binghamton, N. Y., 
has announced several new sales represen- 
tatives. Jackson & Barrett, 92 Fairlie 


director of The Nutmeggers and repre- | 


mittee to help Mark Miller of Yale & | 


seconded that in the future The Nutmeg- | 


Chicopee Falls, Mass., president of the as- 
sociation, presided at the directors’ meet- 
ing, which preceded the convention and 
also at several of the sessions. 


suing term were: J. C. Baine of Michigan 
City, Mich., De Witt Tage of General 
Motors, John W. Henry of Buffalo, N. Y., 





Jeffe Edwards of Chicago, IIl., Lewis | 


Schwab of Worcester, Mass., and L. M. 
Southmayd of Springfield, Mass. 

A committee was appointed to survey 
the industry and report to the executive 


committee so that further educational work | 
can be planned. E. J. Lonn, an old cycle | 


to renew acquaintanceship. 


'Air-Fed Co. Changes Name Buys 
Site for New Factory 


The Air-Fed Mfg. Co., Inc., 419 South 
Seventh Street, Quincy, Ill, changed its 
name recently to Air-Fed Mfg. & Stamp- 
|} ing Co. This company manufacturers 
“Air-Fed” minnow buckets and tanks. It 
recently purchased a site for a new fac- 
tory and has installed a complete set of 
| machinery to do a general metal stamping 
| business. 

The officers of this company are: Her- 
man E. Warma, president; James R. Niel- 
son, vice-president; and H. Everett Bex- 
ton, secretary-treasurer and general man- 
ager. 





C. B. Chancellor to Represent 
Skelton Shovel Company 


The Skelton Shovel Co., Dunkirk, N. Y., 
manufacturer of solid shank, one piece, 
heat treated shovels, has appointed Charles 
B. Chancellor to represent the company 
in fourteen Southern states. Mr. Chan- 
cellor’s address will be Box 518, Parkers- 
burg, W. Va. His territory will include 
that south of the Ohio River, west of 
Pittsburgh and Washington, including 
Texas, Oklahoma and Arkansas. 


Among the directors elected for an en- | 


man, dropped in to several of the sessions | 


| New Postal Order Helps Keep 
| Mailing Lists Accurate 


Those using mailing lists will be inter- 
ested in a recent order from the Post- 
| master General which amends Section 575 
of the Postal Laws and Regulations, re- 
garding the mailing of third and fourth 
class matter. Paragraph 4%, which con- 
stitutes the new order, is as follows: 

“When the sender of ordinary mail of 
the third and fourth classes desires to be 
notified in cases where the matter is for- 
warded to the addressee at a new address, 
| he may indicate that fact on the matter 
itself in such a manner as may be pre- 
} 


| scribed by the Third Assistant Postmaster 
| General in the Division of Classification, 
| in which case the postmaster at the for- 
warding office shall furnish the information, 
including the address to which the matter 
is forwarded, on card Form 3547, for 
which a postage charge of 2 cents shall be 
collected upon delivery of the card notice 
to the sender of the forwarded mail.” 

When the sender desires to be notified 
of the forwarding of third and fourth 
class mail he should print in the lower left 
portion of the address side of the matter: 

Postmaster: If forwarded to a new ad- 
dress notifiy sender on Form 3547. Post- 
age for notice guaranteed. 

The word “forwarded,” as used, covers 
a change in the street address as well as 
a change of post office address. 








'W. J. Burton Co. to Sell Reeves 
Galvanized Metalware 


The W. J. Burton Co., Detroit, Mich., 
has recently installed a new department 
devoted exclusively to the wholesaling of 
Reeves Galvanized Metalware. The open- 
ing of this new department is in line with 
the policies of the organization to keep 
everything on hand that is necessary to 
meet the requirements of its trade. 

This company will not manufacture gal- 
vanized sheet metal garbage cans, fire pails, 
etc., as was previously announced. 


Louis W. Young Speaks to New 








Soren P. Ringer Dies 


Britain Exchange Club 











Street, Atlanta, Ga., will cover the 
Southern territory. The Jackson Engels 
Co., 717 Market Street, San Francisco, 
Cal., will represent the company in the 
mountain and Pacific states and up to El 
Paso, Texas. Mr. Engels is well known 
as the former sales manager of the Raw- 
lings Mfg. Co., St. Louis, Mo. 

The remainder of Texas, southern Kan- 
sas, Oklahoma and Arkansas, except Little 
Rock, will be covered by the Drybak’s 
new branch office in Dallas, Tex. W. B. 
Logan, Jr., is in charge of this office. 














Bicycle Men Convene at 


Atlantic City, N. J. 


About 200 manufacturers of bicycles, 
bicycle accessories and jobbers gathered at 
the Ambassador Hotel in Atlantic City, N. 
J., from Sept. 7 to 10 for the thirtieth an- 
nual convention of the Cycle Trades of 
America. 

L. M. Southmayd of the Fisk Tire Co., 











and also acts as consignee for all kinds 
of general merchandise. 


Soren Peter Ringer, general manager 
and designing engineer of the Walden- 
Worcester Co., Worcester, Mass., died on 
Sept. 7. Mr. Ringer was born in Den- 
mark and came to this country eleven years 
ago. He went to Worcester in 1925 and 
was well known as an inventor in the 
been decorated by King Oscar of Sweden | 
United States and in Europe. He had | 
and the King of Denmark. 





Venezuelan Representative 
Changes Firm Name 


A letter has been received from Caracas, 
Venezuela, announcing that the manufac- 
turers representative formerly known as 
Hermanos Garcia, has changed the com- 
pany name to Hermanos Garcia Gomez. 
This organization acts as_ representative 
for both foreign and domestic companies 





Louis W. Young, treasurer of the Stan- 
ley Works, New Britain, Conn., gave an 
interesting hist6ry of that organization be- 
fore the New Britain Exchange Club last 
week. 


Grebe Co. Becomes Licensee of 
Radio Corp. of America 


The A. H. Grebe & Co., Inc., 109 West 
Fifty-seventh Street, New York City, has 


| concluded an agreement with the Radio 


Corporation of America, whereby it be- 


comes licensee of the Radio Corporation 
of America. 





Smith & Wesson Plant Opens 
The Smith & Wesson Co’s. plant at 


Springfield, Mass., will reopen on Oct. 3 
with a force of about 600 skilled work- 
men. This plant has been shut down for 
five months. 
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Levi L. H. Taylor Dies 


Funeral services for Levi L. H. Taylor, 
long a resident of Haverhill, Mass., were 
held on Sept. 15. Mr. Taylor was 75 
years of age at the time of his death and 
always lived in Haverhill. Upon gradu- 
ating from college he entered the hardware 
business under the firm name of Hoyt & 
Taylor, but retired from that business in 
1890. During the latter part of his life 
he was in the real estate business. 





German Factory Opened by 
Skour-Nu Inc. of New York 


Skour-Nu, Inc., 40 East Tenth Street, 
New York City, has opened a factory in 
Berlin, Germany, and has appointed Kopp 
& Joseph as sole distributors for the con- 
tinent. Skour-Nu is a cleaning cream for 
rugs, carpets, upholstery and clothing. 


Seat Cover Company Plans to 
Manufacture Golf Bags 


The Durant Motocover Co., Inc., New 
York City, manufacturer of “Fandango” 
auto seat covers, has changed its name to 
Fandango Products Co. This company 
plans to enter into the manufacture of 
golf bags and other sporting equipment. 

Charles Knoepfel, formerly buyer of 
sporting goods for The Fair, Chicago, III., 
is sales manager for the Fandango com- 
pany. 





Orchestra Advertised 
Eclipse Lawn Mowers 


It is interesting to note that for the first 
time in hardware history, lawn mowers 
have been advertised by radio. The 
Eclipse Machine Co. of Prophetstown, 
Ill., sponsored “The Eclipse Clippers,” an 
orchestra that broadcasted through Station 


Radio 








WOC in Davenport, KYW of Chicago, 
Ill., KDKA of Pittsburgh, Pa., and several 
other stations. 

Programs for this fall and winter are 
now being arranged. 





George W. Huber Dies 


George W. Huber, a member of the 
Huber Hardware Co., Germantown, Ohio, 
died on Sept. 8 at his home in that place. 
Mr. Huber had been in business for nearly 
fifty years in Germantown. He was 77 
years of age at the time of his death. Ed 
Huber and Henry Huber are carrying on 
the business. 


International Silver Issues 
Fall Advertising Portfolio 


The International Silver Co., Meriden, 
Conn., has just released its fall advertising 
portfolio, entiled, “Bringing ’Em Back for 
a Sales Encore.” This portfolio is unique 
in style and size and makes interesting 
reading for all who handle the company’s 
products. Reproductions of the company’s 
advertising—sample advertisements, counter 
plaques, display cards and consumer 
folders—are shown. The full page ad- 
vertisements of the company are repro- 
duced in color and with the other beauti- 
fully colored illustrations and fine typog- 


raphy, makes this portfolio stand out as— 


an excellent example of good lay-out, art 
and printing. 


John T. Kelly Dies 


John T. Kelly, one of the founders and 
head of the Kelly & Jones Co., Greens- 
burg, Pa., until its sale to the Walworth 
Co., Boston, Mass., in 1925, died at Scars- 
dale, N. Y., on Sept. 5. He was born in 
Pittsburgh, Pa., seventy-four years ago. 


| and political life of the town. 


Ernest W. Taylor Dies 


| Ernest W. Taylor, assistant treasurer of 
| the L. S. Starrett Tool Co., Athol, Mass., 
died on Sept. 14, 1927. Mr. Taylor was 
| 48 years of age and had been connected 
| with the company since he was a young 
man. He was active in the social, business 
He was 
chairman of the Board of Health, had 
been chairman and clerk of the town fi- 





| nance committee and was a member of the 





Republican town committee. 





DuPont Phila. Office Moves 


The E. I. DuPont de Nemours & Co., 
Inc., of Wilmington, Del., has moved its 
Philadelphia office from 3500 Gray’s Ferry 
Road to Independence Square, Philadel- 
phia, Pa. 





E. C. Atkins & Co. Issues a 
Practical Saw Booklet 


An interesting and practical booklet 
called “Saw Sense” has recently been is- 
sued by E. C. Atkins & Co., 402 South 
Illinois Street, Indianapolis, Ind. It con- 
tains valuable information for carpenters, 
manual training teachers, hardware dealers 
and all who use saws. 

Several pages are devoted to the manu- 
facture of a saw, tempering, smithing, 
grinding and finishing. Another article, 
well illustrated, gives complete directions 
for filing and setting hand, rip and panel 
saws. In the back of the booklet are many 
pages of valuable helps for the everyday 
carpenter. There are suggestions on roof 
framing, on finding the length of rafters, 
shingling, how to estimate shingling, and 
several time charts. Many of the products 
of the company are described and illus- 
trated. 

This booklet will be distributed to hard- 
ware dealers on request by writing to the 
Advertising Department of the company at 
the above address. 





Ingersoll Has New Case 


The Ingersoll Watch Co., Inc., 30 Irving 
Place, New York City, has introduced to 
the trade a new Ingersoll Waterbury, with 





a chromium finish case. This chromium 
finish is blue-white, resembling platinum. 
It resists scratching, will not tarnish, rust, 





stain or discolor and is much harder than 
nickel. 

The back is Butler finished and there is 
also a Butler finished silver metal dial, 
with a sunk second circle. To set, pull out 
the stem. Each watch is packed in a dis- 
tinctive Ingersoll box with a velvet pad 
tray. Radiolite model if desired. 


Lendzion Tool Bag Is for 
Electricians or Plumbers 


The Lendzion Leather Goods Co., 1847-49 
N. Ashland Ave., Chicago, IIl., has placed 














on the market this electrician’s and plumb- 
er’s black harness leather tool bag. It is 
of a smooth finish with padded adjustable 
shoulder straps and has a strong handle. 
The bottom is three-ply and the straps pass 
all around the bag. This bag is sewed with 
waxed linen thread from the outside on 
the Lock-Stitch machine. The bag is prac- 
tically water-proof, as the harness leather 
contains oil. It is built stoutly to carry a 
heavy load. The bag is furnished in six 
sizes with either two or three straps. 


Wheelbarrow Catalog Issued 


The Fairbank Co., 416 Broome Street, 
New York City, has recently published a 
new catalog describing its line of wheel- 
barrows. This company makes wheel- 
barrows for carting concrete, mortar, coal, 
sand, gravel, coke, pig metal, phosphate, 
stone, brick and fertilizer. Several types 
are for general purposes. A mortar tub 
and a drag scraper are also listed. 












sya ate 


= 











HARDWARE AGE for SEPTEMBER 22, 1927 57 


Paint and Fire Prevention Week 


Being some suggestions as to how the paint 
department can join in this public spirited 
movement and profit thereby. 


—supplies the basis of an interesting community 

effort in which the hardware dealer can join 
and push not only his paint department products but 
many other items. 

And if the community is not preparing to put on 
a Fire Prevention Week campaign, it will be easy for 
the hardware dealer to organize one of his own and 
feature fire prevention work in his advertising for that 
week and make his store notable for a service to the 
community. 


es Fire Prevention Week—Qct. 9 to 15 


There are, of course, many other arguments for the 
use of paint as a fire preventative and you are quite 
familiar with them and can write your own. 

Then as to the Clean Up and Fix Up parts of the 
slogan and paints. The Clean Up has been interpreted 
to mean the cleaning up of basements, attics, store rooms, 
outbuildings and other places where trash and rubbish 
is likely to accumulate and be ready for the dropped 
match or that ever present cause of fire “spontaneous 
combustion.” 

Every hardware dealer 








For fire prevention is a Y. TT ee 
service and so is the work that aa 
goes with it. The ideas we || - 

are *presenting here are 














gathered from the National iimk = 
Clean Up and Paint Up Cam- Te te 
paign Bureau, an organization a4 
which has been working effec- — 

tively since 1912 and_ has \ —* 
brought about the sale of thou- S 


knows that a_ well painted, 
kalsomined or whitewashed 
cellar is much less likely to be- 
come a trash bin than one that 
is not so well kept. So you 
can base effective fire pre- 
i} vention advertisement on the 
care of the cellar and you can 
even go a bit further and sug- 
gest that once the cellar is 


MA a i 


sands of gallons of paint and ‘ cleaned up, that it be made a 
has done a great good in the he Stuff Hat are mate of - part of the useful space of the 


saving of life and making 
people and communities 
happier. 

To the familiar Paint Up 
and Clean Up slogan there has 






There seems to be no good reason why home owners 
should use cellars and attics as “trash receivers.” Yet 


house by being turned into an 
orderly workshop or _ play 
room. 

Then you might remind 
your public that you have the 






been added two more very ex- 
pressive words Fix Up and 
this part of the slogan fits 
nicely into the paint selling 







they do. When “Paint Up” was added to “Clean Up” 
and “Fix Up” completed the trio, there was an excellent 
reason. The average basement and attic should be an 
extra “room” in the house, not a hideaway for junk, which 
is most inflammable. Clean these rookeries out, white- 
wash the walls, use flashlights instead of matches—take 








tools, benches and other ma- 
terials necessary to make up a 
good workshop at reasonable 
prices. Or perhaps you sell 


part of the program, as will be 
explained later. 

Fire prevention week will, 
of course, have much to say 
about the danger of sparks 
and perhaps one reason this 
week was set for October, is 
about that time in many sec- 
tions of the country the people 
are really firing up the fur- 
naces and stoves for the win- 







work. 


out the old furniture, repair it, repaint it, and put it to 


In this great national movement in the direction of 
Fire-fighting, we can be of help. There are measures of 
prevention which cost little and mean so much. Con- 


the smaller pool tables or 
other game materials that can 
he installed in a permanent 
play room in the basement. 
Then go to the attic. Have 
you told your public what 
wonders can be worked with 
brushing lacquer or some of 
the quick drying enamels in 
making ornamental and useful 
some of the old furniture that 


is stored in the attic? Painted 







IMPRINT. 





ter, with the result that the 


season dried chimneys burn This advertisement is made in two-column newspaper size and : 
will be sold to dealers in mat form for 20 cents, or stereotype modern paints, the tossed 
for 70, which is practically wholesale cost, perhaps a little less. r 2 

Ask your printer which he wants. aside book case, trunks and 


out” and scatter sparks over 
the roof. Also, during these 
fall days, there 1s a strong 
inclination on the part of many people to build light fires 
mornings and evenings and these shower sparks from 
the light fuel. 

This brings an opportunity to advertise roof paints, 
especially the fire proof sorts. But any paint on a roof 
is better than none, for shingles are much less likely 
to catch fire when well painted than when the wood is 
furred as a result of a season’s alternate showers and 
hot sun. Warped shingles with dead leaves in the 
crevices are a fine setting for a spark that is ready to 
start a fire. 


—nicely and  quickly—with 


chairs will become the show 
pieces of the house furnishings. 

Perhaps you are stuck on writing suitable ads for 
this sort of a sales and public good campaign. 

We have a suggestion along that line. The National 
Clean Up and Paint Up Campaign Bureau, 243 West 
Thirty-ninth Street, New York City, have advertise- 
ments already drawn and written. One of them is shown 
on this page and the price is given. The Bureau has 
many more and a letter addressed to Bureau asking for 
proofs of these advertisements will reveal to you what 
an extensive service you can obtain cheaply. 


| 
| 
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“Just Out,” and Overstock Vanquished 


by Weekly 


Inventory 


A little work by one salesman on Monday morning insures the selling force 
of the Collins, Freeman & Co. that the goods are waiting for customers 


URING the question box discussion of the Con- 
D necticut Hardware Association convention last 

February the chairman asked Jerry Collins, a 
director, to explain his weekly paint department inven- 
tory plan. Being 
the kind of a 
member who gets 
a lot out of his 
association he- 
cause he puts a 
lot into it, Jerry 
willingly told how 
Collins, Freeman 
& Co., Branford, 
Conn., studied 
paint sales records 
for two or three 
vears and discov- 
ered a poorly bal- 


mailed at once. 





The replacement stock arrives Wednes- 
day or Thursday and is placed in stock. 

Every six months the partners recheck and reconsider 
their stock control, making any necessary revision based 
on sales. Some- 
times the semi- 
annual check sug- 
gests insufficient 
merchandising ef- 
fort is being 
placed on a cer- 
tain kind of paint 
and proper action 
is taken. 

When_ Jerry 
completed his 
story a paint 
salesman _ sitting 
near by whispered 


anced average in our ear: “His 
stock. There was Charles Freeman Leon Schwartz Jerry Collins store sells more 
too much of this Collins, Freeman & Co.  Patterson-Sargent Co. Collins, Freeman & Co. than $25,000 a 
and too little of year in paints and 
that. $2,000 in brushes. Varnish specialties alone are $5,000 


Based on sales, Jerry and his partner, Charles Free- 
man, figured out a healthy average stock to insure ade- 
quate but not excessive stock and started a weekly in- 
ventory plan for the paint department. 

Like most good ideas, the plan is simple. A common 
notebook, with pages squared off, lists the minimum 
stock for every color in all five sizes of cans. Figured 
entirely on the sales of the period studied, it was neces- 
sary to increase some numbers 
and decrease others. In_ the 
end a net reduction of 25 per 
cent in stock investment was 
effected. 


MISSING LIST 


4 
ay Es 


a year. Some business!” 

Some business is right! To Branford we went, ar- 
riving early on a Monday morning, about 8.30, but not 
too early to find one of the store salesmen half way 
through the weekly paint inventory. Charles Freeman 


Sample sheets showing how Collins, Freeman & Co. keep a record 
of the minimum paint stock and how the missing list is prepared for 
the purpose of ordering replacement stock. Using these examples, 
we find that the stock of outside white house paint should include: 
12 gallons, 6 half gallons, 12 quarts, 6 pints and 6 half pints. 
Evidently the salesman checking the stock Monday morning found 
the outside white stock status was 10 gallons, 3 half gallons, 4 
quarts, 2 pints, and 4 half pints, and he made out his missing 
list as shown. 





Each Monday morning one [~ — , 
of the store salesmen checks the 


HOUSE PAINTS 





entire paint stock. The note- 
book advises the required mini- 
mum and all missing numbers 


2 


GAL. | £GAL. | QT. 





are entered in another note- i 
book. The missing list 1s 





written out in order form and 
mailed to the paint factory for 
replacements. 

For example, note the two 
illustrations, giving sample of 
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both minimum stock sheet and 
missing list. The stock sheet 
calls for 12 gal. of outside 





CREAM. --. 





white, 6 half gal., 12 qt., 6 pt. 
and 6 half pt. Check-up on the 














stock reveals 10 gal., 3 half gal., 


See 5 6;5/2 





The missing list on outside 
2 gal., 3 half gal., 8 


4 qt., 2 pt. and 4 half pt. 
white would, in such a case, read: 


























This becomes an order and is 


qt., 4 pt. and 2 half pt. 
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Note the tacked cards on the shelves. 
read; “Steel Wool? Dryer?”—‘‘Any Putty Today?” 
Turps?” 


was accepting money for some merchandise a woman 
had sold herself from an open display table. In the 
back of the store we found Jerry and our friend, the 
paint salesman, about to drive off ina Ford truck. They 
were going to make five’ calls on neighboring farmers, 
in order to close up five sales which were slow in mate- 
rializing. 

“We do this regularly,” Mr. 
every other month I take the factory man out to help 
crack some of the hardest sales nuts, or to investigate, 
with me, any complaint, or perhaps advise a man who 
has a very difficult painting problem. The factory lends 
his expert experience and I, of course, have that 
advantage which comes after six years of honest dealing 
among the 8000 people of Branford’s all-year popula. 
tion. 

“Our summer population jumps to 30,000. As soon 
as spring comes, we shoot along the shore line and dig 
up paint business among the summer residents. For 
those who wish the painting done, yet desire to effect a 
saving, we have three or four handy men on tap who 
can do odd painting jobs. 


Collins said. “At least 





Every paint salesman in the Collins, Freeman store is required to tell customers how to Shake It! 


These remind both customer and salesman of related items for a second sale. 
—‘Paint Remover’’—‘“Don’t Forget Putty Knives’”—‘‘Don’t Forget Brushes” 
Note also the row of sales literature furnished by the manufacturer. 


i 3B83 


These cards 
and “Oils? 


“We emphasize protection by paint, particularly nec- 
essary on summer homes which are entirely neglected 
all through the winter, and when one of these handy 
men on our list is to do the job we assure the customer 
of quality paints and a job completed when the summer 
bungalow season starts. We have worked up a large 
following among the shore people and can count on a 
substantial paint business every year. 

“Having no local newspaper, we do direct by mail 
advertising on paint, sending out sales literature at least 
three times a year on paint exclusively to 5000 people. 

“Every spring we hold a two-day demonstration on 
paints and painting and usually register 1000 names 
which are checked against our mailing list for correction 
or addition. At the demonstrations a paint expert from 
the factory is on hand to answer queries and show 
how special jobs are done, color effects obtained and be 
generally useful in promoting interest in painting. We 
give gratis color cards and small sample cans of paint. 

“On every paint sale we ask how and where the paint 
will be used, suggest the proper brush and often are 

(Continued on page 91) 





Stir It! Box It! 
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Adequate Year Round Paint Stock 
Makes for Dull Season Trade 


Charles Lammers in a Cincinnati suburb has found that 
if he has the goods, he makes a greater effort to sell. 


NCOURAGEMENT of an all year paint trade is 

the especial objective of Charles W. Lammers, 

hardware merchant in Madisonville, a suburb of 
Cincinnati. As the first step toward this objective, Mr. 
Lammers maintains a complete stock throughout the 
year. Not even during the holiday period does he permit 
other demands for space and money to bring his paint 
stock below what he regards as a working minimum. 

Paint is the second heaviest volume line in Mr, Lam- 
mers’ store. The yearly sales are exceeded only by what 
he calls “general hardware,” so he feels justified in ac- 
cording liberal space and considerable attention to paint 
and accessories. 

The Lammers store is roomy, which enables a liberal 
use of dealer helps and decorations, also an arrangement 
of shelf stock low where it can be easily seen and within 
easy reach. 

On the counters Mr. Lammers places display books 
and dealer helps that will interest women and immedi 
ately back of the wrapping counter where all sales are 
closed is a wall display of brushes. 


place so that it can be referred to without effort. By the 
time the salesman brings the paint to this wrapping 
counter, he has learned what the paint is to be used for 
and under what conditions it is to be applied. 

“Then he is in position to recommend the proper 
brush, which he does. He can point out the various kinds 
of brushes and tell of their use and then within reach 
is the particular brush he recommends. He hands this 
brush to the customer as he concludes his sales talk. Get- 
ting the customer to handle a tool always gives the sales- 
man the advantage. 

“All of our sales people are trained to say to the paint 
customer : ‘It is better to spend just a little more and gain 
good results, than a little less and have nothing to show 
for your effort and your money.’ ” 

Since his determination to carry an adequate paint 
stock at all seasons, Mr. Lammers has found ways of in- 
creasing trade during the formerly dull months. Lac- 
quers and other paints that can be used for brightening 
up the house, if only the repainting of an old chair, can 
be sold by making attractive displays and in this way he 




















“This display,” says Mr. Lammers, “is made con- has made January and February worthwhile sales 

venient to the place where the final conversation takes months. 
; 
* 

So Je 

bess ~ 
v £2492 22% 
ee nog 
£. 
‘ ops a 
bes $8. ‘ ‘ onthe 
Beberseeseees bere wT , € @ 
=m fi8, oie f8, { 
BELeeeesesed soe 
LRpe af E10, 16 16 U 
SS 228. &. A er mae 
7 ran ” ' 
a % . 
33 =F © ie ©tene 
al ; ee! 


Seasonal Dealer helps on 


the counter and a brush display in the background feature the Lammers display. 
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This is not the Splaty store party dress. 
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It is just an ordinary day appearance and even taking this picture delayed buyers. 
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Splaty Gives Two Paint Parties 


a Year 


Each Spring and Fall he invites the residents of the 


“Banks of the Wabash” 


to come and hear how 


and why they should doll up. 


WICE a year the residents of West Terre Haute, 

Ind., are invited to attend a two-day ae and 

painting demonstration at the store of the George 
W. Splaty Co., located on Main Street a short distance 
west of the memorial tablet in honor of Paul Dresser, 
who wrote the immortal ballad “On the Banks of the 
Wabash.” 

These demonstrations are held in the spring and fall 
with the co-operation of an expert from the paint manu- 
facturer whose line is featured by Splaty. The expert 
does stippling, finishes a few pieces with brushing lac- 
quer, talks on color combinations and answers any 
queries on paints or painting. 

For a week prior to a demonstration, local papers carry 
a general invitation addressed to everybody in the county. 
Those on the store’s mailing list receive a special invi- 
tation card and the monthly store paper, edited by Mr. 
Splaty, also carries an advance story of the event and in- 
vites one and all to attend. 

The demonstration not only helps bring prospects to 
the store but also gives the store selling force an unusual 
opportunity to rub elbows with a real paint expert, ask 


questions and pick up pertinent selling features on the 
line of paint they sell. 

The bulk of Splaty’s paint trade is with householders 
—mostly women—consequently he has restricted his 
stock to the smaller sizes. He carries a few half-gallons 
in outside white, but specializes in quarts, pints and half 
pints. 

Brushes are always included in a Splaty paint window 
display, and in the department you will note brushes 
command a central position. The paint department flanks 
the entire rear of the store and is easily seen from the 
front entrance, as the middle of the store is occupied 
only by open display tables, not tall enough to hide the 
paint department. 

Selling the proper brush with each paint order merely 
completes the store's service to the customer, in Splaty’s 
opinion, but, of course, it also brings home that second 
sale, the margin of which is nearly all net as the overhead 
is taken care of in the first sale. Splaty keeps his store 
clean and well painted. The paint department looks as 
though the store owner believed in paint—he does—and 
that is why he is able to turr his entire paint stock 
three times a year. 
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6,000 People, Mostly Women, Attend 
Green Brothers Paint Opening 


2500 receive paring knives as souvenirs and 1200 apply the price of a free 
can of paint against an order for a larger amount. 


ETTING the interest of the women of the com- 
(3 munity centered upon their paint department was 

a task that Green Brothers, hardware dealers at 
633-35 Massachusetts Street, Lawrence, Kan., set for 
themselves last spring. They gave much thought to the 
problem and planned it in a big way. And they suc- 
ceeded. The idea they carried out was that of a “house- 
warming” or three-day reception. 

Lawrence is a city of 30,000 people, near Kansas City, 
and has a large trading area. The district is prosperous 
and has a population of varied interest, but in the main 
the people of the community own their own homes and 
are frugal, careful livers. Green’s Store—as people 
speak of it—is noted for aggressive merchandising 
policies. 

While the paint department was the main idea in the 
promotion of the three big days, the other departments 
were not entirely neglected. ‘Two specific items demon- 
strated were the Coleman Pressure Range and the De 
Laval Separator. ‘The last of the three days was speci- 
fically ‘De Laval and Dairy Day,” it being Saturday. 

Sut these fea- _ aes er ee 
tures were not al- 
lowed to detract 
from the effort 
to center interest 
on the Sherwin- 
Williams line of 
paints and the ef- 
fective 





Dear adam: 


strations ar- 

— first shot and Saturday, April 7, 8, and 9, inclusive, 
in the campaign spans seit Stee enenlen ae are otrivt 

was a letter 

mailed to as com- PI gh na dn ose Pa 
plete a_ list ot adie + ¢. 6. 

women as could Rogers Brushing Lacquer~ 

be obtained. The 

letter announced ee eee 


the Reception 
would be held on 
April 7, 8 and 9, 
and explained: 


this demonstration. 


NOW THEY 


“GREEN BROTHERS 


HARDWARE, MACHINERY, TRACTORS anv JOHN DEERE IMPLEMENTS 
SHERWIN-WILLIAMS PAINT 
IOWA SEPARATORS AND GAS ENGINES KOEHLER AUTOMATIC LIGHTS 
CALORIC FURNACES. WINCHESTER AND KEEN KUTTER TOOLS 
633-635 MASSACHUSETTS STREET 


LAWRENCE, KANSAS 
demon- A Good Town to Live 


You are cordially invited to visit our store Timrsday. Friday, 
the purpose of showing our ‘riende and patrons the new arranzemaut; of our 
ng to give to our trade this coming 
For this special occaslon, w2 have planned 4 rasctory deror- 
(Sherwin-Williams Prepared House Paint) 

Two factory representatives from the Sherwin-Williams Company 
Will be with us to furnish correct information on any painting or var- 
Also we will Lave with us a lady demonstrating 
the many uses ami applications of Rogers Brushing Lacquer-~don't miss 
SAVE THIS LEITR. 


The bearer of this letter will be given free a 40/ can of 


to our customers during the coming _ season.” 

Then the subject of paints was taken up and plans 
for the demonstrations explained. After three para- 
graphs was this line in bold type: 

“Now then, save this letter.” 

Then came the announcement that to each woman who 
attended the opening and presented the letter would be 
given a 40-cent can of paint of the kind she selected 
and in addition, her choice of ‘‘a set of Aluminum Meas- 
uring Spoons or a Winchester Stainless Steel Paring 
Knife.” For further particulars the women were re- 
ferred to full page newspaper advertisements announcing 
the reception. 

This appeal was depended upon to bring the women 
into the store and it was taken for granted that the men 
would come along—and they did. But uppermost in 
the Green Brothers’ minds was that women have most 
to say about home painting. The idea was, if the women 
could be given interest and faith in the Green Store 
paint department, the sales would take care of themselves. 

So a program calculated to interest the women was 
arranged. Five 
factory demon- 
strators were 
present and it was 
arranged that the 
visitors should be 
formed into 
groups. The first 
demonstration 
was that of paint 
manufacture. Ex- 
hibits of the vari- 
ous ingredients of 
good paint were 
arranged and two 
men who knew 
their paints told 
how, why and in 
what proportions 
these were used. 
The next exhibit 
was presided over 
by a woman who 
told how and on 





ALUMINUM AND ENAMELED WARE 


AND GALVANIZEO WARE 
ROPE AND SEEDS 
stoves 


mand Make a Living in 


These days are plawed for 


of the pigment anc iicri4: used 
Varnish, and 


“These days are 
planned for the 
purpose of show- 
ing to our friends 
and customers the 
new arrangement 
of our store and 
the service we are 
planning to give 





ee i i 


Shervin-7Jilliams Paint, or will be allowed 40% credit on any purchase of 
Paint, Varnish, Stain, or Rogers Lacquer during these three days.—vurtker, 
@ Souvenir, consisting of a set of Aluminum Measuring Spoons, or a fine 
quality Winchester Brand Stainless steel Paring Knife will be given every 
Woman visiting our store during these three days. 





Read the full announcements in the Journal-World. Don't fail 
to get your souvenir; it will be at our store, 633-635 Mass. for you. 


Yours very truly, 


GREEN BROTHERS. 












what surfaces to 
use the various 
kinds of paint. 
She explained 
in terms that the 
women well un- 
derstood just why 
this paint or that 
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There were 500 persons in the store when this photograph was taken, and, as you can see, most of them were women. 








should not be used on this surface and then she would 
show how to open a can, stir it and apply it. She was 
not afraid to work. And she knew her paints and sur- 
faces, as well as brushes and other things that go with 
painting. 

But on the morning of April 7 it was raining and rain- 
ing hard. Perhaps some of the employees looked wonder- 
ingly at the piles of souvenirs and studied plans for 
extending the days of the Reception, but mostly all 
hands wished for two brighter days following. 

Just how they would have struggled through if April 
7 or either of the following days had been ideal Kansas 
spring days—yes, they have them sometimes—no one 
has figured out. Despite the rain, all hands were busy. 
The women of Lawrence did not propose to let a spring 
rain keep them from learning about the wonderful paint 
sold at the Green Store—or perhaps the free can and 
the paring knives had something to do with it. 

Anyway, more than 6000 people attended the Recep- 
tion. More than 2500 paring knives were given to 
women who turned in their letters and 1200 women 
claimed credit on paint purchases. This, despite the 
fact that much of the Green Store trade is farm trade 
and the rains were too heavy for most of the country 
folk. The kinds of paint sold are evidence of that. 
There is a difference, you know. Farm folk buy paint 
in larger quantities than town folk, for one thing. In 
the main the credits were on orders for indoor paints 
lacquers, varnishes, enamels, etc. 

In summing up those three days, the Green Brothers 
have drawn these conclusions : 





The results entirely justified the effort; both in 
paint sales during the spring and in building general 
good will for the store. Every department benefited 
from the demonstrations. 

The technical demonstration was planned on a 
larger scope than was necessary. Some people were 
interested and it was worth while, but the surface 


application demonstration attracted more attention, 
was more educative and brought more direct results. 

_ The special farm demonstrations did not have a 

lair opportunity because of the weather, but even 

under the handicap were well worth while. 

The factory representatives were very helpful and 
want to repeat the effort. 

That some such plan of gathering crowds is worth 
while and plans are under consideration for next year. 

The Green Brothers business includes another activity 
that has a direct bearing on paint sales that is, perhaps, 
a bit unusual. This firm buys and sells second hand 
farm implements—all of the larger sorts even up to 
tractors. These implements are, of course, put in usable 
mechanical condition" but are not painted before resale 
to avoid the appearance of deception. 

It has become a habit with many farmers of the com- 
munity to visit Green’s warehouse before buying new 
implements to pick up any bargains available. The 
volume runs high in item turnover and to each purchaser 
is made the suggestion that it would be well worth his 
while to paint the implement at once. He is told how 
much paint it will require, what accessories and what 
kind of paint will do the best job, and just how much 
it will cost. The paint sales in this department run into 
a considerable volume. 

Quite incidental, but of interest, a considerable num- 
ber of painting contractors and men who do painting by 
the day attended the reception and were much interested. 
Most of them listened to the technical demonstration and 
some sought work among those buying large bills of 
paint. 

A paint campaign consists of three parts: 
outside the store to make it paint headquarters ; decora- 
tion and display inside the store to make it attractive; 
community advertising to tell people of your service 
and knowledge of paints and painting. 


Display 
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Christmas Is Coming 
VERYWHERE you hear the belief 
that this coming Christmas is to be 

the biggest paint Christmas in history. So 
get ready. 


The unfinished furniture and brushing 
lacquers have given the women of the 
—— 





COME / COME / PA, 
YOUVE BEEN SLEE 
\ (4086 Enovuce wt 









be 


country an idea of what can accom- 
plished in a short time in interior decorat- 
ing. There will be more redecorating of 
toys, furniture and other Christmas things 
this year than ever before and the mer- 
chant who is awake to the opportunity will 
reap the benefit of this trade. 

Lay your plans now for the Christmas 
display of the entire store and instead of 
banking the toys and other seasonal mer- 
chandise over the paint counter and shelves. 
leave these open and make a special dis- 
play of brushing lacquers, decaleomanias 
quick drying enamels, bronze and other 
powders and the tools and accessories that 
go with them. 

Get an old chair of unusual design and 
lacquer half of it. Do the same with an 
old toy. A bright red lacquer will make 
last year’s fire engine or sled a joy to any 
boy. 

And do not be afraid that in so doing 
you will cut down your other Christmas 
trade. People usually spend all they can 
for Christmas and you will merely be 
helping them get more for their money 
this year than ever before and they will 
be thankful. 

Don’t forget the liquid glue in fixing up 
this Christmas display. Also display your 
stock of toy paints and crayons near or in 
the paint department. They work together 
beautifully. 

This is to be a paint Christmas if you 
help to make it so. The people are ready. 


Free Movie Shows 


SURPRISING number of paint manu- 

facturers are offering moving picture 
advertising films to their dealers. Some 
of these are to be shown in the movie theater 
and some are the small ones for the win- 
dow or to be shown in the rear of the 
store. Better inquire of your manufacturer 
if he has one for you. These movie 
stories are educative and well worth while. 


Paint Salesmen’s Textbooks 
gk manufacturers have been very 

liberal in the preparation of printed 
materials for the trade, both informative 
material for the salesman or for the pub- 
lic. Recently we have had occasion to 
study some materials that go to make up 
paints. 
information and have received it; often in 








We have asked manufacturers for | 
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the nature of scientific talks delivered be- 
fore organizations. 

We wanted to know something about 
varnishes and there came to hand “A Var- 


. ” . ° | 
nish Catechism” which seems to be quite 


complete and satisfactory on this subject. 
It is in the form of questions and answers 
and is published by the National Varnish 
Association but the copy we received was 
sent to us by a varnish manufacturer. 
Perhaps you as a dealer or a salesman 
want to know more about paint. 


information. 


Ask us and see. 


ea a 3 “a 
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The Wooster Brush Co. has installed 

this paint brush tester in its plant at 

Wooster Ohio. The brushes are 

swept over fire brick and rough wood 

blocks the wear on each brush being 
carefully noted 


Glass Is Worth While 


N the Hyde Bros. store at Watertown, 
N. Y., the price lists for the paints are 
typed on sheets that fit into the more or 
less familiar tin holders, with turned edges. 
These sheets are made up for the respec- 
tive kinds of paint and in the order in 
which the are arranged on the 
shelves. 

One card will have a complete list of 
prices for the oil paints, another for enam- 
els, another for brushing lacquers, and so 
on. These containers with the lists are 
kept hanging on convenient nails, within 
reach of the salesman so that he always 
has the size of packages stocked and prices 
at his command. 

In a recent visit it was noted that some 


colors 


of these sheets were covered with glass 


and some were not. It was not a case of 
breakage and carelessness in replacement, 
as some of the tin holders had been made 
to hold glass and some had not. 
Asked if the glass was worth 
John D. Gray, the manager, said: 
“It certainly is. The salesmen take more 
care of the list when covered with glass; 
they are more particular to hang it up and it 
protects the paper and keeps it clean. You 
will note here,” he continued, pointing t 
some pencil figures in the corner of the 
unprotected sheet, “that where there is no 
glass the salesman is likely to figure an 
order on the paper. The breakage does not 
amount to much, but the cleaning up of the 


while, 


If you | 
do, write to manufacturers and tell them | 
what you want to know and see if they | 
cannot refer you to the proper source of 
Perhaps we can help you. | 
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| to brushing lacquers. 


sheet or supplying a new one is quite a bit | 


of trouble.” 
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Paint Novelties 


E never tire of looking at an ever- 
changing window of a paint depart- 

This window is usually given over 
Recently it has been devoted 
There has been an 
ever-changing array of small household ar- 


ment. 
tc novelties. 








ATTENTION 
Compenc ERs 











ticles, small book shelves, book ends and 
the like. Also old bottles of queer shapes, 
made ornamental and colorful, odd vases 
that we imagine were clear glass and per- 
haps too cheap to be beautiful. Lacquer 
and transfers makes a wonderful change. 


Intelligent Distribution 


ECENTLY we were discussing brush- 

ing lacquers with a dealer in a thriv- 
ing city and when one lacquer was men- 
tioned he said: 

“That kind is out here. It was the first 
lacquer so!d here, but the better hardware 
and paint stores in this town were a bit 
slow in taking on lacquers. The distribu- 
tor for this lacquer got out of patience 
with us and put it everywhere. Drug 
stores, bazaars and every other kind of 
store had it and they sold to all comers 
without questioning what it was to be used 
for and sold with it the cheapest sort of 
brushes. People misused it and were dis- 
gusted. 

“Then the hardware stores came along 
with other lacquers and we sold them care- 
fully, saw to it that the people understood 
what they would do and how to use them 
and we are doing nicely on lacquers.” 

His stories reminded us of an experience 
several years ago in a notion store. At 
that time there was a popular household 
varnish on the market and a woman asked 
the girl in charge of the counter: 

“Can I paint my kitchen stove with that 
paint ?” 

“Certainly,” said the girl, and the woman 
bought two small cans. 

Which simply brings to mind that there 
are two kinds of distribution, one which 
supplies points of contact, others that 
build reputation with each sale. 


Unusual Sign 


IGNS outside the door may or may not 

be interesting to you, but one that is 
cheap, simple and effective rather intrigues 
the writer. It is a hardwood barrel painted 
with quick-drying enamels in a crude re- 
semblance to a double rainbow, beginning 
at the top and bottom and merging at the 
middle. Not beautiful, but it is safe to 


say that most of the people passing realize 
that the store has a paint department. 
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| Road Lights on Bumper Give 
Double Protection to Drivers 


The Bright Bumper, a new and unique 
combination of collision protection and 
extra .road lighting, has just been an- 
nounced by The Warren Tool & Forge 
Co., of Warren, Ohio. 

The cross member of the bumper is 
made of cold drawn steel tubing, while 
the ends, which ‘house the safety lights 
are of malleable iron. The bumper spring 
is oil-tempered spring steel with malleable 
iron couplings. 











The road lights are set into the ends of 
the bumper in such a way that the lens, 
bulb, and glass are protected from break- 
age. Should breakage occur, replacements 


are made gratis. The road lights in the 
Bright Bumper provide good illumination 
for night driving. The beam is said to go 
under fog and illuminate the ditch on both 
sides of the road. The lights are directly | 
ahead of the tires, which helps motorists 
give wide berth when passing. 

Bright Bumpers have been tested and 
approved by the National Board of Un- 
derwriters, and a saving of 1214 per cent 
on collision insurance is effected through 
their use. They are supplied in full pol- 
ished nickel finish, black enamel, and 
nickel with black trimmings, or in spe- 
cial colors to order. Four sizes are fur- 
nished, 2 in., 2% in., 3 in., and a special 
4 in. for buses and trucks. 








Iver Johnson’s Supertrap 
Combines Many Good Features 


A double barrel, hammerless shot gun 
called the Supertrap, is being marketed 
by Iver Johnson’s Arms & Cycle Works, 
Fitchburg, Mass. It is 12 gage, has 32 
inch barrels, weighs about 8 Ib. and is 





guaranteed to shoot all regular factory 
loaded shells. 

The gun has a new, improved, straight 
line ventilated rib to break up heat waves 
and make a clear vision for accurate 
shooting. Both the back-stock and for- 
end ‘are of walnut, specially selected for 
grain and color and finely hand checkered. 
The stock has a pistol grip. There are two 





| can be quickly cooled. 


Lyman Ivory Sights and an anti-flinch re- 
coil pad. 

One feature of the gun which will be 
appreciated by sportsmen is that the ham- 
mers can be lowered without snapping. 


Safety Flue Device Corp. Pro- 
duces Useful Flue Device 


The Safety Flue Device Corp., Decatur, 





Ill., is now manufacturing the Safety Flue | 


Device, which is said to eliminate a fire 
hazard, save on fuel, labor, and make the 
home safer and cleaner. 

It consists of a patented opening in a 
pipe, through which a soot scraper is in- 
serted. The soot is scraped down into 
the soot pit of the range or stove. 





The manufacturer also claims that if 
the pipes get red hot through overheating, 
by opening the Safety Flue Device, they 
In this way the 
device serves as a check draft in the pipe 
as well as being a place where soot is 
cleaned out. The device is furnished in 
either elbows or straight pipe. 


The Utility Set No. 190 Is Added 
to Husky Wrench Line 


Husky Wrench Co., of Milwaukee, Wis., 
has recently added to its line of socket 
wrenches, the No. 190 Utility Set. This 
set has a range of socket wrenches, plus 
three-socket screw drivers, three sizes of 


screw driver bits and a special designed | 
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screw driver handle with swivel grips. 
The set is packed in a compact, black 
enameled metal box. 








Corcoran Mfg. Co. Introduces 
Two New Household Products 


The Corcoran Mfg. Co. of Cincinnati, 
Ohio, manufacturer of “Peerless” Prod- 
ucts for Ford cars, has introduced two 
new utilities for the household. 





The Peerless folding window refrig- 
erator is of the knock-down type, easily 
assembled, requiring only six bolts with 
wing nuts. This product has been de- 
signed for those living in apartments and 
small houses. The refrigerator has a 
special hinge joint that holds it to the 
side of a window frame, but permits it to 
be removed for cleaning. It is provided 
with an extra shelf which gives additional 
storage capacity. The door fits tightly, 
preventing dust, dirt, snow and rain from 
entering. 

This product is shipped, knocked down 
in flat corrugated boxes which when 
packed are only 2% in. thick. 





The Peerless Combination Ash Sifter 
and Ash Can is a unique piece of mer- 
chandise. It is well made of heavy gal- 
vanized sheets with re-enforcing ridges 
and has steel rockers. It is made for use 
with any kind of coal and will hold prac- 
tically a full ash can of sifted ashes. 


An Aluminum Cherry Pitter 


The Rustless Rule Co., Inc., of 9 Lafay- 
ette Avenue, Buffalo, N. Y., is manufac- 
turing a cherry pitter and grapefruit 
seeder. This product is made of spring 








Cail be Ce 


All units are heat treated and nickel | 


plated. This set provides more than 600 
wrench combinations and over 300 screw 
driver combinations. 


| 





aluminum and is shaped to fit the hand. 
There is a hole at the end of the’ handle 
so it can be hung-up. Two dozen cherry 
pitters are packed on a display card. 
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(Washington Bureau of HarDWARE AGE) 

An interesting bulletin on “Analyzing 
Wholesale Distribution Costs,” by J. W. 
Millard of the Domestic Commerce Divi- 
sion, Department of Commerce, was made 
public on Friday of last week. Consisting 
of 12 mimeographed sheets, it treats com- 
prehensively of the important subject of 
distribution and costs, but, as it points out, 
the examples given are only partially in- 
dicative of. what may be accomplished by 
a more detailed analysis of business facts 
for individual industries or for types 
of distributers, including manufacturers, 
wholesalers and retailers. The work is in 
the nature of a progress report on what 
the division has done and is doing in at- 
tacking the problem in which it is receiv- 
ing aid from business interests of all kinds 
throughout the country. 

“In recent years enormous strides have 
been made by manufacturers in increasing 
their efficiency, reducing their costs, and 
eliminating unnecessary wastes,” says Dr. 
Frank M. Surface, Assistant Director, in 
charge of Domestic Commerce, in a fore- 
word. “Similar improvements have not 
been made in the field of distribution as a 
whole, but there are many evidences, as 
witness the work cited in this article, that 
forward-looking distributers are grappling 
with these problems. 

“The years to come bid fair to see some 
revolutionizing methods adopted that will 
tend to take much of the existing guess- 
work and uncertainty out of marketing 
costs and greatly increase efficiency in this 
phase of commercial endeavor. The pres- 
ent study is one of a series to be issued 
from time to time showing in detail some 
of the results actually accomplished in this 
field by practical “business concerns.” 

Mr. Millard describes the functions of 
the manufacturer, wholesaler and retailer, 
their products, customers and _ location. 
Then, turning to cost research, he cites a 
tabulation prepared by the National Whole- 
sale Hardware Association as an example 
of the work being done by trade associa- 
tions in the field of cost accounting for 
distributors. The hardware exhibit covers 
the average overhead expense figures for 
1922 and embraces 130 wholesale hardware 
firms. The per cent expense of gross 
sales for that year are divided as _fol- 
lows: Management, including officers, de- 
partment managers, assistants and other 


executives, 2.29 per cent; office salaries, 
including all clerks, bookkeepers, stenog- 
raphers, and office employees, 2.10 per 
cent; communications, including postage, 
stationery 


supplies, telegraph and _ tele- 





Washington News Letter 


“Analyzing Wholesale Distributing Costs,” New Bulletin from Department 


of Commerce—President Coolidge Beseiged by Callers 


By L. W. Moffett 


phone, .73 per cent; legal and collection ; comparison of profits with other firms. 
expense, auditing and exchange, .17 per | For nearly 10 years an average net profit 


cent; heat, light, water and power, .16 per 
cent; repairs and depreciation of build- 
ings, fixtures and equipment, .37 per cent; 
boxing and packing expenses, carting and 
drayage charges, .88 per cent; store and 
warehouse salaries, including order, pack- 
ing, and shipping clerks, 2.24 per cent; 
advertising, .48 per cent; total salesmen’s 
remuneration, 4.69 per cent; rent and real 
estate charges, 1.07 per cent; insurance 
and taxes other than real estate, .93 per 
cent; miscellaneous expenses, not previous- 
ly included, .48 per cent. The total oper- 
ating expenses, outside of two other items, 
which are stated, are given as 16.41 per 
cent. Added to these are interest on bor- 
rowed money and interest at 6 per cent on 
capital, and surplus employed, 3.09 per 
cent; loss from bad debts, .79 per cent. 
The total warehouse expense (total net 
margin) is given as 20.30 per cent. 

Mr. Millard emphasizes the great value 
of the results of “Know your costs” cam- 
paigns, but says the field has barely been 
touched. His article proceeds to present 
a few examples of what is being done by 
functional analysis, which he describes as 
“an imposing name for a very simple 
project.” A wholesaler, he says, is in turn 
a buyer, a financing agency, a warehouse- 
man, a selling agency and an assembler and 
shipper. It is explained that the duties in 
each position have to do with the actual 
movement of goods from ‘the manufac- 
turer to the retailer. Each of the over- 
head items of wholesaling cost, it is a de- 
clared, must be related to these functions if 
a clear picture of the wholesaler’s business 
is to be procured. He gathers up the 
various items and their relationships and 
treats them clearly and in rather complete 
detail. 

In conclusion he points out that an 
analysis of products handled led to reduc- 
tion of items from 12,000 to 6500. Ninety 
per cent of the purchases were concen- 
trated with 117 manufacturers. The num- 
ber of customers called upon was reduced 
about 50 per cent to include only those 
customers whose purchases were in suffi- 
cient volume to pay their own way. The 
sales territory was reduced to a compact 
area in which the firm could render maxi- 
mum services more economically than dis- 
tributers located elsewhere. And finally, 
it is pointed out, costs were accurately 
assessed against each individual line car- 
ried which was in turn priced to carry its 
own burden. The final measure of these 
achievements, it is declared, rests in a 





on gross sales of 3 per cent has been main- 
tained, even through the trying period of 
1920 and 1921. The cost of distribution is 
shown to have been reduced by approxi- 
mately 4 per cent on gross sales below the 
average for the wholesale hardware trade. 
The equitable method of pricing, coupled 
with the reduction of operating expenses, 
has enabled the firm to pass on benefits to 
retailers. The compactness of the trade 
area, making possible greater services to 
the retailer, has also helped to cement good 
relations and insure the future of the busi- 
ness. It is assumed that similar results 
can be achieved by other firms in the 
same or other lines. 


President Coolidge had no sooner re- 
turned to Washington than he was be- 
sieged from callers of many kinds, poli- 
ticians included. One of the major issues 
about which he is hearing much concerns 
taxation. There are as many suggestions 
coming to him for a tax program almost as 
there are callers. Perhaps the outstanding 
feature is that the corporation income tax 
seems to be in for reduction from the 
present rate of 13% per cent. The ques- 
tion of what the reduction will be is alto- 
gether uncertain. There seems to be less 
certainty about reduction of other taxes. 
A drive is being made to eliminate the 
automobile excise tax of 3 per cent on 
sales of new cars, but it is far from being 
assured. The heavy expenditures ahead 
for flood control, probably naval expan- 
sion, etc., promise to whittle the reduction 
down to much less than had been origi- 
nally expected. Also the farm bloc, to- 
gether with so-called Progressives, are in 
a strategic position and are insisting on 
farm relief and other measures which 
promise to injure chances of heavy tax 
cuts. Treasury authorities also say the 
surplus for the end of the present fiscal 
year may be no more than $300,000,000 
and point further to the fact that the in- 
come for the Treasury is dwindling be- 
cause its work of collecting back taxes 
has been pretty well finished. It is a cer- 
tainty that the tax program is going to be 
made a political issue and that is another 
fly in the ointment of those seeking cuts. 
Next year is when the Presidential cam- 
paign comes off and the politicians are 
not forgetting this in connection with tax 
legislation. 
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Jobbers Report Business Good 
Winter Requirements Show Activity 


ENERAL conditions in the hardware field are in a very sat- 
isfactory condition at the present time. The western and 
middle western sections of the country are now reporting 
highly satisfactory crops and the retailers there are confident of 
a substantial fall and winter trade as a result. Trade already is 
increasing in volume over the entire northwestern district, and 
stocks are being filled in for seasonal lines, with prices holding 


firm in practically all lines. 


In the eastern sections of the country business is in a nor- 
mally active state. Orders are being received for winter stocks. 
Snow shovels and other winter requirements are showing consid- 
erable activity at press time. Prices are steady in most lines. 


Collections are fairly good. 


Current Business Activities Equal 
to Last Year Says O. B. Surpless 


General business activities show levels 
of production and distribution about equal 
to the volume of last year, says Oliver B. 
Surpless, president, Surpless, Dunn & Co., 
New York and Chicago, in a recent letter 
commenting on the business outlook. In 
part, Mr. Surpless writes: 

“We have entered the month of Septem- 
ber crossing the threshold into another 
period when the absence from active busi- 
ness of many people during the vacation 
period is over, and for the next ten months 
the entire pay-roll will be on the job of 
business development without interruption 
or interference. 

“The summer months have evidenced an 
exceptional period for the moving of a 
large volume of commodities and the prog- 
nostications of the chronic pessimists were 
fortunately not realized. 

“We found the building operations and 
industry during the summer well sustained 
with unusual activity and with only a 
showing of recession in the metal, coal 
and auto industries. 

There has been some decline in employ- 
ment and in pay-rolls during the summer 
months, due largely to the fact that people 
have started once again to realize that a 
good job is worth having and are speeding 
up the individual production; it is to be ob- 
served that well-managed business organi- 
zations are replacing delinquents with those 
of greater capability, a condition to be wel- 
comed. 

“We find general business activities 
showing levels of production and distri- 
bution about equal to a year ago; that fact 
should be encouraging. 

“It surely means something to borrowers 
to find money rates continuing at a low 
point which reflects a-supply of available 





credit for commercial demand and _facil- 
itates the marketing of crops. 

“We read the statement of one leading 
financier telling us that our prosperity ap- 
pears to be getting tired. No doubt if we 
all continue to think of the peak of things 
then there may be some truth to same. 
However, we have got to get away from 
the continual preaching of what is normal 
and realize that there must be a wave in 
the line called “Business Conditions” which 
will constantly vary due to the purchasing 
power of the people. 

“There is one direction toward which 
we must turn our eyes, we refer to the 
tremendous growth of importations on 
many foreign lines of goods, which will 
continue to grow in volume until Ameri- 
can producers and labor are awakened. 

“It has become imperative if success is 
to be attained today in any business, that 
indifferent management cannot be accepted 
and that over-systematization must be elim- 
inated. The changed situation which has 
occured during the last two years when 
capital and skilled labor have been plenti- 
ful, demands that the bosses must get back 
to hard work, and that real brains and 
complete service must be enlisted if many 
industries are to remain in operation at a 
profit.” 





Dollar’s Buying Power 69.2 C. 
Reports Prof. Irving Fisher 


Prof. Irving Fisher of Yale University 
announced Sept. 11 that the previous 
week’s prices, based on Dun’s quotations, 
averaged 144.4 per cent of the pre-war 
level. The purchasing power of the dollar 
was 69.2 pre-war cents, says the Journal 
of Commerce. 

Crump’s index for the week was 136. 

The Italian index for the week ended 
Sept. 3 was 484.2 and the August average 
485.4. 


August Retail Sales Increase 
7 Per Cent Over 1926 


An increase of about 7 per cent was 
made in retail trade sales during the month 
of August this year as compared with the 
corresponding month in 1926, the Federal 
Reserve Board announced Sept. 9 in mak- 
ing public figures gathered from 566 re- 
porting department and retail stores. A 
part of this increase, the announcement 
stated, may be attributed to the fact that 
last year five Sundays occurred in August, 
while this August there were only four, 
thereby giving one more trade day for this 
year than last. 

Daily average sales in 1927 were 3 per 
cent greater than in August, 1926, while 
the total monthly sales of two mail order 
houses were 17 per cent larger than a year 
zgo; also eight chains of 5 and 10-cent 
stores reported an increase of 15 per cent. 

From fifty reporting stores in the New 
York district, thirty-three reported an in- 
crease, making an increase of 7.2 per cent 
for the district. 


Bank Debits Down 4.9 P. C. 
for Week Ended Sept. 7 


Debits to individual accounts, as reported 
to the Federal Reserve Board by banks in 
leading cities, for the week ending Sept. 7, 
aggregated $11,498,659,000, or 4.9 per cent 
below the total of $12,087,285,000 reported 
for the preceding week. 

Debits for the week under review are 
$2,062,783,000, or 21.9 per cent above those 
for the week ending Sept. 8, 1926. New 
York City reported an increase of $1,501,- 
000,000; Chicago, $155,000,000; Boston, 
$51,000,000; San Francisco, $36,000,000, 
and Philadelphia and Cleveland, $32,000,- 
000 each. 

Aggregate debits for 141 centers for 
which figures have been published weekly 
since January 1919, amounted to $10,846,- 
067,000, as compared with $11,451,048,000 
for the preceding ‘week, and $8,,818,785,000 
for the week ending Sept. 8, 1926. 


Our Light Bill Increases Ten- 
Fold In Twenty Years 


The country’s light bill is now ten times 
as great as it was twenty years ago, al- 
though about thirty times as much light is 
being used today as in 1907, according to 
a report just issued by the National Elec- 
tric Light Association. 

Twenty years ago the annual waste in 
the United States due to the failure to 
equip lamps with reflectors to redirect the 
light, amounted to $20,000,000. This loss 
has been largely done away with by the de- 
velopment of modern lighting equipment 
and its installation. The summary shows 
that the cost of electric service is now 





11.1 per cent below the pre-war average. 


































































HARDWARE 


AGE for SEPTEMBER 22 


1927 





68 


Conditions in Chicago Continue 
to Improve—Prices Remain Firm 


(Chicago Office of HARDWARE AGE) 


HICAGO, Sept. 20.—General trade conditions in the Chicago 


district continue to improve. 


The corn crop in the surround- 


ing agricultural territory which a few weeks ago was looked 
upon as a failure is rapidly developing with the continued hot 


weather and frequent rains. 


As a result the feeling of optimism is 


growing and this in turn is speeding up buying noticeably. 

While hardware jobbers report that sales are a trifle behind this 
same period last year there is an increasing activity and prospects 
for fall are good. The extreme warm weather is causing a good 
volume of small fill-in orders for summer merchandise from the 
dealers and at the same time fall items are moving well. 

For the first part prices are very firm although announcement has 


just been made of a decline on all window glass. 


On the other hand, 


the only other price change to be reported this week is an advance 
of three cents per gallon on alcohol. 

A slight improvement, mostly in small lot buying, in the steel in- 
dustry in this district although conditions are still spotted and price 
cutting is rumored. Mills are still operating at about 65 per cent 


of capacity. 


Collections are fair but are showing a small betterment. 


AUTOMOBILE ACCESSORIES.—Sea- 
sonable accessories are in normal de- 
mand with early fall items leading in 
volume. 


We quote 
f.o.b. Chicago: 
Spark Plugs.—Splitdorf, for Fords, 


from jobbers’ stocks, 


50c. each; regular, 58c. each; Cham- 
pion X, 45c. each; Champion Blue 
Box line, 538c. each; A. C., 53c. each; 
lots of 100, 50c.; A. C. Special Ford, 
36c. each. 

Spot Light.—Appleton, No. 3280, 
$6.50 each. 


Chains.—Non-skid, 
35 per cent discount. 
Jacks.—National Standard, 

$1.30 each. 
—_— Rose, 1% 


dozen pair lots, 
No. 21, 
in. cylinder, 
Tires and Tubes.—30 x 3% over- 
size cord tires, $8.75 each; regular 
cord, $6.60 each; gray inner tubes, 
30 x 3%, $1.24 each; red inner tubes, 
30 x 344, $1.45 each. 
AXES.—Though too early for regular 
season volume, sales are quite active. 
especially on the better warranted 


grades. No price changes are in pros- 
pect. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Single bit base 
weight axes, unhandled, at $14 per 
doz.; handled at $19.25 per doz.; 
double bit base weight axes, un- 
handled, at $19 per doz.; handled at 


$24.50 per doz. 


BEVERAGE AND _ PRESERVING | 


SUPPLIES.— Sales are _ seasonably 
heavy with dealers placing frequent 
fill-in’ orders. 


We quote 
f.o.b. Chicago: 

Bottles and Caps.—Quarts, $8 per 
gross; caps, 18c. to 22c. per gross; 
stoppers, $2.25 per doz.; cappers, 
$8.50 to $9.50 per doz. 


STRAINER SETS.—Strainer stand and 
strainer bag, $8 per doz. complete. 


Fruit Presses.—Enterprise, No. 6. 
$6.25 each; Juicy Fruit, 3 qt., $3.50 


from jobbers’ stocks, 


each; 6 qt., $4.30 each; 12 qt., $6 each. 

Canning Racks.—No. 1, single jar, 
70c. per doz.; No. 2, 8 jar, $3.60 per 
doz.; jar wrenches, 75c. per doz. 

BOLTS AND NUTS.—While the de- 
mand is not up to normal prices are 
being well maintained. 

We from jobbers’ 
f.o.b. Carriage bolts, 
thread, 60 per cent discount; 
earriage bolts, rolled thread, 60-10 
per cent discount; machine bolts, cut 
thread, 60 per cent discount; small 
machine bolts, rolled thread, 60-10 
per cent discount; all stove bolts, 
10 per cent discount; lag screws, 
per cent discount. 


BUILDERS’ 
prices are strong and sales are good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, $1.92 
per doz. pair, case lots—less quan- 
tities, 12c. per doz. pair higher; 4 x 
4 steel butts, old copper and dull 
brass finish, $2.64 per doz. pair, case 
lots—less quantities, 12c. per doz. 
pair higher; heavy steel bevel inside 
sets, $5.75 per doz. sets, case lots; 
steel bit-keyed front door sets, $1.45 
per set; wrought brass bit-keved 
front door sets, $2.49 per set: cylin- 
der front door sets, $6 per set. 


stocks, 
cut 
small 


quote 
Chicago: 


ioe 


60 


HARDWARE. — Jobbers | 


Electrical Merchandise. — No. 14 
rubber covered wire, $6.25 per 1000 
ft.; in 100 ft. lots, $5.75; No. 18 lamp 
cords, $12.50 per 1000 ft.; in 1000 ft. 
lots, 12c. %-in., brush brass key 
sockets, 1514c. each; two-way plugs, 
45c. each, in lots of 10, 40c. each; 
two-piece attachment plugs, 74c. 
each; dry cells, boxes of 50, 32%c. 
each; less than case lots, 36c. each. 

Electrical Appliances.—Irons, Hot 
Point, $4.20; lots of six, $3.89; Sun- 
beam, $5; lots of six, $4.72. Table 
stove; Armstrong, $8. Percolator, 
Universal 9169, $16.65. 

Radio Supplies.—Radio B Batteries, 


No. 766, $1.40 each; No. 776, pack- 
ages of 10, $1.30; No. 767, $2.62 each; 
No. 767, packages of 5, $2.44 each; 


No. 770, $3.40 each; No. 770, pack- 
ages of 5, $3.17; No. 772, $2.62 each: 
packages of 5, $2.44; No. 486, $3.58 
each; No. 486, packages of 5, $3.33. 

Battery Chargers.—Apco line, lots 
of less than 10, $13.50 each. 

FILES.—There is a normal demand 
and prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 

50 per cent off list. 
GALVANIZED WARE.—No change in 
prices, we had a fine tub and pail move- 


ment for August. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after-made tubs, No. 1, $6; No. 
$6.85; No. 3, $8; 


10 at., galvanized 
after-made pails, $2.12; 12 qt., $2.33; 
14 qt., $2.60; 1 gal. all galvanized oil 
cans, "$2 doz.: 2 gal., $4 doz.; 3 gal., 
$6 doz.; 5 gal., $7 doz.; 1 bu. gal- 
vanized baskets, $6.20 doz.; No. 26% 
He bailed galvanized measurers, 
4.50. 


GLASS AND PUTTY.—Window glass 
has declined in price as the fall demand 
gets under way. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, all 
brackets, 89 per cent discount; single 
strength B, all brackets, 90-5 per 
cent discount; double strength A, all 
brackets, 89 per cent discount; double 
strength B, all brackets, 90-5 per 
cent discount; putty, pure grade, 
$4.25 per 100 1lb.; commercial, $3.50 
per 100 Ib. 


| GOLF GOODS.—In spite of the late- 


CHAIN.—There is a good steady de- 


mand and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: -in. proof cow 
chains, $8.50 per 100-lb. Tenso Bull 
Dog and Brown coil chains, 50-10 
per cent discount, No. 00-4% electric 
welded cow ties, $2.75 per doz. 


COPPER RIVETS AND BURRS.— | 


Sales are very good and prices are firm. | 


stocks. 


We quote from jobbers’ 
and 


f.o.b. Chicago: Copper rivets 
burrs, 40-5 per cent discount. 


ELECTRICAL MERCHANDISE.—No | 


price changes. Sales are good. B bat- 
teries for radio going strong. 


We from jobbers’ 
f.0.b. 


quote stocks, 


Chicago: 


Reading matter continued on page 70 


ness of the season sales are holding up 
well. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: High-grade wood 
clubs, $2.50 each; irons, $2.10 each; 


medium grade, $1.35 each; Crawford- 
McGregor steel shaft wood clubs, 
$4.50 each; Crawford-McGregor steel 
shaft iron clubs, $3.50 each: Grand 
Slam wood clubs, $4.75 each: Grand 
Slam iron clubs, $3.35 each; U. S. 
Royal Golf Balls, $6.50 doz.; St. 
Mungo Colonel Golf Balls, $6.50 doz. 


HANDLED HAMMERS AND HATCH- 
ETS.—Prices have shown no recent 
change. Hatchet sales are slow, but 
the demand for hammers of all grades 
is extremely active. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality. 16 oz. 
nail hammers, $12 doz.: Maydole, 


$12.60 doz.; 16 oz. machinists’ ham- 
mers, first quality, $9.20 doz.; com- 
netitive grade, 16 oz., nail hammers, 
$6 to $8 doz. 


HATCHETS— 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2 shingling, $12.50 doz.;: First 
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Under the 








Magnifying Glass~ 


ELECTRO 





INC-COATED 
Wire Screen Cloth 


This illustration is 
from an actual unre- 
touched photograph of 
Electro ~ Zinc- 
Screen 
Cloth under the magni- 
fying glass. 


AREFUL purchasers of wire screen cloth 

make a thorough study before buying. 
Magnify the meshes of “APEX” to compare 
with other makes. 

Notice the uniformity of weaving—the 
evenness of the meshes—the heavy electro- 
zinc-coating after weaving. 

Its uniform gray color and sturdy wearing 
qualities make a rare combination of beauty 
and utility. They also make staunch custom- 

Distributed 









| | HH 
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' 
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—Qualities Are 


Convincing 


ers and increased sales. You can’t help but 


admire “APEX” features. 


Isn’t it natural that progressive Hardware 
Jobbers and Dealers stock “APEX”? 


We also manufacture GOLDEN ROD 
Bright Bronze, ORIENTAL Antique Bronze, 
VULCAN Black Painted, NEPTUNE Bright 
Galvanized, CRESCENT Bright Copper and 
COLONIAL Antique Copper. 


by Jobbers 


If your jobber cannot supply you, write us, 
and we will give you the name of one who 


will. 


JOHN M. HART COMPANY 
HANOVER WIRE CLOTH co. 


General Sales Office: Old Colony Bldg., Chicago, Ill. 
Factory: Hanover, Pa. 
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quality hatchets, No. 2 Broad, $16.40 Denatured Alcohol.—Barrel lots, makers complain that they are without 
doz.; medium quality hatchets, No. 2 564%c. per gal.; steel drums, extra $6, fi 
shingling, $8 doz.; medium quality returnable. | profit. 
hatchets, No. 2 broad, $12.50 doz. Turpentine.—Drum lots, 72c. per | We quote from jobbers’ stocks, 

J SS, T jini is acti gal., net. S f.o.b. Chicago: -Flat head, bright 
HANDLES, TOOL. Demand active _ White Lead.—100-Ib. lots, $1: 3.79; screws, 75-20-35 per cent; round head, 
for best and for medium grades, with iy Fogg? $7: 25-Ib. lots, $3.50; 12%- blue, 7214-20-35 per cent; flat head, 

ices P > > i ». tots ). brass, 7214-20-35 per cent; round 
prices on all grades very firm. Shellac.—(4% gold, cuts), white, $2.60 a hn Sa 

We quote from jobbers’ stocks, per gal.; orange, $2.30 per gal. ba 

f.o.b. Chicago: : penmlish Venetian Red.—In barrels, | SOLDER AND BABBITT.—Sales are 
Axe Handiles.—No. 1 hickory, 4 3.50 to $6.75 per i ss * i 5 

doz.: No. 2, $8 doz.; second growth Dry Paste.—Barrel lots, 7c. per | seasonably active. Prices still un 

hickory, $5 doz.; finest selected sec- Ib. | changed, 

ond growth hickory, $6.50 doz. | slid : | . x oie a 
Hatchet and Hammer Handles.— | PREPARED ROOFING.—Prices show | Fics beg pT rg et ros. 

NO ra G1 ae dont Second Browth | no recent change but are very strong. | solder, $41.00 per 100 Ib.;_ medium 

6 aah ger : ' ; | 45-55 solder, $40.00 per 100 Ib.; tin- 
HINGES.—Prices are strong and a De — is stg than ge : ners, 40-60 solder, $39 Pet as Ib.; 

er ae a . : - ‘fe quote from jobbers’ stocks, high speed babbitt metal, $20.00 per 
good active demand continues. f.o.b. Chicago: Best grade slate sur- 100 Ib.; standard No. 4 babbitt metal, 

We quote from jobbers’ stocks, faced pho agen —s : my $265 $13.00 per Ib. 

f.o.b. Chicago: Heavy strap hinges square; best grade tale surfaced, $2.65 ; i 

AE acy 88c.; 5-in., $1.16; per square; medium talc, surfaced, STEEL SHEETS.—Prices are firm 

6-in., $1.28; 8-in., $2.05; 10-in., $3.45 $2 per square; light talc, surfaced, | ot 

per doz. pair; extra heavy T hinges, $1.20 per square; red rosin sheathing, with the demand good. 

in bundles, 4-in., $1.21; 5-in., $1.49; $57 per ton. Pe quote trom jobbers’ | stocks, 

6-in., $1.53; 8-in., $2.49; 10-in., $3.71 P ‘ .o.b. Chicago: -gage galvanizec 

per dos. PYREX WARE.—There is a satisfac- sheets, $5.30 per 100 lb.; 28-gage black 
sheets, $4.20 per 100 Ib. 


HUNTING CLOTHING.—Sales are in- 
creasingly good as the fall season ap- 
proaches. 

ICE CREAM FREEZERS.—There is a 
satisfactory and steady demand. Prices 
are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 1 
t., $4.80 list; 2 qt., $5.60 list; 3 qt., 
6.75 list; 4 qt., $8.25 list; 6 qt., 
10.45 list; 8 qt., $13.40 list; 10 qt., 
$17.90 list; 12 qt., $21.50 list; 15 qt., 
$25.60 list; 20 qt., $33.20 list; 25 qt., 
$42.60 list; Arctic, 1 qt., : 
$4.60 list; 3 qt., $5.45 list; 4 qt., 
list; 6 qt., $8.60 list; 8 qt., $11.10 list. 
All the above less 50 per cent dis- 
count. ee 1 qt., $2.05 list; 2 qt., 
$3.45 om $4.10 list; 4 qt., $5 
list; 36. 6" list; 8 qt., $8.20 list; 
10 Bh 16. 75 list; 12 qt., $14 list; 15 
at., $17 list; 20 at., $21.50 list. A dis- 
count of 20 and 10 per cent on all 
above prices. Acme, 2 qt., galv., $8 
per doz.; 2 qt., enamel, $10 per doz.; 
4 qt., enamel, $18 per doz. Above 
prices are net. 


NAILS.—Sales are seasonably good— 
prices quite firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire and ce- 
ment coated nails, current orders, 
2.95 per keg base. 

PAINTS AND OILS.—Alecohol ad- 
vances 3 cents while other prices re- 
main unchanged. The demand is good. 


We quote from jobbers’ 
f.o.b. Chicago: 

Linseed a —Raw, 
per gal.; 5-barrel lots, 

Linseed ”Oil.—Boiled, 
%5c. per gal.; 5-barrel lots, 
gal. 


stocks, 


92e 
gal. 
lots, 
per 


barrel lots, 

89c. per 
barrel 

92c. 


Rem Oil Display Stand 


Remington Arms Co., 25 Broadway, 
New York city, is supplying to hardware 


dealers upon request this Rem . Oil 


play stand. 








dis- | 
It measures 13 by 11% inches | 





tory increase in sales as the season ad- 
vances. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Bread Pans.—No. 212, $7.20 doz.; 


No. 214, $12 doz. 

New Handled Casseroles.—lound, 
No. 622, $12 doz.; No. 623, $14 doz.: 
Oval, No. 632, $12 doz.; No. 633, $14 
doz.; Shallow Oval, No. 642, $12 doz.; 
No. 643, $14 doz. 

Pie Plates.—No. 208, $6 per doz.; 
No. 209, $7.20 per doz. 


Tea Pots.—2 cup, $21 doz.; 4 cup, 
$24 doz.; 6 cup, $28 doz. 
Utility — —No. 231, $8 doz.; No. 


232, $14 doz. 
Iced Tea Sets.—$4 per set. 
ROPE.—The demand is only fair. 
Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila, standard 
brand, 23\%c. to 26c. per 1b.; No. 2 
Manila, 22%c. per Ib.; No. 1 sisal, 
14%c. to 16c. per Ib.; No. 2 sisal, 
134%,e. to 15c. per Ib. 


SASH CORD.—The demand is very ac- 
tive and prices are firm after last 
week’s advance. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: vo. standard 
brands, $8.50 per doz. hanks; No. 8, 
$9.70 per doz. hanks. 

SASH PULLEYS.—Sales are _ very 
good and prices are firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
5dc. per doz.; barrels, 50c. per doz.; 
Common-sense, 2-in., 55c. doz.; bar- 
rels, 50c. doz.; No. 10, 50c. doz.; 
barrels, 45c. doz. 


SCREWS.—Prices are not strong, but 


used in either a window or on 
a counter. A Rem Oil 
fits in the center of the display with the 
price plainly marked directly beneath. 


and can be 
full sized can of 


Hoeft Issues Catalog No. 17 


Catalog No. 17 has recently been issued 
by Hoeft & Co., Inc., manufacturer of 
Moe’s Poultry Supplies and hardware spe- 
cialties. This catalog describes and lists 
many products used by poultrymen, among 
them drinking fountains, baby chick feed- 
ers, shell boxes, leg bands, egg testers, in- 
cubators and burners. Garden tools, prun- 
ing shears, powder guns, shovels and dust 
pans are also listed. 








STOVE PIPE AND ELBOWS—COAL 
HODS.—Fall sales are going good. 
Prices remain unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage, 6-in. Blued 
Stove Pipe, 13c. per ft.; 28-gage, 6-in. 
Corrugated Elbows, $1.45 per doz.; 
17-in. Galvanized Coal $4.85 
per doz.; 17-in. Competition Coal 
Hods, $4. 35 per doz. 


WIRE PRODUCTS.—Good volume of 
orders are being placed and prices are 
without change. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $2.95 per 100 lb.; No. 8 galvan- 
ized plain wire, $3.40 per 100 Ib.; 
catch weight spool galvanized cattle 
or hog wire, $3.65 per cwt.; 80 rod 
age of galvanized hog wire, $3.18 

yer spool. Polished fence staples, 
33. 40 per 100 Ib. 

WRENCHES.—Prices are unchanged 
and the demand is satisfactory. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10 per cent’ discount. Coes 


wrenches, 40-10 per cent discount; 
engineers’ wrenches, 50-10 per cent 


discount off new list;  Stillson 
wrenches, 70 per cent discount; 
Trimo, 65-70 per cent discount. 


Snap-on Wrenches. — Radio and 
electrical sets in metal cases, $2.75; 
No. 101 Master Service Set, $13.75; 
No. 202 Heavy Duty Set, $8.80; No. 
404 Flexible Socket Set, $8.80; No. 
608 Crankcase Drain Plug Socket, 
$3.20; No. 90 Square Socket Set, 
$3.70; No. 1817 Giant “Snap-on"’ with 
extra heavy duty ratchet, $27.35. All 
Snap-on Wrenches less 33% per cent 
discount. 


Water-Tight Shell Box 
Stratton & Terstegge Co., Inc., Louis- 
ville, Ky., is manufacturing a watertight 
and indestructible shell box, designed to 





hold six boxes of shells. The ends and 
corners are doubled-seamed and every 
partition is welded. The steel handle is 
curved to fit the hand and the lock is of 
brass. The box measures 14 by 6% by 
5 in. and weighs 1 5/12 Ib. 
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OLDER-WAY provides 


floor space economy 


Where FoldeR-Way has been installed, 
emergency space demands are quickly and 
easily met—simply by folding away the 
partition wall and throwing two or more 
double-duty rooms into one. Just as easily 
they can be returned to place—and again 
a practically soundproof wall separates 
the rooms. 


With FoldeR-Way shown here, doors 


slide and fold in hinged pairs. The weight 
is carried ona floor track and ball bearing 
rollers, with upper track and rollers serv- 
ing as a guide. Doors are securely sup- 
ported, and will not sag, stick or rattle. 
FoldeR-Way economizes on space; 
saves time and effort. Whatever your par- 
ticular need, Richards-Wilcox doorway 
engineers will be glad to serve you. 
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New England Retail Trade Ordering 
More Freely and in Larger Quantities 


(Boston office of HARDWARE AGE) 


Boston, Sept. 20.—Without exception, shelf hardware jobbers 
reporting for the past week say the New England retail trade is 


ordering more freely and in larger quantities. 


There is some buy- 


ing of goods that will be wanted for resale in the holiday season, 


but it has by no means assumed sizable proportions. 


Current activ- 


ity is confined very largely to goods required immediately by the re- 
tail dealer, and to goods that he will require on or before cold, 
snappy days set in. Stove accessories, weather strip, garbage cans, 
snow shovels and kindred lines are selling more freely than they 
have in months, while roofing material, lawn rakes, rubbish burners 
and similar merchandise, in current public demand, are quite active- 


ly moving out of jobbers’ stocks. 


Regardless of the backwardness 


of holiday goods, the hardware market appears to be in an extreme- 


ly healthy condition. 


Toys are, perhaps, the most notable exception to the reference to 
the backwardness of holiday goods buying. Never before in the 
history of the hardware trade have toy sales been so heavy, so varied 
and so numerous as this year to date. Collections have been slow 
so far this month, yet the jobbing trade shares the optimism of the 


retail trade. 


There is no wild enthusiasm about future business, 


yet a strong undercurrent of faith in New England and the country 


as a whole. 


Everybody talks as though they owned stocks traded 


in on the New York Stock Exchange, and as though the goose hung 
high. Certain it is that New Englanders are using a lot of stuff 
handled by the retail hardware trade, doing the thousand and one 


jobs put off in July and August. 


It is not to be wondered that 


optimism rules in hardware cirles. 





BATTERIES.—Batteries of all kinds, 
but more particularly those adapted for 
radio usage, are going big, say jobbers 
and retailers. Many people returning 
from the country and seashore find 
their radio batteries need replenishing. 


We quote from Boston jobbers’ 
stocks: 

Batteries. — Columbia dry cell, in 
lots of 50, 32%4c. each net, freight al- 
lowed. Hot shot, in barrel lots, No. 
1461M_ $1.65 each net; No. 1562M, 
$1.97; No. 1662M, $2.34. In less than 
barrel lots, No. 1461M, $1.75; No. 
1562M, $2.07; No. 1662M, $2.45. 

Radio.—Dry cell, in lots of 50, No. 
7111, 35c. each net; in smaller lots, 
40c. each net. B batteries, in units 
of 10, No. 764, $1.14 each net: No. 760, 
$1.30; No. 771, 39c. Storage batteries, 

6 to 9. $9.75 each net; 6 to 11, $11.10; 

6 to 13 $13.05. Radio, No. 486, $5 list. 
BELT LACING.—Although a_ small 
item, it is interesting to note that there 
is a rather pronounced increase in the 
demand for belt lacing. Manufacturing 
plants evidently are putting things in 
order for fall production. 
quote from Boston jobbers’ 


stocks: 
Belt Lacing.—Rawhide 40 per cent 


discount. 

BUTCHERS’ WAX.—A freer move- 
ment of butchers’ wax is reported. Re- 
tail stocks evidently were allowed to 
shrink to almost nothing in some in- 
stances. At least some of the orders 
taken by jobbers the past week sug- 
gest so. 








We quote from Boston jobbers’ 
stocks: 
Butchers’ Wax.—Floor, 1 lb. cans, 


50c. wx ej 2 lb. cans, $1.02; 4 Ib. 
cans, $1.9 8° Ib. cans, $3.84 Liquid 
half pint pbk. Bn, 34c. each net; 
pint containers, 53c.; quart con- 
tainers, 94c. 
CAPS AND CAPPERS.—tThere is lit- 
tle doubt but what people are not only 
rolling their own, but brewing their 
own these days. The sale of caps and 


| cappers continues on a broad scale. 


We quote from Boston jobbers’ 


stocks: 

Bottle Crowns.—One gross to the 
carton, 21c. per gross net; ten gross 
18e. carton, 20c.; fifty gross to carton, 


pers.—Indestro, No. 1000, $10.80 
oz. net; Eveready, No. 100, $9; 

No. 1018, $10; No. CB, $21. 
Corks.—T wo X tapered. eo 5, © wg 
No. “5° 


per ae of 500; No. 6, 75c.; No. 
No. $1.08; No. 9, $1 '30; 
a. 40; “Ng, 12, $1.70; No. 14, $2.20; No 

6, $3; No. 18, $3.50. Short No. 18, 
32. 70. Straight, 14%C, No. 7, $5.40 per 
1000 net: a0. 8, 5.85 ; No. 9, $6.90; 
No. 10, $7.6 

COCOA MATS.—Current public de- 
mand for cocoa mats is forging ahead 
and should continue good this fall. Cer- 
tain retail hardware dealers are placing 
filling in stock orders, while others are 
ordering good assortments. 

We quote from Boston jobbers’ 
stocks: 

Cocoa Mats.—No. 1, 14 x 25 in., 60c. 
each net; No. 2, 16 x 27 in., 75c.; No. 
3,18 x 30 in., $1. Keystone *steel wire 
mats, No. 2, 18 x 30 in., $1.47 each 


net. 














DAMPERS.—Dampers and, in fact, all 
kinds of stove accessories are moving 
out of jobbers’ stocks in good volume. 
Now is the time of the year for the re- 
tail dealer to push sales on this class of 
merchandise. 
We quote from Boston jobbers’ 
stocks: 

Dampers. — Standard makes, 51%4- 

in., $1.49 per doz. net; 6-in., $1.58. 

FLASHLIGHTS.—The Eveready peo- 
ple have placed on the market a new 
assortment known as No. 4, which is at- 
tracting considerable attention, say job- 
bers.. The assortment is made up of 
six cases of No. 2604 in a display car- 
ton and jobs out at $2.94 net per as- 
sortment. 
GASKETS.—Manufacturers of gaskets 
have issued new price lists which show 
some numbers higher than heretofore 
and others cheaper. The changes in 
either direction are small, and certain 
styles and kinds are priced as they 
were. Jobbers have adjusted prices. 
Those items that have changed follow: 

We quote from Boston jobbers’ 


stocks: 
6, 90c. each list; No. 


Gaskets. —No. 
; No. 8, 55c.; No. 5068, $1; No. 


In cartons of 10, ‘discount 
is 40 per cent. No. C56, $3.60 per 100 
list; No. C59, $2.70; No. C60, $3.60; 
No. C53, $4.20. In cartons of 50. dis- 
count 40 and 10 per cent. 


KEGS.—Local jobbers who had accumu- 
lated a large bunch of back orders on 
kegs announced today that these have 
been cleaned up. They admit that 
their stocks are again badly broken and 
that back orders probably will begin to 
accumulate before long. 

KNIFE SHARPENERS.—There con- 
tinues a steady, although not large, de- 
mand for knife sharpeners, with the 
Ace line possibly more active than 
other makes. 


We quote from Boston jobbers’ 
stocks 
Knife Sharpeners. —Little Ace, $2 


per doz. net; “‘B,” $7.20. 
LETTER BOXES.—Quite a few retail 
dealers covered their fall letter box re- 
quirements some time back. Delinquent 
dealers are now coming forward with 
rush orders. So far there has been no 
delay in shipments by jobbers. 
We quote from Boston jobbers’ 


stocks: 
Letter Boxes.—Corbin line, No. 
2417, $8 per doz. net; No. 2406, 65; 
No. 2416, $12; No. 2418, $12; No. 2, 
$14.50: No. 4, $18; No. 2437, $5.40. 
Hessler rural delivery, $11.50 per doz. 
net. 
POLISHES.—In common with house- 
hold goods in general, there is a very 
good demand for polishes, as well as 
for mops. The average retail dealer 
ordering goods today is buying in 
larger quantities than was the case a 


year ago. 
We quote 


stocks: 
Polish. — O'Cedar 


from Boston jobbers’ 


liquid finishing 


‘ 
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Nearly 200 Miles for a length of Columbian 


Do customers come back for more Columbian Tape-Marked Pure Manila Rope? 
Every Hardware Dealer selling Rope will find the answer in the following story, which 
is part of a letter received from J. E. Sharp & Son, Columbian Dealers in Centerville, 
Ohio: 


i, 


ca 


= 


“About a year ago, we sold some 1 inch Columbian Tape-Marked Pure Manila Rope 
to some fellows for loading walnut logs. After they had completed their work here, they 
moved to Atlantic, Iowa, and when the rope we had sold them was worn out, they pur- 
chased a Pure Manila Rope of another dealer. It only lasted a few days. 

“In order to get Columbian Tape-Marked Rope and be sure of it, they drove from 
Atlantic to Centerville, nearly 200 miles, to buy Columbian Rope after trying the just 
as good kind.” ; 

That’s the kind of repeat business which Columbian insures. Experiences such as 
this are part of the many reasons why dealers will sell only Columbian Rope. Order this 
Tape-Marked Guaranteed Rope from your jobber. If he cannot supply you, write to us. 


Sa 


Columbian Rope Company 
352-80 Genesee Street 


i 


‘“ 


Auburn, “The Cordage City,” N. Y. 


<i, % 
“&, 


Chicago 


— | 
a — 
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floor polish, S oz. containers, $2.40 to roll, $2.25; Continental Red Rosin, deg., No. 5278S. 8 in. t 
per doz.; 12 oz., $4.80; quart, $10; %- $66 a ton; Bermico, sheathing paper, No. 52788 10 in., $10. itis abet 
gal., $16: cain, $24. X grade 20 Ib. to roll, in 500 ton on steel, three point test, complete 


Mops.—Floor, No. 22, $16 per doz. 
net; wall dusting, $12; polishing, No. 
d, 10, No. 2, $14, No. 5, $10, No. 6, 


RADIO GOODS.—There seems to be a 
last minute rush on the part of the re- 
tail trade to secure radio sets and ac- 
cessories prior to the big Chicago fight 
on Sept. 22. Jobbers report sales as 
beating all previous records. People 
who believed sales of radio goods 
reached their peak some time ago evi- 
dently are just as wrong as those who 
said the peak in automobile production 
has been passed. 


We quote from 
stocks: 


Boston jobbers’ 


Radio Sets.—Bosch line, 6 tube, 
table model, cruiser, No. 66, $9 7.50 
each list; 6 ‘tube, Console model, No. 
76, — 50; 6 tube, enclosed speaker, 
No. 76L, $187.50; tube, Console 
model, enclosed antenna and speaker, 
cruiser type, No. , $325; 5 tube 
table model, Royal Console, $85; 5 
tube, table Console, Imperial cruiser, 


$140. Discount, 40 per cent. 

Eliminators.—Bosch line, B_ bat- 
tery, $42 list. A battery, $58. Dis- 
count, 40 per cent. 

Speakers. — Bosch line, concert, 
$27.50. Discount, 40 per cent, 

Tubes. — Cunningham, No. Cll, 
$2.50 each list; No. C12, $2.50; No. 
C299, $2.25; No. CX299, $2.25; No. 
CX300, $2. 50; No. CX301A, $1. 15; No. 


No. TX112, $4.50; No. 


$4; 
Discount, 30 per cent. 


CX30 

Cxs1eD, $7.50. 
ROOFING MATERIALS.—Recent 
heavy rains and high winds have made 
it necessary for many people to repair 
roofs. The retail hardware trade is 
therefore experiencing an active call 
for all material needed and in turn is 
making liberal demands on the jobbers 
for fresh supplies. The sale of Storm- 
tite is exceptionally heavy. 


We quote from Boston jobbers’ 
stocks: 

Sheathing Paper. — Building, Red 
Star, 25 to 35 lb. to roll, $1.25 per roll, 
net; Continental black, 35 to 40 Ib. 





lots, $80 a ton; 25 Ib. to roll, A, $75 a 


ton; 30 lb. to roll, AA, $75 a ton; 40 
lb. to roll, AAA, $75 a ton; in less 
than 500 lb. lots, add $5 a ton. 


Duck.—Double thread, 
in., 34c. a yard net. 

Stormtite. — Plastic, 334% per cent 
discount; in lots of 500 gallons or 
more in one shipment, 334% and 5 
per cent discount. 


RUBBISH BURNERS.—As might be 
expected at this time of the year, when 
people are beginning to clean up yards 
and house clutter, there is an urgent 
call for rubbish burners, say retail 
dealers. Retail stocks in general are 
equal to demands, yet jobbers are se- 
curing business every day. 


We quote from Boston jobbers’ 
stocks: 

Rubbish Burners.—Cyclone, No. 2, 
in lots of 6, or full bundles, $2 each 
net; in smaller quantities, $2.25 each. 


SWEEPERS.—Business in all kinds 
and makes of sweepers is on the in- 
crease. The average orders placed by 
the retail trade, however, smack of 
conservatism. In the aggregate, week- 
ly sales are quite satisfactory, say job- 
bers. 


We quote from Boston jobbers’ 
stocks: 

Sweepers. —Carpet, Grand Rapids, 
ball-bearing, pene $44 per doz. 
net; nickeled, Standard, ja- 
panned, $36; Unbiersat japanned, 
$42; nickeled, $46; American Queen, 
$54; Parlor Queen, $56 

Toy Sweepers.—Per dozen, Little 
Halpre, $2; Little Gem, $3.75; Little 
Jewel, $10; B Junior, $is. 


THERMOMETERS.—Now is the time 
for the retail dealer to look over his 
stock of thermometers. Many already 
have done so and have placed orders 
with jobbers who have a good stock and 
can make prompt delivery. 


We quote from Boston jobbers’ 
stocks: 

Thermometers.—Outdoor, plate glass 
(imported), to read less than 50 


12 oz., 29 





with bracket, No. 5316S, $7. 20 per doz. 


net. Storm glass and thermometer, 
No. 5370S, 8 in., $7.20 per doz. net. 
Wood framed barometer, No. 2502, 
$6.65 each net; Taylor barometer, 


Stormoguide Jr.. 4 in. diameter, No. 
2258, $7 each net. 

Indoor.—No. 5420S, 8 in., $7.20 per 
doz. net; No. 5145S, 5 in., $3.90; No. 
5127S, $7.20; No. 5154S, 8 in., $6; No. 
5100S, 6 in., $12; No. 5150N, 8 in., 
$3.60. 


WEATHER STRIP.—It may be said 
that the regular fall buying movement 
of weather strip has started. Orders 
received so far this month exceed those 
for the corresponding period last year 
both in number and in quantity of 
goods ordered. 


We quote from 
stocks: 

Weather Strip.—Bosley, wood and 
felt, Nos. 60 to 65, in full bale lots, 60 
and 10 per cent discount; Clincher, 
double contact, Nos. 7 to 75, 50, 10 
and 5 per cent discount. Economy, 
metal, 24 cartons to the case, for win- 
dows. 36 x 36 x 36 in., $27.36 per case 
net; 42 x 42 x 42 in., $31.68. For 
doors, 36 x 84 in., $28.80 per case; 42 
x 84 in., $30.96. Home Comfort, 500 
ft. reels, maroon, $4.20 per 100 ft., 
white, $5. Victor, flexible felt, 20 per 
cent off the list. Spring bottom strips, 
32 in., $5 per doz, 36 in., $5; 42 in., 
$5.65. Axtell, all metal, 36 in., $6 per 
doz.; extra fixtures, $4 per dozen. 


WINDOW GLASS.—The recent reduc- 
tion in prices on window glass has 
stimulated retail interest. There seems 
to be a concerted movement among the 
trade to put stocks in order for the an- 
ticipated fall public buying wave. 

We quote from Boston jobbers’ 
stocks: 

Window Glass.—Third quality, sin- 
gle B, 25 bracket, 90 per cent dis- 
count, 34 bracket and higher, 89 per 
cent. Double B, 25 through 54 
bracket, 89 per cent discount; all 
above, 87 per cent discount. 


Boston jobbers’ 





Cleveland Reports Fall Buying Under Way— 


Prices Are Firm 





(Cleveland office of HARDWARE AGE) 


CLEVELAND, Sept. 20.—Fall buying is getting under way and this 


has resulted in a fair gain in jobbers’ sales. 
chandise have also picked up somewhat. 


Orders for staple mer- 
The canning season has 


brought out a good business in fruit cans, jar rings and sealing wax. 


Wine and fruit presses are moving well. 


other stove accessories are active. 
up recently for wheel goods. 


Stove pipe, coal hods and 
A very good demand has sprung 


Radio batteries are moving strong 


and radio receiving sets and battery eliminators are starting to 


* move. 
quite well. 


In sporting goods lines guns and ammunition are selling 
There is an improvement in the demand for builders’ 


hardware, as retailers’ stocks are becoming depleted. 


The market generally is firm with few price changes. 


Prices on 


lawn hose, which were named a few weeks ago, have been revised 
about 1 per cent per foot lower and are expected to “staty put” at 


the new basis. 
ment. 


Quite a little hose is being sold for spring ship- 
Lead products have advanced 5 per cent. 


Collections, which have been rather poor for several weeks, show 


no improvement. 








Collections Slow 


AUTOMOBILE TIRES AND ACCES- 
SORIES.—While possibly the demand is 
not quite as heavy now as when the 
tourist season was in full swing, job- 
bers are still getting a good volume of 
business in tires and tubes. Dealers’ 
sales are satisfactory. 


Cleveland jobbers quote Mansfield 
tires, f.o.b. Cleveland: 30 x 3% in. 
Liberty cord, $6.60; heavy duty over- 
$8.75; 32x 4 in. Liberty cord, 


size, 
$11.15; heavy duty oversize, $21.25: 
balloon tires, 27 x <* $9.15; 29 x 
4.40, $9.65; 30 x 5.25, $15.95; 32 x 6, 
heavy duty, $22.50; 32 x 6.20, heavy 
duty, gee tan tubes, 30 x 3%, 
$1.60; 32 x $2.50; oa x 41%, $3.10; 


balloon tire "elon 27 x 4.40, 
$1.80; 29 x 4.40, $1.35: 30 x 5.25, $2.50; 
32 x 6, $3.10, 32 x 6.20, $3.5 

We quote from va there stocks, 
f.o.b. Cleveland: Millers Falls, No. 
145 jacks, $3.75. Derf spark plugs, 
96c. each for all sizes in lots of less 
than 50; Champion X spark plugs, 
45c. each for less than 100, and 4ic. 
each for over 100; Champion regular, 
53c. each for less than 100, all sizes; 
50c. each for over 100. 
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For the Folding Type of Doors 
National No. 47 Adjustable Accordion 


Door Hanger meets all requirements 


HIS improved style of hanger is espe- 
cially designed for folding doors that 
span large openings, such as schools, 
churches and auditoriums. It is sturdily 
built to carry a heavy load and operates 
without friction on a ball-bearing swivel. 


National 


Building activity has brought this hard- 
ware into great demand, and dealers will guard against losing sales 
by carrying this popular number, a new addition to the National line. 





No. 47 
Adjustable Accordion Door Hanger 





No. 835 Self-locking Cane 
Bolt is another new prod- 
uct. It enjoys the distinction 


of being the only self-locking 
type on the market. Your 


trade will appreciate this - 
exclusive feature. 


No. 197 Turnbuckle is in- 
dispensable for preventing 
sagging doors and assures 


_ perfect alignment. 
Self-Locking Cane Bolt 





No. 197 Turnbuckle 


Write today and get better acquainted with 
these new products—also National’s gen- 
erous sales policy and dealer cooperation. 


STERLING 


National Manufacturing Company tunois 
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AXES.—Stimulated by the seasonal 
demand, orders are better than for 
some time. 


Jobbers quote f.o.b. Cleveland: 

First grade single bitted rustless 
black finished, handled axes, $19.50 
base per doz.; unhandled, $15.50 per 
doz.; double bitted, handled, $24.50 
per doz.; double bitted, unhandled, 
$20 per doz.; 60c. increase for dozen 
lots weighing 42 to 48 lb. and similar 
advance for each 6 Ib. additional 
weight increase. 


BATTERIES.—The seasonal demand 
has resulted in a marked increase in 
sales of radio batteries and orders are 
fairly heavy. 
Jobbers quote f.o.b. Cleveland: 
B and C radio batteries. 


Broken 
Lots 


Dry cell A _ batteries, No. 7111, 
354%6c. in standard packages; 40c. in 
broken lots; Columbia igniter dry cell 
batteries, 32%%c., in standard pack- 
ages; 36c. in broken lots. 


BOLTS AND NUTS.—The demand is 
quite active. The regular discount is 
being more firmly maintained than re- 
cently, although shading by jobbers to 
70 per cent off list does not seem to 
have entirely disappeared. Manufac- 
turers have reaffirmed all present prices 
for the fourth quarter. 


Jobbers quote f.o.b. Cleveland: Ma- 
chine and carriage bolts, cut thread, 
hot pressed and cold punched nuts 
at 60 and 5 per cent off list. Bolts 
with rolled thread, 60, 10 and 5 per 
cent off list. Stove bolts, 80 per cent 
off list. Semi-finished nuts in pack- 
ages 60 and 10 per cent off list. 

BOILER LIQUID, ETC.—Boiler liquid 
and tile and porcelain cleaners are in 
fair demand. 

Jobbers quote f.o.b. Cleveland: 

Hercules tile and porcelain cleaner, 
$2 per dozen in gross lots, $1.90 per 
dozen. 

Hercules radiator stop leak, 8 oz. 
cans, 1, 2 and 3 doz. cans to a carton, 
$4.50 per dozen. 

Hercules boiler liquid, quart cans, 
$2.25 each. 


BUILDERS’ HARDWARE. —Sales have 
increased somewhat. This is particu- 
larly true of lock sets. Dealers evident- 
ly have pretty well cleaned up stocks 
purchased early in the season. 


Cleveland jobbers quote in case 
lots lock sets, $4.75 per doz.; heavy 
strap hinges, 6 in., $1.45 per doz.: 
8 in., $2.88 per doz.; extra heavy T 
hinges, 6 in., 73 per doz.; 8 in., 
$2.80 per doz. 

Butts, case lots, 3 in., 15%c. per 
pair; 3% in., 16c. per pair; 4 in., 22c. 
per pair; for less than case lots, all 
sizes are 2c. per pair higher. 

Ornamental hinges, standard fin- 
ishes, $1.95 per doz.; nickel and sand 
blasted finishes, $1.25 per doz. 


CIDER MILLS AND WINE PRESSES. 
—Orders for wine presses are fairly 
plentiful, but the demand for cider mills 
is slow, evidently because of the light 
apple crop. 


Jobbers quote f.o.b. Cleveland: 

Grape and wine presses, No. 1A, $7 
each; No. 2c., $9.25 each; No. 3, 
$14.35 each; No. 5, $23 each; cider 
milis, No. 8, $14.25 each; junior, $19 
each; medium, $22.75 each; senior, 
$33 each. 


CORRUGATED ROOFING.—tThe fall 
demand for this is very satisfactory. 
Prices are unchanged. 


Cleveland jobbers quote No. 28 gage 
1% in. corrugated roofing at $4.11 per 
square, f.o.b. Pittsburgh. 








COOKERS.—These are moving in good 
volume. 


Jobbers quote Conservo cookers, 
f.o.b. Cleveland: No. 9, $6 each; No. 
20, $8 each. 


DRAIN PIPE CLEANER.—Orders for 


| this item are fairly numerous. 


Jobbers quote f.o.b. Cleveland: 
Economy, plumber, drain pipe clean- 
er, $2 per doz. in 1 lb. cans; same in 
2 Ib. cans, $3.90 per doz. The 1 Ib. 
size is packed 1, 2 and 3 doz. to a 
carton. The 2 Ib. size is packed in 1 
and 2 dozen cartons. 


GLASS BAKING WARE.—Dealers are 
replenishing their stocks for fall and 
sales are good. 

Jobbers quote f.o.b. Cleveland: 

Casseroles.—Round or oval, 1 qt., 
$1.17; 2 qt., $1.33; 2% aqt., $1.66; 
square, $1.50; casseroles with fancy 
covers, 35c. higher. 

Pie Plates.—s in., 60c. ; 
10 in., 67c. 

m. Bread Pans.—No. 212, 60c.; No. 214, 

Utility Dishes.—No. 231, 67c.; No. 
232, $1.17. 

Tea Pots.—2 cups, $1.67; 4 cups, $2; 

6 cups, $2.33. 
ICE CREAM FREEZERS.—Several of 
the leading manufacturers have an- 
nounced that present prices will remain 
in effect next year. The demand at 
present is rather slow. 

Jobbers quote f.o.b. Cleveland or 
factory with freight. allowed to des- 
tinationn on 12 or more as follows: 
White Mountain, 2 qt., $5.65 each; 

4 qt.. $8.25 each; 6 qt., $10.45 each; 
8 qt., $13.50 each; this price is sub- 
ject to 50 per cent discount. 

Lightning, 2 qt., $5.50 each; 4 aqat., 
$8 each; 6 qt., $10 each; 8 qt., $13 
each; subject to a 55 per cent dis- 
count. 

Blizzard, 2 qt., $5.50 each; 4 qt., 
each; 6 qt., $10 each; 8 qt., $13 each; 
subject to discounts of 55 and 7% per 
cent. 

Acme, 2 
per doz.; 
per doz. 

ICE SKATES.—Not many orders have 
been placed as yet for the coming sea- 
son. 

Cleveland jobbers quote Alumo 
skates, standard polished, $6.75 per 
pair; special satin, $5.50 per pair; 
Crusader, men’s and women’s, $4 per 
pair; professional hockey, $8 per pair. 


LAWN HOSE.—There has been a re- 
adjustment in prices following the an- 
nouncement of next season’s prices 
made several weeks ago, and prices now 
quoted are about 1 cent @ foot lower 
than those originally named. Jobbers 
are taking considerable hose business 
for spring shipment. 


We quote from jobbers’ stocks, 
f.o.b. Cleveland: Uncoupled hose, % 
in, 7%c. per ft.; 5 in., 8%4c. per ft.; 
% in., 94%4c. per ft. Coupled hose is 
4c. per ft. higher. 


LAWN ROLLERS.—Last  season’s 
prices on lawn rollers have been rees- 
tablished for the coming year. 


Jobbers quote f.o.b. Cleveland: 

Dunham water weight rollers, No. 
2, $9.50 each; No. 4, $11.15 each; No. 
5, $13.85 each; No. 7, $16 each; No. 9, 
$18.10 each. 


LEAD.—A 5 per cent advance has been 
made on lead products. 

Cleveland jobbers quote lead pipe 
at 10c. per ft.; sheet lead, 10%c. per 
ft.; calking lead, 9c. per ft.; traps 
and bends, 25 per cent off list. 

NAILS AND WIRE.—The demand is 
only moderate. Regular prices are 
maintained. 


Jobbers quote 
stocks: 
Nails.—Less than car lots, $2.90 per 


50c.; 9 in., 


in half dozen lots, $8 


qt., 
$8.40 


in broken packages, 


as follows from 


keg; No. 9 galvanized wire, $3.35 per 
100 lb.; No. 9 annealed wire, $2.90 per 
100 lb.; cement-coated nails, $2.90 per 
100 lb.; polished fence staples, $3.60 
per 100 lb.; galvanized fence staples, 
$3.85 per 100 Ib. 

Barbed Wire.—Barbed wire stock 
shipment, Lyman, 4 point, $3.13 per 
80-rod spool. Hog wire, $3.38 per 80- 
rod spool. 


OIL AND GASOLINE STOVES.—Gas- 
oline stoves are moving fairly well, but 
there is not much call for oil stoves. 


Jobbers quote oil stoves, f.o.b. 
Cleveland: 

Harvard, 2 burner, $11.75 each; 3 
burner, $14.75 each; 4 burner, $18.85 
each; Harvard range, $48. 


POULTRY NETTING AND WIRE 
CLOTH.—The seasonal buying is about 
over. New prices are not yet out for 
next season. 


Cleveland jobbers quote: 12-mesh 
black wire cloth at $1.65 per 100 sq. 
ft.; 12-mesh galvanized, $1.95 to $2 
per 100 % ft.; 14-mesh galvanized, 
$2.45 per 100 sq. ft.; 16-mesh, 7 
per 100 sq. ft.; bronze, 14-mesh, $9.50 
per 100-ft. rolls; 50-ft. rolls, 10c. ad- 
ditional. Poultry netting, galvanized 
after weaving 50 and 7% per cent 
off list; galvanized before weaving, 
50, 10 and 7% per cent off list. 


ROPE.—The demand is about normal 
for this season. While manufacturers 
have advanced prices on manila rope 
from %%c. to 1c. per lb., jobbers have 
not yet marked up their prices. 


Cleveland jobbers i best grade 
of manila rope at 23%c. per lb. for 
factory shipment and 24c. per Ib. for 
stock shipment; sisal rope, 154%4c. per 
lb. for factory shipment and léc. for 
shipment from. stock; fodder twine 
21 oz. and coarger, llc. per Ib 

RADIO EQUIPMENT. 

for radio receiving sets and power units 

is beginning to take on some life and 

jobbers look for a heavy fall business. 

Cleveland jobbers quote: Philco AB 
socket power units, f.o.b. Cleveland, 
6-180-volt, AB-686, 
$79.50; 6-150- volt, 

AB-356, $69.50; 4- volt, AB- 463. 

AB- 423, $65; 6- volt, "A socket sani 
units, A- 603, $32.50; B socket power 
units, B-86, ‘$45; B- 603, $32.50; Philco 
trickle charger TC-60, 

Above prices are subject to 40 per 
cent discount. 

SNATHS.—Last year’s prices have 

been reaffirmed. 

Jobbers quote, f.o.b. Cleveland, in 
full bundles, No. 50 grass snaths, $13 
per doz.; Nos. 100 and 105 weed and 
bush snaths, $15 per doz. Broken 
bundles, 50c. per doz. higher. 


SCREWS.—The demand is steady and 
prices are unchanged. 


We quote from _ jobbers’ stocks, 
f.o.b. Cleveland: Flat head bright 
wood screws, 85 and 10 per cent; flat 
head japanned, 67%, 20 and 35 per 
cent; round head blued, 72%, 20 and 
85 per cent; flat head brass, 72%, 20 
and 35 per cent; round head brass, 70, 

20 and 35 per cent. 
STEEL SHEETS.—A fair seasonal de- 
mand has developed. Some of the mills 
have reestablished present prices for 
the fourth quarter. 

Cleveland jobbers quote out of 
stock: No. 24 galvanized sheets, $4.40 
per 100 Ib.; No. 24 black sheets, $3.65 
per 100 Ib.; ; No. 10 blue annealed 

sheets, $3. 25° per 100 Ib. 


SWEEPERS.—A good seasonal demand 


has recently developed. 

Cleveland jobbers quote _ Bissell 
standard japanned Sweeper with plain 
bearings, $36 per doz.; Grand, with 
ball bearings, japanned, $60 per doz.; 
Universal, japanned, with ball bear- 
ings, $42 per doz. 

oy carpet sweepers: Little Helper, 

$2 per doz.; Little Gem, 75 per 

doz.; Little Jewel, $10 per doz.; The 
Junior, $16 per doz. 
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‘A New Speed Wagon 


Traffic is changing. Soon only six-cylinder, 


6 cylinders four-wheel brake delivery or passenger cars 
3%4-in. bore, 4-in. stroke 
7-bearing crankshaft can keep the pace. 
ne For progressive merchants— merchants who 
Rubber mounted suspension Sap ag pe , 
Semi-automatic spark control know that economy lies in doing a job quickly 
Thermostatic engine tempera- and doing it well— Reo has created the Speed 


ture control 
4-wheel brakes 
3-speed selective transmission 
Oversize single plate clutch 


Wagon Junior. 


Here is tomorrow’s delivery car, quick to 


Cam and lever steering gear start and quick to stop, large enough for 
einen ties anata i ii average deliveries but small enough to handle 
93 cubic feet load space easily and park in small pockets. And so 
Pressed steel weather-tight smart in appearance is the Speed Wagon 
F ee eee Junior that it will say to all the world: “I 
partment represent the kind of merchant you like to 
“Goa deal with.” 


REO MOTOR CAR CO., Lansing, Mich. 


SPEED WAGON JUNIOR 
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Threshing Under Way in Northwest— 
Retailers Look for Good Fall Business 


(Minneapolis office of HARDWARE AGE) 


MINNEAPOLIS, Sept. 20.—Rains and warm weather are giving the 


corn crop its last chance to make a presentable yield. 


In many lo- 


calities in the territory tributary to the Twin Cities, rain has been 
badly needed and is almost too late now to give the corn the needed 


impetus to fill. 


Threshing is well under way now in North Dakota 


and is drawing to a close in South Dakota. Yields in South Dakota 
on the average are very satisfactory, with the result that a very 


good business is looked for from that State. 


Records of new stores 


in many lines of business are common, and prosperity seems to have 


returned there for a certainty. 


Crop yields in North Dakota have not been reported as the thresh- 


ing has not progressed so far there. 


In Minnesota the results are 


averaging very well and a good fall business is expected from the 


entire territory. 


Prices are steady and show no changes from those quoted last 


week. 


AUTOMOBILE TIRES.—Trade keeps 
up well in this line, with ample stocks 
on hand. Prices are firm as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Mansfield tires, 30 
x 3% Liberty cord, $6.60; heavy duty 
oversize, $8.75; 32 x 4 Liberty cord, 
$11.15; heavy duty oversize, $14.50; 
balloon tire, 29 x 4.40, $9.65; 30 x 
5.2 as, $15.95; heavy duty, 32 x 6.20, 
$26.75; tan tubes, 30 x 34%, $1.70; 32 x 
4, $2.60: 34 x 4%, $3.25; balloon tire 
tubes, gray, 27 x 4.40, $1.90; 29 x 4.40, 
2.95; 30 x 5.25, $2. 70; 32 x 6, $3.20: 
32 x 6.20, $3. 70 each net. 


AXES.—Demand is showing signs of 
growing, and dealers are filling stocks 
for the fall trade. Prices are un- 
changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes, $16; double bit base 
weight, $21.50; Plumb a 
single bit, unhandled axes, $14.5 
double bit, $19.50; handled. single iat’ 
$19.25; double bit. $24.25 per doz. net. 


BALE TIES.—Demand is developing, 
with the real selling season still ahead. 
Dealers are stocked up on this line. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single loop bale 
ties, 9% x 14, $1.54; 9% x 15, $1.37; 
9% x 14, $1.37 per bundle net. 


BOILER LIQUID.—Demand is growing 
as the time approaches to put heating 
plants in order. Stocks are in good 
condition, with prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities; Hercules tile and 
porcelain cleaner, $2 doz.. less than 
gross lots, and $1. 90 doz. in gross 
lots; Hercules Radiator Stop Leak, 
8 oz. cans, 1, 2 and 3 dozen cans to 
the carton, $4.50 dozen; Hercules 
— compound, quart cans, $2.25 
each. 


BOLTS.—Call for bolts is steady, with 
no particular high spots in the de- 
mand, Stocks are well filled, with 
prices unchanged from last quotation. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage and ma- 
chine bolts, all regular sizes, 60 per 
cent; stove bolts, 75-10 per cent. and 





lag screws, 60 per cent from stand- 
ard lists. 
BRADS.—Sales are steady and with 
good volume. Building is progressing 
at a very good pace. Stocks are well 
filled, with prices unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes at 75 per cent from lists. 

BUILDING PAPER.—Demand is good, 
with ample stocks to meet the call. 
Prices are steady and firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Red rosin sized 
sheathing paper in all weights, 20 
to 40 lb. at $2.75 cwt., and tarred felt 
at $3.10 cwt., net. 

CHAIN.—Dealers are getting ready for 
the call for log chain. Fall stocks are 
being ordered forward. Prices are un- 
changed from last quotation. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Log chain, 4% x 
14, $13.85; % x 14, $10.90; % x 14, 
$10.15; Proof coil chain, %4 in., $12; 
% in., $8.90; % in., $8.30 and % in., 
$9.85 cwt., net. 

COAL HODS.—Fall demand in a retail 
way has not yet started, but dealers 
are getting in their initial stocks. 
Prices show no changes from those 
quoted last week. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned open 
coal hods, 17 in.. $3.35; 18 in., $3.85; 
japanned funnel, 17 in., $4.30; 18 in., 
$4.90; lvanized, open, 17 in., $4.65; 
18 in., $5.40; galvanized funnel, 17 in., 
$6; 18 in., $6.80 per dozen, net. 

DAMPERS.—Anticipating the demand 
for stove pipe dampers, fall stocks are 
being shipped to dealers. Prices are 
firm as last quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron, 6 in., 
wood handle dampers, $1.40, and cast 
iron, coil handle, 6 in., $1.20 doz., net. 

DRAIN PIPE CLEANER.—Demand is 
active in this line, with stocks well 
filled. Prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Economy Plumber, 
drain pipe cleaner, 1 lb. cans, $2 per 
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doz.; 2 lb. cans, $3.90. The 1 Ib. size 
is packed 1, 2 and 3 dozen to the car- 
ton and the 2 lb. size is packed 1 and 
2 dozen to the carton. 


EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS.—Call for this 
class of materials is steady and with 
good volume. Stocks are ample and 
prices steady. 
We quote from _ jobbers’ stocks, 
gag bing Cities: Eaves trough, 28- 
S. B., slip joint, in crates, 
i go” om "100 ft.; conductor pipe, 28- 
3 in., in crates, not nested, $5.40 
oe 100 ft.; 3 in., $1.73 doz., net. 
FIELD FENCE.—With the harvest 
nearly completed, demand for fencing 
is growing again. Stocks are well 
filled, with prices firm. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Field fence, 10 ga., 
top and bottom, 13 ga. intermediate, 
6 in. stay, 26 in, $27.93; 32 in., $32.40; 
39 in., $52.93; 47 in., "$59. 74 per 100 
rods, net. 
FILES.—Call for files is steady and 
fairly good. Stocks are well assorted, 
with prices firm. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files at 


50 per cent and second grade files at 
60 per cent from lists. 


GALVANIZED WARE.—Demand is 
good, with stocks well filled. Prices 
show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
 abares tubs at $7.25; No. 2, $8; 

$9.25; meee tubs No. 1, $12. 60; 
No. 2, $13. 80; o. 3, $15; Standard 16 
qt. pails, $2.55; 12 qt., $2.90; 14 qt., 
$3.25; stock pails, 16 qt., $4.70; and 
18 qt., $5.50 per doz., net. 


GLASS AND PUTTY.—Dealers are be- 
ginning to stock up for the fall trade. 
Prices are firm as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single and double 
strength glass, Minnesota prices, 86 
per cent, and strictly pure putty in 
50-lb. containers, $4.85 cwt., net. 


HAMMERS AND HATCHETS.—Sales 
are showing good volume, with stocks 
in good condition. Prices have not 
changed. 


We quote from jqbbers’ stocks, 

f.o.b. Twin Cities: ayeole a ui 
nail hammers, ; 
HF81, $12; Plumb, No. HF 145, "$6. 12: 
Riverside, No. 611 ; Plumb 
broad a et, " 6.40; 4. 
ling, No. , $12. 50; Claw, No. 2, $13.75 
doz., ma 


LAMPS AND LANTERNS.—Sales are 
improving with the shorter daylight 
hours. Stocks are being filled for the 
heavier fall trade. Prices have not 
changed. 


We quote from jobbers’ stocks, 

Twin Cities: Long or short 

tubular lanterns, No. 2, $13 

.; No. L327 Coleman lanterns, 

; No. L427, $6; No. C329 lamps, 

.25; No. C318, $7; No. C317, $7.40 
each, net. 


NAILS.—Demand is good, with stocks 
ample for the call. Prices are firm as 
quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard Wire 
nails at $3.10 per keg, base, and ce- 
ment coated wire nails in 100-Ib. 
kegs at $3.10 per keg, base, net. 
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Taking the Luck Out 
of Tool Selling 


Sort and select—pick and choose all day—and 
all you can say to the buyer of wood-handled 
tools is—“This /ooks like a good handle.” 


Pick up any CORKSTEEL tool in stock and 
you can say with confidence “This 7s a perfect 
handle!” It’s the difference between controlled 
quality and chance quality. 


From iron ore to finished product the material 
in CORKSTEEL Tools is subjected to the most 
careful inspection. Every CORKSTEEL Tool 
is first quality because it is manufactured mate- 
rial not depending on luck or chance of hidden 
imperfections that are grown into wood handles. 


With wood handles you take them as they come 
—select and grade carefully, but some unseen 
fault may be grown into the timber which will 
cause them to break or splinter. 
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CORKSTEEL Tools are stronger and last longer 
than the best grades with wood handles—but they 
cost no more. Tough, rigid steel, covered with cork, 

makes a perfectly balanced handle that will last in- 

definitely. It’s easy on your hands because it will not 


splinter or raise callouses and blisters. 


Put CORKSTEEL forks, hooks, rakes and hoes in 
stock and show your trade the first improvement in 


c 


farm and garden tools in the history of the industry. 


The forgings in CORKSTEEL 
tutte ne “enmers Floe & Tool Co. 


as the handles. High grade steel, Columbus Ohio 

forged by men of long experience, : 

welded or riveted to the handles so J¥e Stand Squarely Back of Every Tool We 
they cannot loosen or come off. Manufacture 
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OIL HEATERS.—Sales are showing a 
slight increase. Dealers are antici- 
pating a fine trade in this line and are 
ordering out their stocks. Prices have 
not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Nesco Perfect oil 
heaters. No. 12, $5. 50; No. 15, $7.00; 
No. 016, $8.25; No. 0190, $10.50; No. 
151, $7. 50; No. 0161, $8.75; No. 0191, 
$11.00; No. 505 Giant, $11. 25; No. 605, 
$12.75 each, with discount in quanti- 
ties less than ten, 30 per cent; ten or 
more. 30-5 per cent. 


PAINTS AND WHITE LEAD.—The 
fall season is well under way, and sales 
are good. Stocks are being kept well 
assorted, and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paints at $2.55 per gal., in one-gallon 


cans; second grade house paint at 
$2.00 per gal., in one-gallon cans, and 
white lead in 100-lb. containers at 
$12.48 cwt. 


PUMPS.—Demand is expected to be 
heavy in this line for fall. Prices are 
unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Deming No. 440, 
plain spout windmill force pumps, 


6-in. stroke, $6.85; adjustable stroke, 
7.50; No. 495 Underground discharge 
windmill force, adjustable stroke, 
$14.35; No. 415, $14.65; No. 103 hand 
lift, 6-in. stroke, $14.25; No. 182 hand 
lift, 6-in. stroke, 6-ft., set length, 
$5.25 each, net. 
PYREX OVENWARE. — Sales are | 


increase, with stocks 
Prices have not | 


showing some 
ample for the call. 


changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 623 casseroles, 
$1.17; No. 624 casseroles, $1.33; No. 
634 casseroles, $1.33; No. 212 bread 
pans, 60c.; No. 200 pie plates, 67c.; 
No. 209 pie plates 60c.; No. 231 utility 
dishes, 67c.; No. 12 tea pots, $1.67; 
No. 26 tea pots, $2.33; and No. 953 


percolator tops, 7c. each, net. 





| 


20 per cent, and wrought steel regis- 

ters, 40 per cent from lists. 
ROPE.—Demand is good, with stocks 
well filled. Prices show no further 
changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 25%c. Ib., base, and best 
grade sisal rope at l17c. Ib., base. 


SANDPAPER.—Sales are steady and 
with good volume. Stocks are well 
filled, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1, 
85c. per box of 100 sheets; second 
grade No. 1, 77c. per box of 100 
sheets, and garnet No. 1, $16.75 per 
ream, net. 


SCREWS.—Demand is steady and 
fairly good. Stocks are well assorted, 
with prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws at 85 pér cent; flat head 
japanned, 70-20 per cent; round head 
blued 80-15; flat head brass, 80-10; 
and round head brass, 75-20 per cent 
from lists. 


SNOW SHOVELS.—Jobbers are mak- 
ing some shipments of snow shovels to 
their dealers. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Bonanza wood 
snow shovels, $17.40; steel blade, 
straight handle, $4.15; galvanized 
steel blade, 15% x 17, D handle, 
$10.00, and same, 16 x 21, $10.65 doz., 
net. 

| SOLDER.—Demand is _ steady and | 


| shows a fair volume. Stocks are well | 


| filled, with prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Strictly half and 
half solder at 40%c., and warranted 
half and half solder at 41%c. per Ib., 
net, in 100-lb. lots. 


STEEL SHEETS.—Sales are showing | 


REGISTERS.—Volume is good, with | up well, with prices firm. 


ample stocks on hand. Prices are firm | 


as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron registers, 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized steel 
sheets at $4.90 cwt., base (24 ga.), 
and black steel sheets at $3.95 cwt., 


base (24 ga.). 


Fall and Winter Lines Now 
Moving, New York Jobbers Report 


NEW YORK, Sept. 20.—New York jobbing houses report that sea- 
sonal lines are moving with satisfactory rapidity, and that the last 
three months of the year promise to round out a somewhat better 


annual business than last year. 


Snow shovels and other winter 


needs are beginning to move as are some lines of toys and sporting 


goods. 


Sash cord has advanced another 2c. a pound, but prices on most 


other lines are firm. 


Collections generally are reported to be in a satisfactory con- 


dition. 





BATTERIES.—Whether the forthcom- 
ing fistic event of the year, the Tunney- 
Dempsey fight, or the natural sea- 
sonal activity is responsible, the fact is 
that this item is very much in demand. 
JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.O.B. NEW Y 

Dry cells, No. 6, Jgnition type, 
ot ah No. 7111, same type, 35%c. 
each. 





| 
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B batteries, No. 767, $2.62 each; in 
units of 5, $2.44 each; No. 772 (ver- 


tical type), $2.62 each; in units of 5, 
$2.44 each; heavy duty vertical type 
No. 770, $3.40 each; in units of 5, 
$3.17 each. Layerbilt No. 486, $3.59 
each; units of 5, $3.33 each. 
BOILER LIQUID, ETC.—Normal de- 
mand for this season, with prices at the 
same point. Local stocks satisfactory. 


JOBBERS’ QUOTATIONS TO RE- 


STEEL GAME TRAPS.—Dealers are 
putting their stocks in shape for the 
anticipated demand in this line. Prices 
are firm as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Victor game traps, 
No. 0, $1.10; No. 1, $1.38; No. 1%, 
$2.44; No. 2, $3.36; Oneida, jump, No. 
0, $1.54; No. % $1.83; No. 1%, $2.81 
doz., net. 


STOVE BOARDS.—Retail demand has 
not yet started, but dealers are filling 
their stocks. Prices are firm as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Crystalized stove 
boards, 28 x 28 in., $15.70; 30 x 30, 
$18.25, and 36 x 36, $25.40 doz., net. 


STOVE PIPE AND ELBOWS.—Stocks 
for fall sale are being ordered by deal- 
ers. Prices are steady as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Stove pipe, 6-in., 
28-ga., uniform blued knocked down, 
$13.00 per 100 lengths, and common 
iron. 6-in., corrugated elbows, $1.30 
doz., and charcoal iron, 6-in., adjust- 
able elbows, $1.90 per ‘doz., net. 


TIN.—Demand is good, with fair vol- 
ume. Stocks are well filled, with prices 
firm. 


WIRE.—Demand for fence wire is be- 
ginning to increase again, with the 
harvest out of the way. Stocks are 
well filled, with prices steady and firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized cattle 
wire, $3.09 per 80-rod spool; gal- 
vanized hog at $3.30 per 80-rod spool; 
special galvanized hog (14 ga.), $2.47 
per 80-rod spool; smooth black iron 
wire, No. 9, $3.10 cwt., and smooth 
galvanized wire, $3.55 for No. 9, net. 


WRENCHES.—Sales are showing good 


volume, with stocks well assorted. 
Prices have not changed. 
stocks, 





We quote from jobbers’ 
f.0.b. Twin Cities: Agricultural 
wrenches, 60-10 per cent; key model 
wrenches, 45 per cent; engineers’ 
wrenches, 50-10 per cent, and Trimo 
pipe wrenches, 65 per cent from list. 
Bemis & Call, long sleeve nut, 10-in. 
= 12-in.. $2.06; 15-in., $2.75 each, 
net. 


TAILERS, F.O.B. NEW YORK: 

Hercules tile and porcelain clean- 
er, $2.00 per dozen; in gross lots, 
$1.90 per dozen. 

Hercules Radiator Stop Leak, 8 
ounce cans, 1, 2 and 3 dozen cans to 
a carton, $4.50 per dozen. 

Hercules boiler liquid, quart cans, 
$2.25 each. 


BOLTS AND NUTS.—Demand remains 
steady, with firm prices. Stocks ade- 


quate. 

JOBBERS’ eo naw TO RE- 
TAILERS, F.O YORK: 

Carriage ha sag 
50 and 10 off list. 
off list. 

Stove bolts, 80 per cent off list. 

Machine bolts, % by 6 and smaller, 
50 off list; larger to 1 by 30, 45 per 
cent off list; 1% to 1%, 30 off list. 

Coach screws, % by 6 and smaller, 
50 and 10 off list. Larger, 50 off list. 

Step bolts, 50 per cent off list. 


CLOCKS.—As the holiday season ap- 
proaches these are expected to be in 
greater demand. Current demand is 
good. Prices remain firm and stocks 
| satisfactory. 


% ~ | and smaller, 
Larger, 50 per cent 
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| 100 % 
(PURE 


If you are not offering 
your customers a Varnish 
that you know is made 
from time-tested materials 
—as YOU would make it 
to protect your own prop- 
erty—can you not better 
ensure the good wall of 
your trade by offering and 
recommending a VAR: 
NISH QUALITY certi- 
fied to by the formula lith- 
ographed on every canP 
Martin’s is made of Pure 
Fossil Gums, Pure Vege- 
table Oils— Pure Turpen- 
tine. 
“Know What 
You Buy” 


INE-NO ROSIN | 





























USINESS life insurance is simply the mer- 
B chant’s wise choice of well-known products 
whose quality never varies from the best and 
whose reputation for service and ecdnomy-assures 
the purchaser of full value for his moféy#4lways. 
The quality merchant builds and holds a reputa- 
tion as the best place to trade. 
Monarch 100% Pure Paint is, unquestionably, 
the best that money can buy. The formula that has 
appeared on every can for nearly half a century 


caoge-Broox/yn-Linco/n-Los Angeles -San Francisco-Houston-Dallas 








at 


proves this to you. Pure carbonate of lead, zinc 
oxide, linseed oil, turpentine drier and pure colors, 
properly proportioned — no adulterants —no sub- 
stitutes. 

There’s a perfected Martin-Senour product for 
practically every known surface protecting and 
beautifying need—each one a business builder and 
profit maker. Let us tell you about the M-S Suc- 
cessful Sales System. A post card will bring the 
details to you without obligation. 
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luminous take same respective prices. No. 12, $3.65; No. 22, $6.36, and No Secslel nobhen "dae coum each, and 
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ots, 3 and 2 dozen lots, $1.65; z i . 
same luminous, broken lots, $2.46; LANTERNS.—tThe autumn season is STOVE SUNDRIES.—With approach of 
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denen lots, $2.38 and 2 dozen lots, causing an increasing demand for lan- | ©°/der weather, this line is taking on a 
Black Bird, luminous dial, broken terns. Prices are steady and the stocks | ™ore active tone. Stocks are adequate 
lots, $1.76; dozen lots, $1.70 and 2 well filled. in the New York market and prices are 
dozen lots, $1.65. Blue Bird, broken firm 
lots, $1.22; dozen lots, $1.19 and 2 JOBBERS’ bape Mk a. RE- ° 
dere, It: gd ages, Matas; | | TAILERS, FOB. NEW VonK: | sogpens: auoraTions To RE. 
and 2 dozen lots, $1.32. Jack-O-Lan- tor, white globe, 6624c ene re ‘ a ghesseraat 
tern, luminous dial, broken lots, $2.10; globe 83%4c.; Blizzard, No. 2, . ntove pipe, No. 28 gage, black iron, 
dozen lots, $2.04 and 2 dozen lots, % Monarch white ’ globe = 12 lengths in a bundle, 4 in. 
$1.98. America, broken lots, $1.05; Monarch ruby globe 83140. ; each; 4% in., 15c. each; 5 in.,’ 
dozen lots, $1.02 and 2 dozen lots, 99 Wizard, T5c.: 1D-Lite, $14 « 5% in., 18c.; 6 in., 21c. each. p 
cents, ’ D-Lite, with large fount, $1.19; Sport, ue Sao eae a ke” he 
am Sota, eae ai, | ie a4 sane, 1m 9 rand, 4 in, Mie. 
woken lots, . 16, ozen lots, P ; ¢ 50: kev Das 72 +» 24C., 9 ” oC.; V2 ” 
and 2 dozen lots,’ $1.65; same’ lumi- Lamp, $L16h and No. 39. Railroad. 16%c.; 6 in., 18c. each. 
nous, broken lots. $2.46, dozen lots, $1.581%4, and No. 30, Beacon, $2.6214 Pipe dampers, cast iron, wooden 
$2.38 and’ 2 dozen lots, $2.32. boa b, & No. » Bea » o4.02%2 handle, 4 in., 8c.; 4% in., 9c.; 5 in., 
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ample. more. eter, 12 in a box, 6%4c. each. 
JOBBERS’ QUOTATIONS TO RE- NAILS.—Active demand. Reports con- Stove pipe rings, tin, lacquered, 
) p Pred niic: ia , 
TAILERS, F.0.B. NEW YORK: tinue that the published price of $3.35 ae a Pee ta tle ee 
Economy plumber,’ drain pipe 7 . . . * PT: Pipe =. ’ ip pea 
cleaner, $2.00 per dozen 1-lb. cans. per keg is not being obtained on wie a in. 3 nes in., 6c. —_ fron 
Same in 2-Ib. cans, $3.90 per dozen. nails, the cut being 10 cents and a little length, 8 in. 3% es stove lifter, nickel 
fe ere ae gg ge gue Ang MME more on quantities. Local stocks plated, cold spiral handle, 12 in a 
and three dozen to a carton. The box 6%c. each. Same with loop han- 
2-lb. size is packed in one and two | ample. a. ae ie oa, Te nee, eee 
dozen cartons. ¥ J SASH CORD Th h b another pokers, nickel plated, cold spiral 
FRUIT PRESSES.—There is an in-| ** There has been another! handle, 12 in a box, No. 7,,..7'%¢. 
creasing demand as the season for this | advance of 2c. in sash cord since last each j No. "umace ‘pokers wrousht 
item is at hand. Sales of fruit presses | Week. Stocks continue satisfactory. iron, 3 ft. 66c. each; 4 ft. S4e.; 5 
will be about on a par with last year. TRLERR rca er See z.. ome “ai eek ke pach, 30 in 
Prices are firm and stocks adequate. Gash cord, Gaieeon spot No. 8, Tec. long, 12 in a bundle, 4c. each. 
JOBBERS’ QUOTATIONS TO RE- to 72c.; Aetna No. 8 29¢., and Phoe- sek See bundle, No. 4, 5440.3 
TAILERS, F.0.B. NEW YORK: nix No. 8, 38c. to 38. slg No. 56, 5%4c.; No. 57, 9c. each. Gai- 
Fruit presses, cast iron base and No. 7 Is lc. Maher and No. 6 is 8c. vanized shovels, No. 256, 7%c.; No. 
plunger, tinned, cnnacity Fr, qt., $3.60 higher on all brands. | 257, lle. each. Extra heavy, one 
each, capacity 6 qt., 4.50 each, - : 2 piece, japanned scoops, 6 x 9 in., 
same with removable steel legs, and SCREWS. No further data available capped end, 16%c. each. Neverbreak 
12 qt. capacity, $6.20 each. : on screws since last report. Stocks fire shovel, 37c. each. 
Fruit presses, hardwood rame, ‘ Stove boards, 30 x 36 in., $1.40 
varnished, oak tubs, No. 0 plain tub, ample and demand fairly good. each; 32 x 42 in., $1.73 each: 18 x 
$6.00 each. Same with hinged tubs, JOBBERS’ QUOTATIONS TO RE- 18 in., 58c.; 24 x 24 in., 7ic.; 26 x 26 
No. 22, $7.50 each; a 22, $8.50 coach: TAILERS, F.O.B. NEW YORK: in. 78¢.:.28 x 28 in., 88c.; 30 x 30 
No. 22%, $10.50 each; No. 23, $13.50 Screws, flat head, bright iron, 75- in., $1.08; 32 < 32 in., $4.22; 85 =x 36 
each and No. 24, $18.00 each. 20- 16.18010.90-16. reund head, biued, | im., $1.52 each. 
Cherry stoners, No. 7, 90c. each | 214-20-10-10-10-10-10; round head | 
and No. 118, $1.25 each. 4 ’ No nickel plated, 65-20-10-10-10-10- WATCHES. 
Meat juice extractors, 95c. each. 10; flat head, galvanized, 60-20-10- | proving in the New York market. 
Prices firm and stocks ample. 
p 


Reet cd a Sey, RO 10-10-10-10; flat head, brass, 72%- 
. i? galvanized steel 20-10-10-10-10-10; round head, brass, 
§ rs, € stee 70)-90-10-10-10-10- hace ioe s 
hopper, aluminum frame and holder, |  70-20-10-10-10-10-10. These discounts JOBBERS’ QUOTATIONS TO RE- 
“ity £0 25 “7% itl apply to standard screw lists. In TAILERS, F.O.B. NEW YORK: 
capacity 50 Ib. $6.25 each; same with package lots an extra 10 is allowed. year : 
double roller and wood hopper, $10.00 Watches, Pocket Ben, broken lots, 


each: same as latter with fly wheel SPARKLET SYPHONS.—Jobbers are $f.05; dozen lots, $1.02; 2 dozen lots, 


instead of handle, $11.25 each. repari for an active holiday trade. 99c. Glo-Ben, luminous, broken lots, 
Sa ee A y $1.58; dozen lots, $1.53 and 2 dozen 


FOOD CHOPPERS.—This item is very | Current demand is active and should lots, $1.49. 
active at this time. Prices steady and | improve. Prices locally are firm. Stocks ROPE.—Showing greater activity than 
a ee QUOTATIONS TO RE sai por QUOTATIONS TO RE a a Seer 
TAILERS, F.0.B. NEW YORK: | TAILERS, F.0.B. NEW YORK: | Prices show: Manila No. 1, 24 cents; 
Food choppers, Universal, No. 00, Sparklet syphons, No. 41, $4.25 | No. 2, 22 cents; and No. 3, 20 cents. 
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Advertising—Free and Effective 


Although newspaper, direct mail and all other kinds of or two pieces of literature with bills, letters and other 
advertising are employed by the hardware dealer, he mailing matter; wrapping up a couple of the folders 
should aso avail himself of the free advertising dis- with a purchase; counter distribution. A small sign 
tributed by the manufacturers. reading ‘“Take one” beside a neat little pile of this adver- 

Not only is the manufacturer willing but most anxious _ tising matter on the counter or show cases of the store 
to furnish the dealer with trade literature, show cards, will encourage customers to help themselves. 
posters and the like, relative to his goods, upon request. The constant circulation of this kind of trade literature 
The show cards and posters will be found advantageous’ will keep the dealer’s name before the public and is a 
for window and store displays and. the other trade lit- most effective and priceless means of procuring pub- 
erature—folders, booklets, post card, circulars and the _licity. 
like—may be distributed to advertise the goods and the The manufacturer will supply this material on request, 
dealer, as there is always a space for the latter’s imprint. and the dealer will find it good business to keep on hand 

There are various means of circulating this trade lit- . the latest trade literature, easily available to the cus- 
erature and those found effective include inclosing one tomer. 
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Pittsburgh Business Fairly Active 
but Lacks Confidence and Volume 


(Pittsburgh office of HarDWaRE AGE) 


PITTSBURGH, Sept. 19.—It would be a little remarkable if seasonal 
hardware was. doing well just now, for the weather that usually 
arrives in July only recently reached this part of the country and 
thoughts about fall and winter requirements for the time being have 
given place to the effort of getting comfort at a time of year when 
usually no effort is required. Hardware business is fairly active, 
but lacks confidence and volume and there are few retailers or job- 
bers who are entirely satisfied. The confidence is not there probably 
because the steel industry is not doing overly well in sales or opera- 
tions and there is a sort of idea that there will not be much real im- 


provement until consumers begin 


to make up their minds as to early 


1928 requirements. The coal industry, another which contributes to 
the prosperity or its reverse for a large section of the population of 
this district is not doing particularly well, from the financial view- 
point. Domestic sizes of coal are selling well, but industrial demands 


are light because consumption is 


in keeping with a rather low rate 


of industrial activity and also because most manufacturers stored 


much coal before the suspension 
still have ample reserves. Few 
ware. 


a small decline, made possible by the decline in rubber. 


of the union mines last April and 
price changes are noted in hard- 


Garden hose prices for 1928 have been announced and show 


Prices of 


hunting clothing have been advanced 10 per cent on account of the 


continued advance in.Jeather and cotton. 


still are unenthusiastici 


Reports about collections 





AUTOMOBILE ACCESSORIES.— 
Business leaves much to be desired and 
interest even in items seasonal to this 
time of year is not very great. Job- 
bers quote: 

Alcohol.—In barrel lots, 49c. to 57c. 


per ga 

Ivo.—In 55-gal. drums, $2.25 per 
Hore 5 30-gal. drums, $2.30; 3-gal. cans, 
2.4 


Chains.—Lots of 1 to 9 pairs, 30 per 
cent off list; lots of 10 to 49, 35 per 


cent off list; lots of 50 or more, 40 
per cent off list. 
Freezmeters. — Best, 60c. each; 
good, 45c. 
Hydrometers. — Standard makes, 
65c. each. 


BATTERIES.—Continued good demand 
is noted for radio batteries. Manufac- 
turers are coming out with electric light 
plug sets, eliminating batteries, but 
they are pretty costly and the battery 
sets are not going off the market. Good 
demand also is reported for flashlight 


batteries. Jobbers quote: 

Broken Unit 

Packages Packages 
a Se caabaewssoeee $1.05 $0.97 
nh SP. aadeb sens ick} 3.85 3.33 
ee Pee eee 1.22 1.14 
eS tee Tee 1,22 1.14 
SS ee eee 1.40 1.30 
Ze Me obteaeseoansk 2.62 2.44 
Se ee afer senscn 2.62 2.44 
Sp: Ta 3.40 3.17 
SS ee eee 42 .39 
eee 40 36% 

No. 6 dry cells, ignition type unit 
packages, 32%c. each. 

Flashlights. — No. 935, 9%4c. each; 
No. 950, 9%4c.; No. 790, 184$c.; No. 
705, 28c.; No. 750, 1846c.; No. 751, 25c. 

Hot Shot.—No. 1461, $1. 67; No. 1661, 
$2.37. 


BOLTS, NUTS AND RIVETS.—Manu- 
facturers have announced a continuance 


of present prices on fourth quarter con- 
tracts. Large rivets will be taken at 
$2.75, base, per 100 lb, in contracts, but 
say that the contracts must be signed 
and in their hands by Oct. 20, when the 
price will advance to $38. Neither job- 
bers nor manufacturers are doing a big 
business, the latter feeling the paucity 
of railroad and automobile buying. Job- 


bers quote: 
Bolts.—All styles except, stove and 
tire bolts, per 100 pieces, 62% per 
cent off list: stove bolts, 75 and 10 


per cent off list; tire bolts, 50 and 10 
per cent off list. 
. Nuts.—All styles, 62% per cent off 
st. 

Rivets.—Large, $3.50 base, per 100 
pieces; small wagon and _ tinners’ 
rivets, 60 per cent off list. 


BUILDERS’ HARDWARE.—Reports 
about business reflect the fact that 
house building in this district is run- 
ning quite a bit smaller than at this 
time last year. Just a fairly good de- 
mand is reported. Prices are firm. 
Jobbers quote: 
Butts.—Ball tip, plated, dull brass 
and antique copper, less than case 


lots, 3 in. x 3 in., $18.50 per 100 pair; 
333 in. x 3% in., $19; 4 in. x 4 in., 
30 


6 in., $1.85 
10 in., $4.80; 


strap, 


Hinges.—Heav3 ry 
$2.95; 


per doz.; 8 in., 
extra heavy, T, 6 in., $2.30 per doz.; 
8 in., $3.40; 10 in., $5. 40; light strap, 
with screws, packed one pair in a 
box, 3 in., $9.60 per 100 pair; 4 in., 
$11.60; light T, 3 in., $11 per 100 pair; 
4 in., $12.60. 

Hasps.— Hinge, without screws, 
single dozen lots, 3 in., 65c. per doz.; 





4% in., 79c.; 6 in., $1.05; safety, 3 in., 
na per doz.; 4% in., $1.14; 6 in., 
60. 





a ree Sets.—Swinging hinges, 10 
$3.10 per set. 


GAME TRAPS.—While there has been 
a fairly go@d movement against early 
orders, new demands are light, since 
recent weather has been too hot for 
gaming. Jobbers quote: 
Victor, Nove0, $1.10 per doz.; No. 
1, $1.38; No. 1%, $2.44; No. 2 RS 36; 
jump, No. , $1.59; No. 1, _ 3; coil 
spring, No.” $1.28; Gibbs, “a fi: 


$5 per doz.; Stel grip, No. 1 
2, $3.35; No. 3, $5.50; No. 4, $6.70. 


GUNS AND LOADED amthe.- 
Jobbers still are shipping shells quite 
steadily and report a fair demand for 
shotguns, but hunting weather is 
needed for much repeat activity. Job- 
bers quote: 


Shells. — Repeater or Nitro Club, 
12 gage, 3 in. x 1% in., $32.22 per 
1000; chilled, $34.17 per 1000, with 
other loads in proportion. 

Guns.—Winchester shotgun, Model 
1912, $37.50 each; Savage, Model 1921, 
$37.50 each; Remington, Model 
$37.54. 

Guns (Toy).—Some jobbers are fea- 
turing a new double-barrel, breach- 
loading toy gun made by the Fox 
Mfg. Co., Philadelphia. It is a re- 
production of the shot gun made by 
that company and uses shells con- 
taining a coil spring for power. It is 
listed at $3.75, with a dealers’ dis- 
count of 33 1-3 per cent. 

HEATING ACCESSORIES. — People 

are not misled by unseasonally warm 

weather into believing that cold 
weather is not coming, and prepara- 

tions for home heating go on with a 

good movement of the accessories. Job- 

bers quote: 

Stove 
quality nested stove pipe, 
per crate; 4-in.. $2.90; 5-in., 
6-in., $3.57; 8-in., $4.17; elbows, cor- 
rugated, 3-in., $1.01 per doz.; 4-in., 
oe He 5-in., $1.30; 6-in., $1.42; 7-in., 

1.95. 

Dampers and Flue Ring:.—Damp- 
ers, 3-in., $1 per doz.; 4- ae $1.10; 
5-in., $1. bo: 6-in., $1. 35; -in., $2; 
flue rings, 3-in., $1 per fox.; 4-in., 
$1.25; 5-in., $1.90; 6-in., $2.20; 7-in., 


276. Hods. — Galvanized, 16-in 
$4.30 per doz.; 17-in., $4.75; 18-in., 
” Seal Chutes.—Black, 8-ft., $6 each; 
10-ft., $7.50; 12-ft., $9. 

HUNTING CLOTHING.—Manufactur- 
ers have made an advance of 10 per cent 
in their prices on account of the con- 
tinued advance in leather and cotton. 
Jobbers have not yet followed, but in- 
dicate that they must soon do so. They 


Pipe and Elbows. — First 
3-in., $2.75 
$3. 11; 


| continue to quote: 


Coats, $2.25 to $6 each; vests, $1.20 
to $2 each; $2.25 to $4 per 


pair. 


trousers, 


LANTERNS.—Demand is no tax upon 
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the ability of manufacturers and job- 
bers to supply, but at least it is very 
steady. Jobbers quote: 


Monarch lanterns 
globes, $8.00 per doz.; 
globes, $10 per doz.; Little Giant lan- 
terns with white globes $11 per doz.; 
with ruby globes, $13 per doz.; D’Lite 
$13 per doz.; junior wagon, $17.25 
per doz.; Coleman, gasoline, No. 327, 
$5.25 each; No. 427, $6. 


with white 
with ruby 
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BLAIR MANUFACTURING CO. 


Established 1879 





Write for 
our eatalog 

and the name 

of our nearest jobber 





How about your 1928 order? 


Springfield, Mass. 

















BLAIR Srawcut LAWN MOWERS 
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LEATHER STRIPS.—Very firm mar- | er oe: af at., $4.25; » at. ee. § Fence Wire. sd li 
m a resses. —_kagl e, single u (per nneale alvanize 
ket prevails on account of the strength $12.10 each; Eagle Junior, $24: Cant- Son. 6 a 4 iia $3.0 $3.45 
of the primary market. Jobbers quote clog, single tub, $14.8 . panies . “Mn -90- 3°50 
° jo rprise, No. 
strips from 52c. to 80c. per lb., accord- 12, $5.25 each; No. 22, $9; No. 32, $11 ao it ansehen ee tees 3.10 ¥4 
ing to the selection. list, less 25 and 5 per cent. ia” “eateries : ‘ 
g ae’ Sgeeeesnane 3.25 380 
S 3 rs Food Choppers. ray eg No. No. 14 3°35 4.00 
PAINTING SUPPLIES.—Business still | $1.25 each: No. 1, $1.55; No. 2, $1. 90; a ie so ee ee : : 
° ° * | No. 3, $2.40. No. Serer ero 3.55 4.25 
is good. Both oil and turpentine have e| Sernut ond: Mite: Odletied <« Saw ES Te ee eae eae 3.75 4.45 
gone off slightly in price since a week | cutters Rapid, $3 per doz.; No. 625, Barbed wire (per 80-rod spool): 
. $3.60; No. 626, $4.80; Kraut cutters, i. a” eee aire $2.90 
ago. | No, 672, $1.15 each; No. 673, $1.35. S-DOINE BAS ....... 2... seesersees 3.10 
Prices to retailers: Ready mixed Oak Kegs.— Bee. Cen OE ee ere 3.35 
paints, best grades, $2.60 per gallon; Red White White Oak 4-point cattle ..........+....... 3.10 
lower grades, $2.00; white lead, 13%¢. | Oak Oak Charred 2-point cattle (special) .......... 2.20 
per Ib. in 100-Ib. lots; 10 per cent less 5-gal. . $1.35 $1.45 $2.40 Field Woven Wire Fence (per 100 
in lots of 500 Ib. or more and extra | 10-gal, oa 1.95 2.85 rods): 
4 per cent less in lots of a ton or 15-gal. 2.00 2.15 3.20 Se Se ne eae $39.00 
more; turpentine, 70c. per gal. in | 20-gal. or 2.25 2.45 3.75 CL, SRR RG 3" Sere 
= ete: Seay linseed oil,12.1¢c. per | oy sees 74 .s ar ss $54 5-00 vs Me 00S Seas ee 
Ib. in barrel lots. 00-gal, 2.85 5 a  sudvasucosa ees cae ss ‘ 
PRESERVING SUPPLIES These | _ _50-8al- 3.75 4.20 6.50 wa ........... 35.00 
: ° ee REGISTER AND RADIATOR PPO, ben ncn sc inese sachs 48.25 
items, as well as beverage making ac- SHIELDS.—Int : hield Poultry: 
cessories, still are wanted and pate! : ae og in 8 a . - a NO 1635 .......+-.-eeeseeeeeees $35.60 
very steadily. Jobbers quote: ae ws e Sppereen OF CON No. 2158 | : 
; weather. Jobbers quote floor register S . > 
Bottles and Caps. — Quarts, $9.50 z teel Fence Posts: 
per gross; caps, 20c. per gross; shields at $12 per doz.; wall, $6 per doz., Galvanized Painted 
sloppers, $2.25 per dozen; cappers, and sheet steel adjustable radiator site. PR oa formed 
$10.50 r dozen. ° 5- rTeEerrrer,..- 2 |. Grr Perrys 
all med Sets. —Eveready in dozen shields at $2.67 to $4.37 each. 6- ft. i¥ua vee .55e. each 38c. each 
lots, str — r es stand, : $4 ve en STEEL WINDOW VENTILATORS.— 7 ft. Bent nee unees ns 65c. each e- ——_ 
strainer hag, $2 per dozen; filter bag, ee were = en septa | fo ~ teeter esse eee eees ac, each 
$4 per dozen. oe a, This is the season for growing demand | ‘ “Hil nails, base, per keg, $2.85 
unttaee teak ne tn " LR a ok | for window ventilators, and this year is os 
CORN HUSKERS.—This line is selling 


no exception. 


1621, $3.50. 
Mason Jars.—Pints, $8.80 per gross; “ 

quarts, $10.10; 2 quarts, $13.15. _No. 01, 3 J 
Jar Rubbers.—Double lip red, 0c. No. 1, $5.20; No. 


ra 1s 
LrOsS. 


per 


Cannina Racks.—No. 1, single jar, 
0c. per doz.; No. 2, 8 jar, $3.60 per 
doz.; jar wrenches, 75c. per doz. 
Fruit Presses.—I‘nterprise, No. 6, 
$6.25 each; Juicy, 3 at., $3.50 each; We quote 
6 qt., $4.30; 12 qt., $6; Brighton, 2 qt., stocks: 


Jobbers quote: 


$4.40 per doz.; 
9 


WIRE PRODUCTS.—Improvement in 
business still is expected, but is slow in | 
materializing. Nails are very slow. 
from Pittsburgh jobbers’ 


to retailers all the way from 75c. to 
$2.60 per doz., is in seasonally good de- 
mand. 

FODDER TWINE.—Now that the har- 
vest is on, there is a strong demand for 
sisal twine; it sells at 12c. per Ib. 


No. 02, $4.80; 
$5.60; No. 3, $6.40. 








Blotters—A Continuous Reminder 


Who ever heard of a house having too many blotters ? 
“Never can find a blotter round this house,” has a 
strangely familiar sound to all ears. Is it any wonder 
that blotters, sent out for advertising purposes, are 
saved and the neater the design, the more conspicuous 
place they occupy on the desk ? 

When one uses a blotter every time one goes to the 
desk, the name on that blotter is going to be subcon- 
sciously stainped on the mind. A novel or unique design 
will impress itself still more and when the housewife 
requires the name of a hardware dealer, that on the 
blotter is on the tip of her tongue. 

A certain dealer has an interesting method of dis- 
tributing his blotters. Each month he sends out to his 
prospective customers, or those customers whom he is 
not quite sure of, a very attractive proverb blotter, neat 
and colorful in design. He keeps sending them until he 
is sure of his customer and then stops. By that time the 
customer has become accustomed to receiving and ex- 
pecting them, and demands their continuance. Thus 
this dealer checks results. 

Monthly calendar blotters are useful to the housewife 
and good advertising for the hardware dealer. Another 
effective means of keeping the dealer’s name before the 
customer is the small check book blotter. 

In designing the blotter, the dealer should keep 
mind its purpose and order a blotter that will appeal to 
the eye as well as carry the name of the dealer and 
business in a conspicuous manner. If it has a message 
or utility, so much the better. 

The value of the blotter, as a means of keeping the 
name of the hardware dealer continuously before the 


housewife, is very often underestimated. On receiving 
advertising matter, while the housewife’s first impulse 
will be to throw circulars or letters in which she is not 
interested in the waste basket, she will almost always 
retain the blotter for use. 





On Time 


“That fellow, who just went out, shouldn’t be allowed to run 
at large,” the hardware merchant averred. 

“Why not?” the bookkeeper demanded. 

“He just gave me a check for an account that would be out- 
lawed in a few months, and if he does that with all his creditors 
some of them’ll have heart failure,” the merchant explained. 

“Probably they'll have heart failure when they present the 
checks, if he pays all of them,” the skeptical bookkeeper sug- 
gested. 

“Well, the bank opens at 10 o’clock, the paying teller’s around 
by 9:30, and they'll always let me in the side door,” the merchant 
announced, and at 9:45 the next morning he left the bank with 
his money in his pocket. 

At five minutes to 10 the customer served a stop-pay order on 
the bank, and the bank reported the matter to the merchant. 

“I’ve got my money, and you and your customer’ll have to 
fight it out between you,” the merchant stated, the customer 
sued in the Washington courts and lost on the ground that where 
there is not statute law to the contrary a bank may, if it wishes, 
pay a check before the regular hour fixed for the opening of 
the bank. 

In a New York case along the same line there was no statute 
law on the point, but a certain bank had passed a by-law fixing 
an hour for the opening of the bank, but notwithstanding this 
by-law, the New York court ruled that the bank was justified 
in paying a check before the regular hour. 
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Little yarns that others have laughed 
over culled from various sources. 
contemporary puts it: “Some of them 
have been copied, the rest will be.” 


Asa 








“Welcome to our mist,” said the Lord 
Mayor of London to Jimmie Walker, as 
he arrived at Paddington Station. 

“How did the Smith wedding come off?” 

“Fine until the preacher asked the bride 
if she’d obey her husband.” 

“What happened then?” 

She replied: “Do you think I’m crazy?’ 
And the groom, who was in sort of a daze, 
replied: “I do.” 


’ 





Judge—“You say you have known the 
defendant here all your life. Now tell the 
jury whether you think he would be guilty 
of stealing this money.” 

Witness—‘How much was it?” 





Cat—“How old is Elizabeth?” 

Cattier—“Don’t know, but everybody 
was overcome by the heat from the can- 
dles at her last birthday party.” 

Policeman (to pedestrian, just struck by 
hit-and-run driver)—“Did you get his 
number ?” 

Victim—“No, but I’d recognize his laugh 
anywhere.” 

Customer—“Where is the steak on your 
menu?” 

Waiter (reading)—“There, sir; sirloin 
steak a la carte.” 

Customer—“Good! Wheel it in.” 





Disgusted Wife—‘“Say, yo’ niggah, eber 
since Ah married yo’ yo’s dun nuffin’ ’cept 
sit ‘round de house. Don’ yo’ ever feel 
enny ambition?” 

Lazy Husband—‘Ah feels ambishion 
wen Ah’s sittin’ round hyah, honey, but 
je’s soon’s Ah stahts to wo’k Ah gits dis- 
couraged.” 





Mose—“Do you think you kin support 
my daughter?” 

Rastus—“Ah suah do.” 

Mose—“Evah see her eat?” 

Rastus—“Ah suah has.” 

Mose—“Evah see her eat when no one 
was lookin’ ?” 





“What modern inventions, have done 
most to help men up in the world?” 

“The elevator and the alarm clock,” say 
we. 


! 








Johnny, ten years old, applied for a job 
as errand boy for the summer. The hard- 
ware dealer wanted a_ serious-minded 
youth, so he put Johnny to a little test. 

“Well, my boy, what would you do with 
a million dollars?” he asked. 

“Oh gee, I don’t know—I wasn’t ex- 
pecting so much at the start.” 

“And,” asked the sympathetic visitor of 
the young bride, “is your husband’s busi- 
ness still prospering ?” 

“Indeed it is” came the confident reply. 
“He must be doing just grand for he told 
me last night that they had to appoint a 
receiver to assist him.” 

Rastus: “We cotched one of de boys 
wid loaded dice.” 

His boss: “You should ostracize him.” 

Rastus: “Dat’s what I wanted to do, 
but T didn’t hab mah razor wid me.” 





Pauline: “Don’t you love an evening 
like this?” 

Paul: “You bet I do, but I generally 
wait until we get a little farther out in 
the country.” 

Old Zeb was whitewashing his barn with 
a brush that had very few bristles left in 
it. The squire happened to pass and said, 
“Why don’t you get a new brush with 
more bristles in it, Zeb?” 

“What for, Squire?” asked the old man. 

“What for?” answered the Squire. 
“Why, man, if you had the proper brush 
you would do twice as much work.” 

“Mebbe so, Squire, mebbe so,” responded 
the old chap. “Only you see, I ain’t got 
twice as much work to do.” 





It was midnight. “Wow-wow-wow- 
wow,” wailed the baby. 
“Four bawls and I walk,” replied the 


baseball papa. 


, 


Neither Sambo nor Rastus could read 
the time of day—nor anything else—but 
Sambo had a nice big Ingersoll which he 
exhibited with a great air of superiority. 

“What time am it?” said Rastus. 

Sambo hesitated and then extended the 
time-piece and said, “Dar she am.” 

Rastus looked at it carefully and said, 
“Dam if she ain't.” 





Boss: “If Mr. Simpson calls today tell 
him I’m out.” 

Clerk: “Yes, sir.” 

“And don’t be doing any 
won't believe you.” 


work, or he 


Their first baby was nearing birth, and 
its prospective mother wailed to the at- 
tendant physician: “O Doctor, if my poor 
husband knew what I was going through 
now it would kill him!” “Don't worry, 
madam,” said the Doctor, “I’ve handled 
thousands of these cases, and I’ve never 
lost a father yet.” 

An old lady was traveling for the first 
time in a large city, and saw a glaring 
sign on the front of a high building, which 
read: “The Smith Manufacturing Com- 
pany.” 

As she repeated it aloud slowly she re- 
marked to her nephew: “Lawsy mercy! 
Well, I’ve hearn tell of Smiths all my life, 
but I never knew before where they made 
em.” 

Wife: “I want to do some shopping to- 
day, if the weather is nice. What is the 
forecast ?” 

Husband (consulting paper) : 
hurricane, tornado, thunder and lightning. 


“Rain, 


do you do with all that corn?” 

American Farmer: “Well, we eat what 
we can, and what we can’t we can.” 

Englishman’s Wife: “What did he say, 
John?” 

Englishman: “He said, they ate what 
they could, and what they couldn't they 
could.” 

“There,” said Jones, “there is a woman 
in a million.” 

“So?” queried 
Politics ?” 

“Nothing like it; but she will tell you 
or anyone that she has more clothes than 
she needs and that she is satisfied with her 
husband.” 


Smith. “Feminist ? 


“Really, Mrs. Shovelhead, your argu- 
ment with your husband last night was 
most amusing.” 

“Wasn't it, though! And do you know, 
when he threw that axe at me I thought 
I'd split.” 
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Coming Hardware Conventions 


AMERICAN HARDWARE MANUFACTURERS ASSOCIATION 
Convention, Atlantic City, N. J., Oct. 17, 18, 19, 20, 
1927. Headquarters, Marlborough-Blenheim Hotel 
Charles F. Rockwell, secretary-treasurer, 342 Madison 
Aventie, New York City. 

ARKANSAS RETAIL HARDWARE ASSCCIATION CONVEN- 
TION, Little Rock, May, 1928. L. P. Biggs, secretary, 
815-816 Southern Trust Building, Little Rock. 

CALIFORNIA RETAIL HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION AND EXHIBITION, Roof 
Garden of Hotel Whitcomb, San Francisco, Feb. 15, 16, 


17, 1928. LeRoy Smith, secretary, 112 Market Street, 
Los Angeles. 
Intinots Retatrt HARDWARE ASSOCIATION CONVEN- 


TION, February, 1928, definite date and place of meeting 
to be announced later. Leon D. Nish, secretary, 14-16, 
No. Spring Street, Elgin. 

INDIANA RetTAIL HARDWARE ASSOCIATION CONVEN- 
TION AND Exuipition, Jan. 31, Feb. 1, 2, 3, 1928. 
Convention headquarters, Claypool Hotel. Exhibit will 
probably be held at the Cadle Tabernacle. G. F. Sheely, 
secretary, 911 Mever-Kiser Bank Building, Indianapolis. 

Iowa Retatt HARDWARE ASSOCIATION CONVENTION 
AND Exutsition, Des Moines, Feb. 14, 15, 16, 1928. 
A. R. Sale, secretary-treasurer, Mason City. 

LouistANA Rerar. HarpWARE IMPLEMENT Asso- 
CIATION CONVENTION, New Iberia, June, 1928, exact 
dates to be announced later. S. H. Sale, secretary, 
Shreveport. 

MINNESOTA RetTAIL HARDWARE AssociATION CON 
VENTION, Municipal Auditorium, Minneapolis, Feb. 21, 
22, 23, 24, 1928. C. H. Casey. secretary, Nicollet at 
Twenty-fourth Street, Minneapolis. 

Mississipp! RetarL HARDWARE AND IMPLEMENT 
AsscciATION CONVENTION, Edwards Hotel, Jackson, 
June 12, 13, 1928. Guy Nason, secretary, Starkville 

MicwiGAN RetaiL HARDWARE ASSOCIATION CONVEN- 
TION AND ExuisiTion, Detroit, Feb, 7, 8, 9, 10, 1928. 
Headquarters, Hotel Statler; Exhibition, Convention 
Hall. <A. J. Scott, secretary, Marine City. 

Missourt Retait HARDWARE AssocIATION CONVEN- 
TION AND Exursition, Hotel Statler, St. Louis, Jan. 23, 
24, 25, 1928. F. X. Becherer, secretary, 5106 North 
Broadway, St. Louis. 

NATIONAL HARDWARE ASSOCIATION CONVENTION, At- 
lantic City, N. J., Oct. 17, 18, 19, 20, 1927. Headquar- 
ters. Marlborough-Blenheim Hotel. George A. Fernley, 
secretary-treasurer, 505 Arch St., Philadelphia, Pa. 

NATIONAL Retail HARDWARE AsSOCIATION CON- 
GREss, Boston, Mass., June, 1928. H. P. Sheets, secre- 
tary-treasurer, 130 E. Washington St., Indianapolis, Ind. 

New EncLtanp Harpware DEALERS ASSOCIATION 
CONVENTION AND Exuisition, Mechanics Building, 
Boston, Feb. 20, 21, 22, 1928. George A. Fiel, secre- 
tarv, 80 Federal Street, Boston 9, Mass. 

NEBRASKA Retail HARDWARE ASSOCIATION CONVEN- 
TION, Omaha, Jan. 31, Feb. 1, 2, 3, 1928. Headquarters 
to be announced later. George H. Dietz, secretary, 414- 
419 Little Building, Lincoln. 

New York State Retart HARDWARE ASSOCIATION 
CONVENTION, Rochester, Feb. 7, 8, 9, 10, 1927. Hotel 
headquarters, Powers Hotel. Sessions and exhibit will 
be held at Edgerton Park. John B. Foley, secretary, 


City Bank Building, Syracuse. 
Onto HARDWARE 


ASSOCIATION CONVENTION AND 


Jan. 17, 18, 19, 1928. 


Exuiition, Toledo, Feb. 21, 22, 23, 24, 1928. James 
B. Carson, secretary, 411 Mutual Home Building, 

OKLAHOMA HARDWARE AND IMPLEMENT AsSSOCIA- 
TION CONVENTION, Oklahoma City, Jan. 24, 25, 26, 1928. 
Charles L. Unger, secretary, 207-208 Bloomfield Bldg., 
Oklahoma City. ‘ 

PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE 
ASSOCIATION CONVENTION AND EXHIBITION, Philadel- 
phia Commercial Museum, Feb. 13, 14, 15, 16, 17, 1928. 
Sharon FE. Jones, secretary, Wesley Building, Philadel- 
phia, Pa. 

Soutn Dakota Retatt HarDWARE ASSOCIATION 
CONVENTION AND Exuisition, Coliseum Building 
Sioux Falls, Feb. 27, 28,, March 1, 1928. C. H. Casey, 
secretary, Nicollet at 24th St., Minneapolis, Minn. 

SOUTHERN CALIFORNIA RetTait HARDWARE ASSOCIA- 
TION CONVENTION, Los Angeles, Feb. 21, 22, 23, 1928. 
H. L. Boyd, secretary, 618 Hellman Bank Bldg., Los 
Angeles. 

Texas HARDWARE AND IMPLEMENT ASSOCIATION 
CONVENTION AND Exuisition, Dallas, Jan. 17, 18, 19, 
1928. Headquarters, Hotel Baker. D. Scoates, secre- 
tary, College Station. 


West VirciInIA HarpWArRE ASSOCIATION CONVEN- 
TION, Wheeling, Jan. 24, 25, 26, 27, 1928. James B. 


Carson, secretary, 411 Mutval Home Building, Dayton. 
Ohio. 

WeEsTERN RetaiL HARDWARE & IMPLEMENT Asso- 
CIATION CONVENTION, Coates House, Kansas City, Mo., 
H. J. Hodge, secretary, Abilene, 


Kan. 

WISCONSIN RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Auditorium, Milwaukee, Feb. 
7, 8, 9, 10, 1928. P. J. Jacobs, secretary, Stevens Point. 


Postdated 


“I am in receipt of your valued order of recent date, inclosing 
post-dated check, but am sorry that I cannot accept the same 
unless you make satisfactory arrangements with your bank that 
the same will be honored on presentment,” the hardware mer- 
chant wrote, and the customer promptly took the check to the 
bank on which it was drawn. 

“Will you agree to honor this check when it is presented,” 
the customer queried. 

“Yes, it will be paid all right,” the paying teller assured him. 

“Will you write that hardware merchant and tell him that 
you're holding the check, and that it will be paid on present- 
ment?” the customer persisted. 

The bank wrote the letter, the merchant shipped the goods 
on the faith thereof, the check was dishonored on presentment, 
and the merchant sued the bank in the North Dakota court. 

“The letter was a guarantee of the debt of a third party be- 
yond the powers of a bank,” the bank’s lawyer argued, but the 
court overruled this contention and decided in the hardware mer- 
chant’s favor in 194 N. W. Reporter, 387. 

“Pursuant to the telephonic conversation, the bank specifically 
agreed to take the check and to pay the*money on the due date. 
The bank’s letters, considered with this telephonic conversation, 
confirmed this agreement. The obligation was definite. The 
check was delivered to the bank; in its letter agreeing to pay 
the same, advised of its receipt. No evidence was offered to 
show that the bank made this understanding without considera- 
tion or without first obtaining required security. The trans- 
action may properly be considered as an independent undertaking 
in the nature of a letter of credit within banking powers,” was 
the reasoning of the court. 





























We’re ALL Agreed 


on One Question~ 


We’reallin business to makemoney, 
to serve our customers well and to 
keep our trade satisfied. We know 
only one way to do it—make a 
first-class brush and sell it at a fair 
price. That’s what we’re doing and 
it works. 


We make brushes for every pur- 
pose. They satisfy the painter at 
every point. They move out of your 
store fast. When they’re sold, they 
stay sold. We know we're on the 
right track because our business has 
increased 6000% in 6 years. 


Our catalog tells the story. Write for it. 


. THE STAR BRUSH Mkgc. Co. 
Incorporated 


HUNTERS POINT AVE. & MANLEY ST. 
LONG ISLAND CITY, NEW YORK 





CHICAGO: 1113 N. FRANKLIN ST. 


STAR 


BRUSHES 


te: 


se 


te A iae © 
Paes * 2y 




































Points of 
Superiority 


| The HANDLE 


Scientifically bal- 
anced for each type 
of brush. Clear 


grained wood. 


Beautifully finished 


2 FERRULES 


Made by us. Nickel- 
ed tin, riveted joint. 
Securely nailed to 
handle. 


3SETTING 


The new ‘Bull 
Grip” setting of new 
live rubber. Sup- 
ports a weight of 
250 lbs. Unaffected 
by solvents which 
ruin ordinary set- 
tings. 


' 4 TheBRISTLES 


Pure China Bristles, 
sterilized, carefully 
graded and vulcan- 
ized in the setting. 


55 LAYERS 


of Bristles, one 
above the other, 
give Star Brushes 
an extra long life of 
clean, smooth, easy 
brushing. 
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Kohler Die & Specialty Co., 








from 63/4 1 


to 11" extension 


Necessary to stock one skate only 


A group of dealers unanimously pointed 
out the extension feature of Speed Kings 
as the one feature that made a big hit. 
From 6% in. to 11 in.—dealer carries in 
stock one skate which fills 95 per cent of 
all demand. 


But this is but one feature. We have an 
exclusive one-piece heel—you can’t break 
it down; toe-plate rib, protecting skate 
from turning up under bad frontal smashes, 
and a dozen other features, all scientifically 
designed. 


Why the Speed King Balloon Is 
the Finest Rubber Tired Skate 


Silent Speed Kings have a wheel and flange 
construction that is exclusive and patented. 
Bearings run on two rows of hardened 
steel balls which cut friction to a minimum. 
Each rubber tire which extends down to 
ball-cup is supported by steel side walls 
which are further flanged to give addi- 
tional strength. 


Send for circular and pricea of the Speed King Line 
with steel and rubber tired rollers. 


i> 
> — 


ES al IK Fon? 


= SZ) 
Trademark of a true quality skate 








De Kalb, Iil. 








The special table of ten cent articles displayed by H. 
C. Shaw of Stockton, Cal. This table proved such a 
success that Mr. Shaw contemplates doing the same 
thing with dollar items and even higher priced lines. 


Big Money in Little Things 


ARNUM, Woolworth and Ford each proved in 
B different ways. that there is “big money” in little 

things. Barnum proved it with Tom Thumb; 
Woolworth proved it with five-and-ten-cent merchan- 
dise, and Ford did it with his little flivver. 

In Stockton, Cal., F. G. Gelatte, manager of the hard- 
ware department of the H. C. Shaw Co., is proving the 
same thing by selling small items of aluminum ware, and 
other things for 10c. each. He uses a special table for 
this which has proved such a success that he is contem- 
plating doing the same thing with $1 items and perhaps 
even higher-priced merchandise. 

A picture of the table used in the store of the H. C. 
Shaw Co. is reproduced herewith. 

On Saturdays this table is frequently cleaned off, that 
is, sold out, three, four, five and six times during the 
day. It is hard to keep it filled with stock during the 
busy part of the day. 

One of the features of this table, Mr. Gelatte says, is 
the rod above it from which are suspended dippers, pans, 
tea-balls, etc., together with the sign in the center, It 
transforms the ordinary, flat table from a comtonplace 
fixture, and makes it stand out as something different 
and special. The table stands alone in the rear center of 
the Shaw store. It is conspicuous, and cannot be over- 
looked. It is visible from any part of the store. It is 
seen by customers from the moment they enter the store 
until they turn their backs on it and walk out. 

This table is not used for the display and sale of alum- 
inum ware only. Other articles of merchandise are sold 
by and from it as well. It has been a big asset in helping 
to move dead stock. It has been an important factor in 
disposing of special sale merchandise. It has been a 
feature in advertisements. 

“Any merchant who is not using open displays today 
is losing money,” Gelatte told a representative of 
Harpwake AcE recently. The H. C. Shaw Co., during 
the past year, has tripled its business in aluminum ware 
and small items of general hardware by using this table 
and featuring merchandise on it along with other items 
in other open displays. 
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Just Out” and - Overstock Van- 
quished by Weekly Inventory 


(Continued from page 59) 


able to prevent an unsatisfactory purchase. Frequently 
a customer asks for enamel when he really needs a flat 
paint. We consider such help a necessary part of our 
service and have found it pays to give such service. The 
customer appreciates offinterest, has greater respect 
for us and is assured of a satisfactory job. 

“At that we welcome a few complaints, because most 
of them are due to carelessness or to the use of the 
wrong kind of paint. Such instances give us a golden 
opportunity for close contact with the customer and 
gives him a very clear slant on our efforts to serve him 
properly. In a small town such experiences become 
stories and circulate quickly, giving our store mighty 
good advertising. 

“About 50 per cent of the time we make a second 
sale in the paint department, selling brushes, oil, turps, 
putty, steel wool, dryer, paint remover, putty knife or 
some other related article. To remind both the customer 
and our salesman, we have little cards tacked on the paint 
shelves suggesting all of these lines. 

“You know there are three commandments if followed 
will enable the average paint user to get true and full 
value from paints. These are: 


Shake it! Stir it! Box it! 


“All of our paint customers are urged to practice 
these three commandments. Boxing means pouring half 
of the contents of the original can into any handy clean 
can and then pouring back. This operation is performed 
several times and the paint to be used is poured into the 
second can, little at a time, and used from it. 

“The $25,000 sales volume a year includes varnishes, 
stains, dry colors, and white lead, but the bulk of our 
trade is in prepared paints.” 

The Collins, Freeman store is located directly opposite 
the wriginal site picked for Yale University, now situated 
in the heart of New Haven, twelve miles away. 








YOUR LEGAL PROBLEMS 














The “Lost Line of Credit” 


The prospective hardware merchant is interviewing his pros- 
pective banker. 

“I’m going to start in the hardware business, if I can get a 
$5,000 line of credit,” the hardware merchant declares. 

“Of course, you'd do all your banking business with us,” the 
bank president queries. 

“Sure, I’ve got $2,000 in cash, and I’ll deposit that today,” the 
merchant announces. 

“We'll see that you have credit up to that amount,” the presi- 
dent assures him, signs a written statement to that effect, the 
merchant starts in business, depending on the credit; the bank 
advances $2,000, and no more, and the merchant loses nearly 
that amount on account of not having the accommodations on 
which he had figured. 

In a case like this, can the hardware merchant sue the bank 
for damages for the actual loss sustained? 

This point arose in a decision of the Supreme Court of Wash- 
ington, reported in 209 Pacific Reporter, 1113, where the court 
ruled in favor of the merchant. 











You Can Sell Wall 
DREADNAUGHTS 


with a clear conscience 





Because they are SAFE— 


Seamless steel tank with bottom and only 
3 connections brazed in with hard brass 
makes DREADNAUGHTS positively fire 
and explosion proof. Double check valve 
on pump. 


Because they are DEPENDABLE— 


Here’s a torch you can fill and pump and 
know it is going to deliver a better flame, 
when and where you want it. Needle 
cleans valve at every operation. 


> @ 


Because they are designed to operate in 
WINDY ZERO WEATHER. 


The heat-retaining casting and _ wind- 
shield guarantee continuous satisfactory 
operation to the last drop of fuel under 
most severe conditions. An “outside” 
torch. 


Because they are REAL TOOL VALUE. 
Long in service, economical to operate, 
made to stand abuse, comfortable to 
hold, easy to repair when necessary—a 
torch for every use. 


It’s good business to sell DREADNAUCHTS. Your 
jobber has them or can get them. 


P. Wall Manufacturing Supply Co. 
3126-66 Preble Ave., N. S. 
Pittsburgh, Pa. 


Since 1864 














To Save Time, Write to Nearest Representative 


New York: E. H. Brinkman, 30 Church St., Room 446. 
Philadelphia: Wm. H. Patton & Associates, 2401 Chestnut St. 
Boston: Walter C. Gindele, 241 Purchase Street 
Chicago: Henry Tideman, 624-630 West Adams Street 
Cincinnati: L. W. Stewart Sales Co., 327 Dixie Terminal 
Detroit: Geo: E. Oles, 14301 Corbett Ave. 

St. Louis: Hubbell and Sharp, 1712-14 Chestnut Street 
San Francisco: W. R. Voorhees & Co., 417 Market Street 
Waynesville DecGe: R. N. Barber & Company 
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Causes 









The harder the quality of 
steel used in making nails 
the better they are + + and 
this fact accounts for the 
outstanding superiority of 
American Steel 8 Wire 
Company’s nails. 

Examine one of our nails. 
Note its clean, sharp point, 
the firm set head show- 
ing ample metal, the well 
punched barbing, the ac- 
curate gauge, and above all 
test that which does not 
appear at first glance—the 
great strength of the steel 
that holds straight in driv- 
ing according to the work 


for which intended. 
pareiger Steel & Wire Co. 
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A New California Hardware Store 


(Continued from page 47) 


basement; but now everything is on one floor, the cus- 
tomer goes direct to the display and is waited on in one- 
fourth the time required formerly. 

The cutlery, fishing tackle, athletic goods, time pieces 
and flashlights, Pyrex and silverware and the electric 
goods are in glass show cases of uniform size. The small 
household items are displayed on stands having four 
shelves supported in the center by a rod. This type of 
stand enables the customer to see the goods from any 
angle as none of the goods are obscured. Our wire 
screen is sold from iron racks about 4% ft. high. These 
racks hold our entire assortment and they only take up 
about 8 sq. ft. of floor space. We keep our nails in the 
new revolving trays. The trays enable us to concentrate 
our stock and little time is wasted in determining the 
exact needs of the customer, for in a second we can 
show him our entire assortment. We found it an ad- 
vantage to have a “Specials” table in a conspicuous part 
of the store. Here we display certain small articles which 
we want to turn over, or, in case we get a special price on 
some goods we set them out on the table as features. 
This table is popular with the trade and it makes new 
customers for us and it keeps our old ones alert for bar- 
gains. 

Our new store has only two counters and neither of 
these is over 8 ft. long. It was our aim to have the goods 
as prominent as possible so that the customer could go 
direct to the goods in which he was interested without 
depending on a clerk to show him samples. Selling 
goods over a counter means that the clerk has to hustle 
a sample of every item in which the customer shows an 
interest. By allowing the goods to act as silent salesmen 
and allowing the customer to go direct to them there 
is a considerable saving of time, and sales are greatly 
facilitated. Our counters are used only as places to wrap 
goods and keep the cash registers, and they were designed 
to take up as little room as possible. 

Our show windows have low backwalls so that from 
the sidewalk one can see the entire store. The sample 
board containing electric fixtures faces the street and on 
the other side the firearms are displayed in like manner. 
Thus even the casual passerby gets a fair idea of our 
stock. , It is impossible to make the show windows rep- 
resent our entire stock so we decided to have the back- 
walls low so that the window-shopper’s gaze will not 
be confined to the relatively few items that get in the 
windows. On the other hand I cannot over-emphasize 


| the value of window advertising. By making our win- 


dows attractive and changing them frequently we have 
gained a great number of new customers and we have 
held the interest and good-will of our old ones. 

As the floor plain illustrates the heavy hardware and 


| heavy household stock is kept on their respective sides of 


the store. each being allotted a space 50 ft. long x 6 ft. 
wide. Directly behind the sample boards are shelves con- 
taining the items which the boards display. - Behind these 
is another set of shelves which are approached from 
the inside and contain such things as lag screws, bolts, 
machine and wood screws, out of season goods and all 
other stock which by its nature is of no advantage to 
display. The stock room is approached through the door 


| indicated in the diagram and the shelves, which are on 


the four sides of each room run to a height of about 6 ft. 
The k rooms are shielded from sight by the display 
shelves on the household side and by the sample boards 
on the hardware side, both shelves and boards being 
about 8 ft. high. Thus our stock rooms were inexpen- 
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sive to construct, they require no additional lighting and 
they are convenient to the main part of the store. 

Our pipe fittings, while out of sight, are convenient 
to the shop as well as the store. They are kept in bins, 
each of which is marked according to the size and kind 
of fitting it contains. 

We are especially fortunate in having an alley on one 
side of the store. All our shipping and receiving is done 
in the rear and there is no congestion on the sidewalk or 
in the front of the store from incoming goods, etc. There 
is a warehouse in the rear and it contains roofing paper, 
chicken wire, nail kegs. These things are usually sold 
directly from the warehouse and they are now handled 
with facility where once they were a burden. 

Although there was some doubt at first as to the advis- 
ibility of moving to the outskirts of the local business 
center as I did, I find that the volume of business has in- 
creased appreciably since the removal. None of the old 
trade has left us and we are making new customers <laily. 
The reason: for this is, I think, that our new location 
affords ample parking space for the customers and they 
have less walking with their goods when patronizing 
us than if they went to a store more centrally located. 
On the whole the change was a happy one, and while | 
look back upon the old days with few regrets, I look to 
the future with anticipation. 


Neighborhood Hardware Store 


Furnishes Builder Hardware 
(Continued from page 50) 


a customer enters the store he is waited upon immedi- 
ately or if that is impossible, his presence is recognized 
by speaking to him at once. The customer is made to 
feel that the store is a busy place and while every atten- 
tion is given him it is done as rapidly as possible. It is 
his contention that the people who come into his store 
want the same prompt service that they get from the 
larger down town stores and if they are given “snappy” 
treatment they will not take up time needlessly. 

In the four years that he has had the store, Mr. Binkley 
has developed an annual volume of approximately $50,- 
000, 60 per cent of which is builders’ hardware. [His 
stock of this latter line at the peak of the season will run 
about $8,000, while the average of the total stock invest- 
ment is about $11,000. The business of the store is 
about equally divided between cash and credit sales but, 
by keeping diligently and continually after his collec- 
tions, there has accumulated less than $200 in question- 
able accounts in the four years in the hardware business. 

Display windows have proved to be Mr. Hinkley’s 
best advertising medium and he changes them weekly. 
All merchandise in the windows is priced plainly and 
considerable planning is done before a window is put 
in place. 


Think of This 


The prospect is not 1 per cent as much interested in 
what the article of merchandise has done for others, 
what others think about it or even what you think 
of it as he is in what it will do for him. So let your 
selling refrain be solely and constantly: ‘‘Let’s talk 
about Your Needs and Requirements.” 














Hard-Wear Toys 





"They 
looR real” 


cMade by the 






Every child wants an 
ARCADE TOY! 


Why not appeal to the 
children to increase your 
Fall trade? Use Arcade 
bright colored toy minia- 
tures of real life. 






They are ‘advertised nationally. 


Write for our toy catalog. 





ARCADE 


AAKDWAKE 
and TOYS 


Arcape MANUFACTURING COMPANY 
Free port, Illinois 










tiny cArcadians 
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Meet Winslow’s Speed Boy! 


This little “fella” is going all over the country in every 
town and city in the National Advertising of The 
Samuel Winslow Skate Mfg. Company. 
Every boy wants to be a “Speed Boy” on Roller and 
Iee Skates. You should stock JWZZWszowS Why 
not? Skates 
Youngsters know that Winslow’s Skates will give them 
speed. Winslow’s Skates are up to the minute in design 
and backed by the longest skate manufacturing experi- 
ence in the country. 
The season of skate buying is at hand. Our new leaders 
the High Speed Rubber Tired Roller Skates and the 
New Idea Tube Skates are the popular leaders in the 
complete Winslow line. 


The Samuel Winslow Skate Mfg. Company 


Worcester, Mass. 


New York Sales Office and Ware- Southern gy wg 
elidel & 


Henry K 0., 
house, 65 Chambers St. 405 W. Redwood Bt. Baltimore’ Md 


Stocked and Sold by 


Pacific Coast Selling Agent B i h “A i Expert & 1 
. r ° merican Ex mpert 
Phil. B. Bekeart Co. Co. Long Lane, Aldersgate St., 


717 Market St., San Francisco, Cul London, E. C. 




















Moe’s Grit Box Moe’s Dry Mash Hopper 


Raising poultry has become a big, important industry, and the 
humble hen is now getting proper care and atténtion. 


This creates a constant demand for Poultry Supplies, and 
many hardware dealers are selling ‘“Moe’s Line” with profit and 
satisfaction. 


It is a complete, high grade line, moderate in price and very 
popular with the poultry man. 


Ask for New Catalog and Discounts. 


HoEFT & COMPANY 


2305 Davis St. Nérth-Ohieago, Il. 


Doultry Supplies 











$75,000 in Back Room 


HAT a back room may be a decided asset to the 
business instead of a mere catch-all has been proven 
by the Jager-Asmus Co., Wyandotte, Mich. 

At the back of the main store is the usual room, 
measuring about 25 feet squaré. Several months ago 
the partners decided that this would be a proper place 
in which to carry and display the larger house furnishing 
items. Consequently the room was cleaned out, the walls 
decorated, the floor re-finished and a new department 
created. The stock carried here consists of refrigerators, 
electric refrigerators, oil stoves, gas stoves, linoleum, 
washing machines and electric ironers, the total on hand, 
on this display floor and in the warehouse, averaging 
about $10,000. 

Samples of each item are carried in the display and 
plenty of electric openings are provided to make a 
prompt demonstration of any of the electrical appliances 
easy. The very location of the room makes it almost a 
certainty that every woman customer entering the store 
will eventually land back there, her progress in that di- 
rection being accelerated by courteous invitations to step 
back and look and there is plenty to hold her interest once 
she is there. 

Additional interest is aroused by featuring the depart- 
ment continuously in the advertising done by the store 
in the local newspapers. The leads obtained through 
this newspaper advertising, as well as any store leads, are 
turned over to one of the corps of four men who are 
employed by the store and spend a major portion of their 
time in outside solicitation. This plan of action last year 
sold approximately $75,000 worth of the articles carried 
in the back room. 

The experience of the store has been that about 75 per 
cent of this class of merchandise is sold on the instali- 
ment plan, practically all of the larger electrical appli- 
ances going out on that basis. The firm carries the pur- 
chase contracts and makes the collections itself and by 
using reasonable care in obtaining the customers credit 
standing when the contract is made, has experienced little 
or no difficulty in collecting the installments. However, 
the volume of business has grown to a point where it 
was thought expedient recently to employ a permanent 
collector to look after these installment payments. thus 
relieving the regular bookkeeping department of a job 
that was getting too large. 
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a 
Reierson Indorses Remington President 


(Continued from page 51) 


position by your recommendation that I take it.” 

Norvell invited me to spend Labor Day on 
the golf links of the Bonnie Briar Country Club 
with him. It was a lovely day, and was most 
enjoyable. Norvell is a gracious host, and over 
the “nineteenth hole” we exchanged reminiscences, 
as he gave me some of his views on the new job 
to which he was to be elected on the morrow. He 
told me, also, of his golf games and of the large 
sums of money he wins on the links. J wondered. 
He wasn’t playing in championship form. Per- 
haps his mind was on the high honor to be 
conferred upon him on the following day. Golf 
requires concentration. Finally, I said: “Norvell, 
if you'll introduce me to your friends from whom 
you win all that money, I'll give up business and 
play golf for a livelihood.” 

So far as I have been able to learn in the brief 
time that has elapsed since Norvell became 
Remington’s president, the members of the or- 
ganization are quite happy in the change that 
has been made. The jobbing trade will, I believe, 
welcome Norvell’s re-entry into the industry. 
He knows the jobbing business. When I entered 
the manufacturing field I found that my many 
years of experience as a jobber were of great 
benefit to me and so will Norvell find his jobbing 
experience of daily help and benefit and this 
benefit will be two-fold since it will extend to 
the hardware jobbing industry as well as to the 
manufacturing organization of which Norvell is 
now the head. 

Norvell will require no introduction to the job- 
bing trade. Members of the Remington organi- 
zation will not be asked: “Who is this new presi- 
dent of your company?” “Where did he come 
from?” “What has he ever done?” “Where 
did he get his training and experience?” “What 
does he know about your line of business?” The 
consistent record of success behind Remington’s 
new president makes such questions superfluous. 

It is not my purpose to eulogize Norvell or 


to attempt to convey the impression that he is- 


a super-man. He is quite competent to speak his 
own little piece. His past record of success is 
based upon common sense, the ability to judge 
and select men and fit them into their proper 
places, an appreciation of sound business funda- 
mentals, the ability to organize, win and retain 
the confidence of his associates and subordinates 
and upon good judgment which, after all, is 
merely the faculty of deciding correctly. Norvell 
will not go over the heads of department man- 
agers direct to their subordinates because he 
knows it is demoralizing and destructive to or- 
ganization. He will not show up at the office near 
the noon hour and then keep the office force 
working until nine o’clock at night. Naturally, 
he will in time determine whether heads of depart- 
ments are suitable for the positions they occupy 
and if they are he will not disturb them, if they 
are not, naturally he will replace them with others 
more capable and will hold them responsible. 
He will not lose his temper if a subordinate 
expresses an honest difference of opinion. With 
an open mind his new associates will find him 
approachable and human and they will soon learn 





Housewives find 
DESOLVOa 
wonderful 
cleaner for 
clogged or frozen 
drain pipes. It 
quickly removes 
all grease and 
other obstruc- 
tions without in- || Ty cuoenay 
jury to pipes. Prrrseurch. PA 3 


Desolvo Sells on Merit 


Once people try it, they become steady re- 
peat customers for it at your store. 


DESOLVO is usually sold by leading Job- 
bers. If your Jobber cannot supply you— 
then write to us. Literature and prices 
mailed on request. 


Sewer and Drain 


Pipe Cleaner 


NET WEIGHT 15 02 








Keep stocked and hold customers 
Not Sold to Grocery Trade 


The Chamberlain Co., Pittsburgh, Pa. 
33 Terminal Way 











“LITTLE GIANT” 











Stans 







Floor Scraper 


Will do a good scrap- 
ing job on any kind of 
wooden floor: 


Blade is 7% in. long, — SS 
mounted on front of 
frame at an angle of 
60 degrees. Frame is carried by large roller and two small 
rollers. Large roller weighs 65 lbs. This weight makes 
blade bite and scrape smoothly. 


No. 100 


Capacity 500 to 700 sq. ft. per day. Handle may be short- 
ened for use in small rooms or closets. Blade extends full 
width of frame—will scrape close up to baseboard and 
quarter round. Shipped with complete equipment. 


Send for Cireular and Discounts 


Manufactured by 


F. C. STEARNS & CO., INC., Syracuse, N. Y. 
Makers of good hardware since 1864. 
Lawn Mowers, Lock Fast Gates, Saw Vises, Clamps, Floor Serapers, etc. 
Sales Representatives 
W. R. Voorhees & Co., 417 Market Street, San Francisco. 
Thomas A. Troy. 150-152 Chambers Street, New York. 
Deveney & Palmour, 707 Fourth National Bank Bldg., Atlanta, Ga. 
Canadian Representative 
George J. B. Ramsden, St. Thomas, Ontario. 


| : 
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FOR LEADER ITEM 
OR PREMIUM USE 


This space saver for 
























extra - thick - glass, dishes the home icebox is a 
4 used for stor of storing food in your ice bos strong sales winner— 
since it is 
: S ver Tine diy sack ply poo, : 
Sp gee Bo “i ey sper, Goof Woking they on oat Advertised 
; => Handy for making moulds. . , 
Ice Boxes Yi 145125 bl 00 in Women’s 
2- 4413412 Magazines 
ALL FOR ONLY —Good Housekeeping, 
<> When sont by mail in U. S. add 30¢ & Woman’s orld, 
ln stores took for trade mark ' American Cookery, 
“ Spaso - Savo” on every dish. Better Homes and 
SPACE SAVER DISH CO. Gardens —and so is 
03 w. - known and _ wanted 







by housekeepers every- 
where. 
Write for prices and dis- 
counts. 


DISH CO. 
CHICAGO 


Spas SO SAvo 


SPACE SAVER 








203 W. Madison St. 
WIRE 


WIRE =... 


“Buffalo” Quality Standard Hardware 
Grade and “Buffalo” Special Hardware 
Grade are backed by 58 years experience 
in wire manufacturing. They give the kind 
of service to your customers that means 
more sales to you. Write for Catalog 8-A-B. 


BUFFALO WIRE WORKS CO., Inc. 


1869 


Buffalo, N. Y. 


(Formerly Scheeler’s Sons) Est. 


518 Terrace 











Russell Jennings 
Auger Bits 









Patented by 
No. 101-E Mr. Russell Jennings 
iacustchites in 1855 
Auger Bit 


Quick Boring Thread 
Single Lip and Spur 


Russell Jennings Mfg. Co. 
Chester, Conn. 














BRUSH-NU COMPANY 


BALTIMORE MARYLAND 














that he invites and welcomes frank discussions of mat- 
ters pertaining to the business of the company. He is 
fortunate in that he will be associated with such a 
wonderful lot of men as he will find are in his organiza- 
tion. Many of them I have known and have been closely 
associated with for years and I have first-hand knowl- 
edge of those men. Their friendship, confidence and 
loyalty during my connection with the company will 
never be forgotten and this same spirit will be shown 
by them in their relations with their new president. 

Norvell says he likes a difficult task. His new job 
will suit him right down to the ground in that respect. 
The choice of Remington’s new president is a happy 
one. The directors made no mistake. The combina- 
tions of Remington and Norvell should prove a strong 
one. Both are to be congratulated. 

Sincerely yours, 
C. L. Rererson. 


Bingham Increases Sales 50% 


ie: )NCRETE proof that an attractive store with open 
displays of merchandise will increase sales ma- 
terially may be found in the experience of the Bingham 
Hardware Co., Superior, Wis. This firm, having been 
in business for 40 years, the last 30 of which were 
spent in one location, moved, in May of this year, to 
larger quarters three blocks away from the old store. 
Despite this handicap of changing locations, the first 
month’s business in the new store showed a gain of 
more than 50 per cent over the same month last vear. 

J. T. Bingham, senior member of the firm, gives all 
credit for his increase in sales to the arrangement and 
display of the merchandise. Open display counters are 
used in the center of the store, wall fixtures with display 
doors sampled with tools, builders hardware and the 
like are on either side at the front, while open shelving 
accommodates kitchen-ware and paint on the sides 
toward the back of the store. The new sales room 
measures 33 by 100 feet. 

In order to introduce the new store and its location 
to the people of Superior, the Binghams held a two day 
anniversary sale about the middle of June. Newspaper 
ads and circulars announced special bargains and demon- 
strations for the two days and in that period over 2000 
visitors were registered, the names being kept for a 


future mailing list. 


Es 





Demonstration at the Bingham Store 
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Adjustable 


RADIATOR SHIELDS 


Every “Gem” Radiator Shield 
you sell lightens some custom- 
er’s housecleaning labor and 
expense. That’s why they sell. 
8 popular sizes, gold-bronze or aluminum 
finish. Adjustable to radiator top widths, 
6” to 13”; lengths, 11” to 65”. Retail at 
$4 to $7. Beh & Co., Inc., 1140 Broadway, 
New York, N. Y. 


Buy from Your Jobber 

















Test Kitchen Is Established by 
Aluminum Goods Mfg. Co. 


The Aluminum Goods Mfg. Co., Manitwoc, Wis., 
recently established a Test Kitchen as a testing labora- 
tory for kitchen utensils and a Home Economics De- 
partment. These departments will enable the company 
to study in a scientific manner, the trends of modern 
cooking. Higher wages in the United States in general, 
have increased the use of labor saving devices in the 
home and have enabled the housewife to enjoy the most 
modern cooking facilities. Waterless and other cooking 
developments will be studied and the results will be used 
by the Aluminum Goods Mfg. Co, to help it plan, pro- 
duce and market better kitchen utensils. 

Modern devices and products have been used in fur- 
nishing the kitchen. An electric stove, gas stove, elec- 
tric dishwashing sink, electric refrigerator and other 
preparatory equipment are installed. The walls are of 
Vitrolite glass tile and there is a heavy inlaid tile pat- 
tern floor. The cabinets are of metal with a white enamel 
finish. Invited guests are entertained at one end of the 
kitchen in a walled off dining nook. 

All new items to be manufactured by the company 
will be tested and recommendations made for any changes. 

The Home Economics Department will function pri- 
marily as an educational department. It will plan lec- 
tures for women’s elubs, prepare study material for 
schools, suggest correct utensils for domestic science 
classes and answer questions on cookery. It will assist 
in the preparation of advertisements, cook books and edit 
a Test Kitchen house organ for the selling organization. 


Can You Figure This OneP 


Ripley, the famous cartoonist and sports writer, re- 
cently gave publicity to an arithmetical phenomena. 
Figure it out for yourself. Here it is: 

1 x 9 plus 2 equals 1 1 





12x 9 plus 3 equals 1 1 1 
123 x 9 plus 4 equals 111 1 
1234 9 plus 5 equals 1 111 1 
12345 9plus 6 equals 111111 
123456 x9 plus 7 equals 1111411 
1234567 9plus 8 equals 1111111 
12345678 x 9plus 9 equals 11111111 
123456789 X 9 plus 10 equals 111111111 





MURPHY’S 


Yin) Ae Lalatad KNIVES 


Using only the best crucible steel and expert crafts- 
manship has maintained the leadership of Murphy 
quality for over seventy-seven years. 
ROBERT MURPHY’S SONS CoO. 
Established 1850 


Oyster Knives Kitchen Knives 
Rubber Knives Pruning Knives 
Pattern Makers Knives and Handles 


MASSACHUSETTS 


Shoe Knives 
Sloyd Knives 
Paper-Hangers Knives 


AYER Send for Catalogue 








FLEXIBLE RUBBER TUBING See 
that hole! 


TACKING FLAP 





AIR-TIGHT 


Lakewood sosrnasrncer Weatherstrip 


The hole forms an air-tight cushion when doors or 
windows are closed against it. Wind, rain, or dust 
cannot get in. 


Made of specially prepared weather-resisting rubber 
that won't freeze, harden, or crack. Lasts for years, 
Very easily applied.»Priced low to meet competition. 
Packed in cartons of 100 ft. and on reels of 500 ft. 
Sold at any length, cut from reels, at 7c. per foot. 


Send for Samples and Prices. 


The Lakewood Rubber Products Co. 


6927 Carnegie Ave. Cleveland, Ohio 














Leather Bound 


oe oe tae For Mechanics 


Made of No. 6 
White Duck 
Canvas, bound 
securely with 
good wearing 
shoe leather. All 
sewing is lock- 
stitched. Big 
seller to mechan- 
ics and linemen. 


Also Masons’ and 
Electricians’ 
Tool Bags, and 
Plumbers’ Tool 
Rolls and Golf 
Bags. 


Write for Folder 


1 Ashland Ave. 
LEeNbzION LEATHER Goons Co.,* Gite i. 




















98 HARDWARE AGE for SEPTEMBER 22, 1927 





Peters Cartridge Company 
Passes 40 Year Mark 


HIS year marks the fortieth anniversary of the 

founding of the Peters Cartridge Co., Kings Mills, 

Ohio. In 1887 this firm was organized, in a small 
way, on the banks of the Little Miami River. At that 
time loaded cartridges were the only ones sold in com- 
pleted form. Shot shells were furnished in the empty 
form. The individual had to purchase the powder, wads 
and shot and do his loading by hand. The Peters com- 
pany decided to remedy this situation and so designed 
its machinery to load shells accurately and uniformly. 
At the present time many of the machines now in opera- 
tion closely follow the original designs although certain 
changes and improvements have necessarily been made. 

During these forty years the company has grown to 
be one of the world’s greatest ammunition plants. It 
builds its own plants, designs its own machinery, -origi- 
nates its processes, dictates its standards and then manu- 
factures all that is necessary for high quality products. 

Besides having the usual departments, the plant is 
really divided into various factories which manufacture 
the components of ammunition. These factories have 
been built and designed to produce exclusively for The 
Peters Cartridge Co. There is a felt factory, a shot 
tower, a fulminate plant, paper box and wooden case 
factory, and many othergytoo numerous to mention. 

In 1916 when the war caused a great demand for 
small ammunition, the compatiy felt that it needed a defi- 
nite place to have its special machinery manufactured. 
The Fosdick Machine Tool Co. of Cincinnati, Ohio, was 


purchased. It is owned and operated by the Peters Co. 
The Peters Cartridge Co. Metal Specialty Division pro- 
duces many kinds of metal specialties, such as dust 
covers for grease inlets, ferrules fof spark plugs, vanity 
cases, switch box covers, etc. 

The officers of the company are: W. E. Keplinger, 
president ; L. B. Keplinger, vice-president ; T. H. Keller. 
vice-president and sales manager; F. C. Tuttle, vice- 

















PLANT OF THE FO®DICK MACHINE TOOL COMPANY 
N. B. Chace 








president and treasurer; F. E. D. Keplinger, vice-presi- 
dent and secretary ; Harry L. King, vice-president and 
works manager, and N. B. Chace, vice-president and 
general manager of The Fosdick Machine Tool Co. 
IL. R. Myers is the general purchasing agent of the 
Peters company; W. H. Hinsch is the advertising man- 
ager. G. W. Collins is traffic manager and H. W. Stark- 
weather is the works’ general superintendent. 








WORKS OF THE PETERS CARTRIDGE COMPANY 





F. C. Tutth 
Vice Pres/penT| 
ead Theatunse 








KEPLINGER, 
Vice PRes@ENT 





23tii. iTU 6 

















T.H. KELLER, wee mao 


WE, Vy 
PLINGER, 
PRES/OENT 
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Now-- 

a “Coal Saver” 

that Actually a niet 
areri ail 7 Sse 





the Top of 
Milk 








A Product that has 
Real Merit 


F we can put the Peerless Combination Ash 
Sifter and Ash Can in one hundred thousand 
cellars this next year, we are saving their users 
over 100,000 tons of coal.a season. And as an 
economic measure, this looks like good business 
—for by conserving our resources we conserve 

Absolutely dustless. Easy rocker motion. 


Made of heavy gauge, galvanized steel. our prosperity. 
Retail Price, $3.50. 





In every locality where coal is used for heating, 
the Peerless Combination unit is a practical 
utility, for it saves its purchase price in a short 
time. 

Ask your jobber or jobber’s ‘salesman for more 
information about this new Peerless unit. 


The COS. CORAN Mfg. Co., 5221 Section Ave., Nerwocd, CINCINNATI 





Another item of interest. A knocked-down win- 
dow refrigerator. Easily assembled. Uses only 
six bolts and can be set up in six minutes. Easy 
to handle. Does not require much space. Ex- 
cellent construction. Retail Price, $3.50. 
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Make Quick Sales 
with these Selling’ 


r . Points 7 


SELF - 











No. 62 Wood Handle Monkey Wrench 


Built For Punishment 


Hand a customer one of the wrenches. Tell 
him about these special strengthening fea- 
tures. Bar forged from selected open 
hearth steel, oval in front and back to al- 
low more stock and strength. 

Slide can stand greater strain on sizes 10” 
and larger because of back-strap reinforce- 
ment. 

Handle frame or bolster is one piece, and 
is forced on wrench bar and riveted in place. 
Wood handle is selected growth, riveted on 
frame under pressure. 

B. & C. No. 62 is easy to sell with these ex- 
clusive features. 

Mail the coupon for a copy of our catalog. 


Bemis & Call Co. 


WRENCHES 
Springfield, Mass. 









BEMIS & CALL CO. 
Springfield, Mass. 





OILING 





HIGH SPEED 
HEAVY PRESSURE 
LARGE CAPACITY 














Everybody knows that 


= Myers Self-Oiling Power 
Pumps offer exceptional 
opportunities for more 
ENCLOSED power pump business at 
GEARS better profits. 
aera New styles, important im- 
provements, new perform- 
EXTRA ance standards—all the 
LARGE result of <a and su- 
perior manufacturing facil- 
VALVE ities—give those who sell 
oe as well as those who use 
IMPROVED Myers Self-Oiling Power 
METHOD OF Pumps complete satisfac- 
POWER tion. 
APPLICATION 


If you are not acquainted 
with Myers _ Self-Oiling 
Power Pumps and their ad- 
vantages, ask us for all the 
facts and at the same time 
request a copy of our new 


— catalog, No. PP60, now 
as ready for distribution. 
SAFE 
ECONOMICAL 
DEPENDABLE 











A REGISTERED 
TRADE NAME 


bt 

















Please send me your catalog and name of your nearest jobber. 


Name 


Street 


City 




















RO.co 
= ASHLAND, OHIO.2a 


ASHLAND PUMP AND HAY TOOL WORKS 
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A Satisfied Customer 
and the reason ~~ 


Customers who buy ‘““ACMES” are satis- 
fied customers—pleased with their pur- 
chase and the store in which they bought 
them. 


This means profits, business and other 
sales. 


Forget the old-fashioned rigid caster and 
sell “ACMES.” They are ball bearing 
casters and roll along silently and smoothly 
in any direction and protect the floor and 
floor covering. 


Ball Bearing Casters 


Build up your caster business with this quick- 
selling proposition. Dealers everywhere are 
making money with ACMES because they 
give real satisfaction to the user. 








We'll be glad to send a sample and give you 
full partic:lars. Write us today. 





The Schatz Manufacturing Company 


Poughkeepsie -- New York 


AGENTS: J. C. McCarty & Co. 
253 Broadway New York City 








g’ROLL ALONG ON ACMES" ®' 


a 
e 


S——— eS 








I A, 


Get Set, This Month, for Big Fall 


and Winter Sales of GLASS CLOTH 


Your customers will soon be hunting up the 


nearest 





This Big Kansas 
Firm Says: 


“Have been _ greatly 
surprised at the way 
GLASS 
moved out 
stores. Many of 
have re-ordered _ several 
times. We consider it a 
mighty good article and 
of real benefit to custo- 
mers. Every dealer 
should carry it.’’ 


of our 18 
them 


GLASS CLOTH 
nearly ready to begin putting GLASS CLOTH 


dealer.. They are 


on laying houses, scratch sheds, 
storm doors, porches, etc., before 
cold weather. Be ready for the 


early buyers. Send for sample of new, 


super-strength GLASS CLOTH 
material. Get the remarkably low 
prices. Learn of the new dealer 
helps. Investigate NOW! 
Handle the Genuine 

New double-strength material makes 
this year’s GLASS CLOTH remarkably 
strong. Endures hardest abuse. Admits 


the ultra-violet health rays of sun. (Glass 
filters them out.) Yet, GLASS CLOTH 
costs hut one-eighth as much as_ glass. 


Ideal material for replacing glass in lay- 
ing houses, scratch sheds, hot beds, win- 
dows; covering screen doors: enclosing 


porches, etc. It pavs to handle only the 


genuine GLASS CLOTH. 


Free Sample and Proved Selling Plan 


Mail the coupon for a sample of the new, improved, 


double-strength GLASS CLOTH. 


See if you can tear 


it! Get full details of our elaborate dealer selling plan 


and helps. 
orders. 


TODAY! 


Investigate 


New roll holder given Free with 200-yard 


now. Sign and mail the coupon 


TURNER BROS., Dept. T313, Bladen, Neb. 


\ 


SSee eee eee 


TURNER BROS., Dept. 7313, Bladen, Neb. 


_] Send me sample and dealer selling plan 


[] Send me .... 


LS ee 


Street 


Town 


(50 or 100) yd. 


roll GLASS CLOTH on regular terms. 


ecedes State. se eee secede 
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Is Your Store Pleasantly Remembered? 


Customers usually favor a store 
selling merchandise that gives 
lasting service and reflects pleas- 
ant memories of the store every © 
time the goods are used. 





This is especially true of stores 
that sell RING Bath Room Fix- 
tures, which are made of SOLID 
BRASS and give permanent sat- 
isfaction, because they never rust 
or corrode. 


These fixtures may be bought in 
sets, each piece harmonizing per- 
fectly with the others. 


There are over 300 designs. Send 
for Catalog. It shows complete 
line. 


AMERICAN RING CO. 


Waterbury, Connecticut, U. S. A. 


Branch Offices: 
Boston—170 Summer St. New York—2 Hudson St. 
San Francisco—116 New Montgomery St. 
Chicago—-29 E. Madison St. 





nd 





and let the power of suggestion get to work selling 


paint. 

Suggestion can be used in many ways. Good dis. 
plays suggest the need of new paint. 

Your Chamber of Commerce should be glad to push 


a “Clean Up and Paint Up” Week, which will sug- 
gest the need of painting to every person in your 


town. 
The fourth issue every month of Hardware Age 


brings you facts and ideas about paint merchan- 
dising. 


¢ A special section in this issue carries the advertis- 
ing messages of the foremost paint manufacturers. 
Read what other successful hardware dealers are 
doing to push paint sales. Learn how the paint 


manufacturers are willing to help you. 
Clean up and paint up your own store, put in some 
good selling displays, and let the power of sugges- 
tion roll up paint sales and paint profits. 





one POPPE L OL OL LEP LODLEPLLOLD OD 
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ERHARD 
Clevises 














More than 200 styles and types of 
Clevises always in stock for immediate 


shipment. 
Ask for Booklet No. 8 


The Eberhard Manufacturing Company 
Cleveland, Ohio 














BABCOCK 
y >) J) ee - 
_ ADDERS 
















A Winning Hand! 


When you hold 
a hand like this 


It means 
sure ladder SALES, 
Because BABCOCK 
stands for STRENGTH 
And our SPRUCE 
never fails. 
It’s all AIR DRIED. 
Ladders for every need. 
We pay the Freight. 


== 








W. W. BABCOCK CO. 
eer Bath, N. Y. 








- 
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onstant attention to man- 
ufacturing details is exem- 


plified in the character and 
quality of Griffin products 





WRITE FOR NEW 








CATALOG! 














E RIE, ge ot a’ ys 
£_, 


45 WARREN ST. - NEW YORK 
555 W. RANDOLPH ST.,CHICAGO 
124 PEARL STREET - BOSTON 














Your 
Paint Story 


HARDWARE 
AGE 


Hardware Age is read every week by 
merchants who are always ready to give 
a likely product a trial. One of the 
reasons why these men read Hardware 
Age is to keep in touch with what is 
being offered by manufacturers. 


Tell them your Story and keep on telling 
it. You'll meet with a response that will 
prove to be profitable. 






My 
! 


ree! ba ip 
MN i. 


y 
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lid, 
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Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS 


CONTENTS 

Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 

Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 

Chain Hardware Stores in United States and Canada. 

5c, 10c and 25c Spoticote Stores carrying hardware in the 
United States and Canada 

Department Stores carrying hardware and housefurnish- 
ings in the United States. 

Manufacturers’ Agents in United States, Canada and 
Foreign Countries. 

Automobile Accessories Jobbers. 

Mill, Steam, Mine and Machinery Supplies Dealers. 

Export Merchants handling hardware and kindred lines. 

Sporting Goods Wholesalers. 

* Mail Order Houses handling. hardware and housefurnish- 
ngs. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Jobbers. 

Radio and Electrical Goods Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 

Hardware Age Verified List of Wholesalers and Retailers is indis- 
pensable in economic direct-by-mail promotion work and also a 
helpful guide for salesmen’s calls. Every sales manager should 
have one on his desk, and every salesman could profitably carry 
a copy in his grip. Since the previous issue was published there 
have been more than 10,000 additions and corrections, and these 
all appear in the current Eighth Edition. 
Hardware Wholesalers find Verified List of great value in 
“checking” their retail prospect records. 


$12.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 








We Give an Absolute Two-Year Guarantee 
Covering This Check 
Illustration shows CHECK with HOLDER ARM; can be sup- 
plied with REGULAR ARM. 
Operates RIGHT or LEFT-HAND doors without any change 
in the mechanism. 
Circular upon request. 


THE OSCAR C. RIXSON CO. 


4450 CARROLL AVE. CHICAGO, ILLINOIS 
NEW YORK OFFICE, 101 PARK AVE., N. Y. 














POULTRY NETTING 


Galvanized Before and Galvanized c/fter Weaving? 


€ Look for the tag, carrying our name, at the end of every roll! 


| The Gilbert & Bennett Mfg. Co. 


Established 1818—America’s Oldest Woven Wire Factory 


janufacturers of 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City Chicago Keamene City 

















Business Is Good 


for 


STEINMAN HARDWARE CO. 
LANCASTER, PENN. 





BECAUSE they properly display their mer- 
chandise on Heller equipment. 

Having successfully helped thousands of Hard- 
ware dealers make more money, prompts us to 
urge you to write us about your merchandising 
problems. No cost or obligations to ask for and 
receive our suggestions. 


MAIL THIS TORMAY ———__ 
W. 700 Bryant St., Montpelier, Ohio 
C. Heller & Co. 29 20 Vesey St... New York City 





9/22/27 Hdwe Age 
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FOR SALE THROUGH ANY GOOD WHOLE- 
SALE HOUSE 


Wm. Rose & Bros. 
Sharon Hill, Pa. 
Selling Agents 
Wiebusch & Hilger, Led. 
New York 


Pointing Trowel No. 75 


Especially useful for laying tile, it should be 
displayed in every tool store. The blade is fine steel. 
Shank and handle are right. 


W. ROSE 














. 
BRIDGEPORT. CONN. 


WOOD SCREWS 


Rivets Roofing Nails Scratch Brush Wire 





THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 


Representatives: 
Ge E. ley, Detroit 
Co —~ Fou o, Los Aggetes, Seattle 
Memphis, Tenn. 


Milton Pra 
GM. Baird & Co, 














A “Wrench Store” in 
Condensed Form 


for 

You'll be surprised at 
the volume of wrench 
business this attractive 
little display cabinet brings 
you. It’s stocked with a 
varied assortment, care- 
fully planned to meet the 
needs of the garage, ga- 
rage mechanic, car owner, 
mill, factory, etc. 

Contains all the most 
popular forms of wrenches 
including Tomahawk and Fits-a-Ford types. Sockets of 
CHROME NICKEL steel, toughest steel for socket use, 
tapered for easy access to the hard-to-get-at places. 

All-steel Cabinet in handsome dark blue and orange, 17 x 
231% x 10 in., with assortment of 62 Wrenches, Sockets and 
Parts, complete. Dealer net price $25.85. 

Write for Walden-Worcester Wrench Catalog 27. 
STEVENS WALDEN-WORCESTER, INC. 
Mfrs. Walden-Worcester Wrenches and Stevens “Sgeed-Up” Tools. 
Worcester, Mass. 











ESTER 














—_—— 
| STEVENS-WALDEN-WORC 








Advertising, 
Works 
Wonders 





e A MILLION dollars a letter is the value placed on a slogan 
P aint, ; used to advertise Paint and Varnish. 
What made the “Save the Surface” slogan so —, 


2 
Like good advertising and the thought it contained: To © 
property as well as improve its appearance. 


Now Paint, like advertising, can be made to work wonders. 

But don’t expect dealers to spread your paint story and 
consumers to spread your paint unless you mix your paint 
message with good advertising and spread it in the right 
medium. 

That medium is the “Monthly Paint Section” of Hard- 
ware Age. 
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370 ATLANTIC AVE., 


MANUFACTURERS OF 


RUBBER GOODS AND SPECIALTIES 


SEND FOR ILLUSTRATED CATALOGUE OF OUR COMPLETE LINE OF 
FAST SELLING TIPS FOR ALL PURPOSES 


BOSTON, MASS. 














+ @ 


THE ELASTIC TIP COMPANY 


t 





e—- + ~~ = 























Carry Less Y 
and 
Sell More 


What’s the use of carrying a lot of 
sizes and styles of Tacks that are 
unnecessary ? 


In the ATLAS line of Tacks no 
difference in sizes of less than 
1/16” are necessary. 


And only styles that have proved 
salable are manufactured. 


These facts enable dealers to carry 
less stock, and sell more; because 
ATLAS quality is always in de- 
mand, and full count and weight 
are guaranteed every customer. 


Send for Complete Catalog 





They Sure Do 
“Stand Up” 


The very wrench that me- 
chanics “‘slam-bang”’ around 
is the one they know they 
can depend on to fix things 
when in a tight fix. 


There’s no nut within jaw 
capacity that a COES All- 
Steel WRENCH won't 
turn—and they sure do 
“stand up.” 


Keep supplied through your 
Jobber. 





COES WRENCH CO. 





ATLAS TACK CORPORATION 


Fairhaven, Mass., and St. Louis, Mo. 


“In Business Since 1841” 








The largest and oldest manufacturérs of Tacks and Small 
Ni in the world, 


Established in 1810 


JOHN H. GRAHAM & CO. 











Worcester Mass. 
SELLING AGENTS 
J. C. McCARTY & CO............ 253 Broadway, New York 


§113 Chambers Street, New York 


1 61 Shoe Lane, London, E.C. 


FENWICK FRERES......... 


8 Rue de Rocroy, Paris, France 











17 Styles 








“YANKEE” 
Breast & Hand Drills 


are pre-eminently in a class by themselves. 
With the unique right and left hand and con- 
tinuous ratchet movement, they drill easily and 
quickly where others cannot be used. 

They have created a demand for high grade 
tools, such as can be supplied only with the 
“Yankee” line. 

They are in service in Machine Shops, 
Garages, ‘Repair Shops and wherever high grade 
labor saving mechanics’ tools are 

There are seventeen styles. Have you a good 
assortment to supply the demand? 


NORTH BROS. MFG. CO. 
Philadelphia 
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ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
the only other kind made. By a tented 
process we increase the density of e steel 
around the socket-holes, so that even the smaller 
sizes will stand all the strain the best made 
wrench can apply. The Allen process makes 
deep, perfectly-tormed socket-holes—no 
the bottom. The entire length of the 
utilized either for solid metal at the — or depth of socket 
for the wrench. All sizes in stock from to 1% in.; any 
length, point or thread. Alsc Socket-H Cap Screws, Tap 
Extensions and Socket Wrench Sets. Dealers: 
catalogue and sales proposition. 


The ALLEN MFG. CO tixefronb. Conn: 


Write for 








CONDUCTOR HOOKS 


EF FICIENT and reliable 

for plain or corrugated 
pipe. Ask for sample and 
No. 27 Catalogue listing 
hooks and hangers illus- 
trated. 


L. D. BERGER CO. 


59 N. 2nd St. 
PHILADELPHIA, PA. 








II 
ii 


UEVHSIOSAUAH Luli, 


- Aute 


PF Since 1887 


~ Metal Wheel Co. 


. lead Toledo, Ohio 
DISET Ee 





Dr 











CAROLUS CUTTERS 


The Style A is a Straight or Side Cutting Bolt Cutter. 
Carolus also offers you the Style B, or Straight and End Cut; 
also Style N, Straight and End Cut with Nut Splitter. Steel 
Plates hold Jaws rigid, giving straight cutting at all times. 
Made in SIX SIZES and THREE STYLES. 

If your jobber cannot supply you, write us direct for 
Literature and Prices. 


CAROLUS MFG. CO. Sterling, Ill. 


Sales Representatives—Surpless, Dunn & Co. 
NEW YORK, CHICAGO 








Besides tire chains the name 
McKAY stands for these two 
equally profitable items— McKay 
Red Bead Bumpers and McKay 
Spring Controllers. 

UNITED STATES CHAIN & FORGING CO. 


‘Read Bos A Union Trust Building, Pittsburgh, Pa. 














MSKAY TIRE CHAINS 





McK 





Wir<Dor 
CASEMENT HARDWARE 


For all wood and steel casements 


Geared Operators Direct-Acting Operators 
Combination “ Bolt-Fasts” 
Casement Stays Screen Hardware 


Send for complete data on types, finishes and prices 


The Casement Hardware Co. 
406-A North Wood Street . Chicago 


CASEMENT HARDWARE HEADQUARTERS 





J 

















The imposing nation-wide list of jobbers handling A-P 
lines is staunch proof of the fact that Allith-Prouty leads 
in Garage Door Hardware, Door Heages. Overhead Car- 
tiers, Fire Door Hardware, Rolling ers, Spring Hinges. 


Keep an A-P catalog handy. It will help close 
many money-making hardware jobs. Write for 
your copy today and name of nearest A-P jobber. 


ALLITH-PROUTY COMPANY 


DANVILLE, ILLINOIS 
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Personal Service %& 





Two big plants, one in Cleveland 
and one in Chicago, assures 
prompt service to all sections of 
the country. 


The Foster Bolt & Nut Mfg. Company 


CLEVELAND CHICAGO 


Union Ave. and E. 72nd St. 6249 te 6265 West 65th St. 
Telephone Broadway 840 Telephone Hemlock 4484 





NaN BOLTS AND NUTS 
} CAPSCREWS 


» in Big Business 





Belt Punches Arch Punches 
Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Aiso: 
Leather Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 
Toois. 

The above tools will please your customers, ae well eas our 
famous Round and Ova! Punches. 

Remember we have had one hundred years of successful manu- 
facturing experience, employ only skilled workmen and use the 
finest quality of materials 

We stand back of every tool we make. Try us 

Write for Cataloy 
Cc. 8S. OSBORNE & CO., NEWARK. N. J. 
ESTABLISHED 1826 














Wire Products 


for every need 


Nails of all kinds, Staples, 

ria Fence, Barbless 
Twisted and Barbed Wire, 
Processed Wire, Bright and 
Galvanized Wire, and Wire 
Rods to standard or special 
analysis. 













BETHLEHEM STEEL COMPANY 
General Officess BETHLEHEM, PA. 


BETHLEHEM 








This Handsome Metal Display Cabinet 
Free with Every Premax Order 


There’s no time like the 
present to cash in on 
house numbers. Write us 
for full details on this 
modern sales method and 
its complete assortment 
of Premax House Num- 
bers, including the popu- 
lar Hy-Caste and De- 





Luxe Models. 
PREMAX PRODUCTS 
NIAGARA METAL STAMPING The Premaz Houseful 
CORP. ereates sales and 
Dept. HA-6 .-. one sae a 
Niagara Falls, New York — 











IVER JOHNSON 
EVERYDAY SELLERS 


BICYCLES 
VELOCIPEDES 
JUNIORCYCLES 
REVOLVERS 
SHOT GUNS 


Send for Catalogue and Prices 


MAKE EVERY DAY COUNT 


Iver Johnson’s Arms & Cycle Works, Fitchburg, Mass. 
New York: 151 Chambers St. Chicago: 108 W. Lake St. 
San Francisco: 717 Market St. 



























esis WAN 
% 1% Per Set 


in Solid Brass 
Per Set 
+] 40... Pathia ey ailip acts | 
Steel 


SOLD ONLY THRU THE HARDWARE TRADE 


VINCENT WHITNEY (OMPANY 
MANUFACTURERS HARDWARE SPECIALTIES 


89 FEDERAL ST., 365 MARKET ST., 
BOSTON, MASS. SAN FRANCISCO, CAL. 

















aan Triplex Power Pumps 
are built in capacities from 300 
gallons to 60,000 gallons per hour. 
Larger capacities on special order. 
For complete intormation about 
these and other famous Deming 
Power Pumps you need a copy of 
our General Catalog and Water 
System Catalog G. 


THE DEMING COMPANY 
Established 1880 Salem, Ohio 


HAND AND POWER PUMPS 





SOLDERAL 


The Real METAL Solder 


in Paste Form— 
Packed in / 
Collapsible Tubes tig 


“Results Equal to Wire 
or Bar Solder.” 








The Greatest Soldering Con- 
venience Ever Invented~ 
Every Electrical Connection 
_orIntricate Job Needs ~ 
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Opportunities 








BUSINESS OPPORTUNITIES 


POSITIONS WANTED 





FOR SALE—THIRTY YEAR ESTABLISHED HARDWARE BUSI- 
NESS, with modern fixtures, located in the heart of the Business District 


on 


Texas, 
—_a large feed and cotton crop now on hand. 
aC 
require $15,000 to $20,000 to handle. 
H-680, care of Harpware AGE, New York. 


main street, in one of the fast growing cities of the Panhandle of 
population of 10,000 and county seat of the county. Good farming 
Reason for selling, 
health and must leave. San lease building now ocupied. Will 
No trade considered. Address Box 





GERMAN TOOLS AND HARDWARE. Old established German Con- 
cern specializing in Tools and Hardware of first class quality and familiar 
with the usual requirements of U. S. 
with U. S. Importers giving most competitive prices, highest quality and 
oor guarantee. 

ork. 


a, desires business connections 


Address Box H P F 123, care Harpware Ace, New 





I 


Sites to Industries locating in Newton Falls. 
freight service, main highways for trucking, the best supply of water in 


Ma 


world. NEWTON FALLS BOARD OF TRADE, Newton Falls, Ohio. 


T WILL PAY YOU to investigate; we offer Financial Aid and Free 
Three railroads, electric 


honing Valley, right in the heart of the greatest industrial center in the 





SPACE TO LEASE. The Barton Company, leading department store 


of 
for 


care of Harpware Ace, New York. 


Manchester with best location in New Hampshire has space to lease 
departments which do not conflict with our own. Address Box H-661, 





For Sale—Established Hardware Store located in one of the best towns 


on 


H-682, care of Harpware Ace, New York. 


Long Island on main thoroughfare. Inventory $12,000. Address Box 


I HAVE RECENTLY DISPOSED OF my successful retail store in 
New York and after a vacation abroad, I am planning to join the organi- 
zation of a_ manufacturer, jobber or retailer, preferably in the sales de- 


partment. Reasonable compensation. Well known in Trade. Location 
no objection, Address G. Duncan MacLeod, care of HaArpware AGE, 
New York. 





Experienced hardware and cutlery man seeks connection with manufac- 
turer or distributor for Mid South territory. Eighteen years’ experience 
calling on hardware dealers and industrials. Would consider engagement 
retail hardware store or large hardware department. A-1_ references. 
Address Mr. George M. Steed, 1428 Vance Ave., Memphis, Tenn. 





iat Man, 15 years’ experience, desires connection as buyer or 
store manager. Would also be open to sales position for manufacturer or 
jobber. Acquainted with trade in Jersey, Pennsylvania, and Connecticut. 
Married. Can furnish A-1 references. Address Box H-679, care of 
Harpware Acre, New York City. 





Display man of experience and ability desires permanent connection, 
successful record. Can qualify to trim windows, assist on floor, sell, 
supervise, help and do detail work in general hardware, auto accessories 
= sporting goods. Address Box H-681, care of HArpware Ace, New 

ork. 





Young man, 27, desires immediate position as assistant buyer or a 
— clerical position with New York hardware or housefurnishing 
jobber or manufacturer. Best references. Address Box H-678, care of 
Harpwatte* Ace, New York City. 





HELP WANTED 





SALES ACCOUNTS WANTED 





























7 
4 al 
7 “— 
EXPERIENCED HARDWARE MAN FORMER DISTR 
with a thorough knowledge of hardware an’ its associated lines, such ICT MANAGER 
as sporting goods, household wares, etc. One who can buy and who for ‘arge corporation, twelve years’ experience in Southern States. 
is capable of filling the position as manager in a busy store in large Calling on Jobbing trade exclusively, will consider high grade hard- 
city: State age, experience, salary desired, etc. References required. ware or accessory lines on commission basis or direct connection. 
Address Box H-675, care of Hanpware Acer, New York. Highest references from manufacturer or jobbers. Address Box 
H-674, cae of Harpware AGr, New York City. 
2 
=| 
ir + = 


Wanted — Experienced Hardware Men 


Men of proven ability—Salesmen, Managers, Quotation Men, Exti- 
mators, Stock Clerks, Order Clerks, Shipping Clerks, Packers. 
General workers and all office help. 
ABBYE EMPLOYMENT AGENCY, INC. 
Remington Building 
118 W. 42nd Street Bryant 7374-5-6 











ADVERTISING MANAGER WANTED—A large manufacturer of 
light steel products desires man with knowledge of steel business to take 
charge of advertising. 


All 


Acer, Otis Building, Chicago, III. 


State age, experience and compensation desired. 


communications confidential. Address Box 7232-A, care of Harpware 





Salesman having a ae knowledge of Lawn Mowers, by one of the 
largest Lawn Mower manu 

tunity for the right man. 
kindly do not apply. 
York 


cturers in the country. Exceptional oppor- 
If you do not have Lawn Mower experience 
Address Box H-667, care of Harpware Ace, New 





POSITIONS WANTED 








ir 


he 


Sales and Production Manager 


thoroughly experienced in general management of factory 
making Hardware & Railroad Supplies. Familiar with 
problems of both production and sales. Age 35; technical 
education. Services available at early date. Address Box 
H-676, care of HARDWARE AGE, New York, | 

wont 














HELP SPECIALISTS 
FOR THE HARDWARE INDUSTRY 
MALE AND FEM 
EVERY, APPLICANT INVESTIGATED AND GUARANTEED 
FOR TEN TIMHS YHE WEEKLY SALARY INVOLVED 


ABBYE EMPLOYMENT AGENCY, INC. 
Remington Building 
113 W. 42mf'Street Sr Rast 7374-5-6 











(xe 





Two aggressive Hardware Salesmen plan opening man- 
ufacturers’ agency covering Hardwares and Industries, 
Northern Indiana-Southern Michigan. Efforts con- 
fined to six good lines insuring best attention to all 
at the lowest distributing expense. Manufacturers 
write us. Box H-677, care of Hardware Age, New York. 














Travéling salesman thoroughly familiar with dealers, jobbers and factory 
buyers por Oh meritorious article for New England hardware or paint field. 
Can furnish car and traveling expenses. Finest references. Address Box 
H-673, care of Harpware Ace, New York. 





CAN HANDLE ONE GOOD LINE IN Missouri, Kansas and Southern 
Illinois. Travel two salesmen from St. Louis office. Prefer housefurnish- 
ing hardware item which can be developed into volume. Address Box 
H-683, care of HarpwAre Ace, New York. 





SALES REPRESENTATIVES WANTED 


MANUFACTURER’S STAINLESS TABLE AND KITCHEN cutlery 
and forged quality scissors desire representation in various territories. 
Following among retailers and department stores especially desirable. Men 
familiar with cutlery will find this splendid opportunity to annex real 
cutlery representation. commission, Can use man in Metropolitan 
District, also Chicago and Philadelphia. Address Box H-&38, care of 
Harpware Act, New York. 








TERRITORIAL SALES REPRESENTATION WANTED. We are 
manufacturing and distributing a spring sash balance, a new patented 
device requiring only one balance for a double hung window. Organiza- 
tions calling on building contractors and architects are requested to write 
immediately “nies qualifications, etc. We have an attractive, profitable 
proposition. Address General Water Heater Corp’n., Sash Balance Dept., 
1601 Compton Ave., Los ‘Angeles, Calif. 





SALESMEN WHO ARE INTERESTED in selling a side line, sample 
of which can easily be carried in the ket and which should be bought 
by department stores, electrical goods ps, art and gift shops, stationery 
stores and furniture stores, in quantities from one dozen up, with a 
minimum sale 6f $31.20, should communicate with the undersi Liberal 
a of course. Lee Silkworth Corp., 11 East 44t Si; New 

or ity. 
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Classified Opportunities 








SALES REPRESENTATIVES WANTED 


SALES REPRESENTATIVES WANTED 





Salesmen calling on jobbers of house furnishing goods and department 
store trade. We have a high grade household specialty that sells and 
repeats. Unoccupied territories, New England, Minnesota and adjacent 
states, Kansas and the South. Commission basis. Address Box H-659, 
care of -Harpware Acz, New York. 





Salesmen calling on hardware trade to handle Manila and Sisal Rope 
and Twines direct from importing manufacturer’s stocks in New York. 
Satisfactory commission paid promptly on accepted orders. Only desire 
men who have standing with their trade. Nrite giving references. terri- 
tory covered, and how often. Address Box H-618, care of Harpware 
Ace, New York. 





SALESMEN WANTED—We are 
hardware items and want to connect with good men who will consider a 
— side-line proposition. Straight commission. Protected territory. 
nm answering tell us whether you are now selling retailer, wholesaler or 
—- —" CLARK MFG. COMPANY, 427 North 13th Street, Philadel- 
phia, Pa. 


manufacturing several attractive 





Experienced salesman for western New York to sell the well known 
Star Line Barn Equipment, Door Hangers, Hardware Specialties and 
Wheel Goods through the hardware and implement trade. Opportunity to 
make bonus. Prefer man acquainted with this class of trade and now 
living on territory. HUNT, HELM, FERRIS & COMPANY, INC., 
P. O. Box 231, Albany, New York. 





RELIABLE HARDWARE MANUFACTURER HAS ESTABLISHED 
territory open which consists of Virginia, North and South Carolina, 
Alabama, Georgia and Florida. Experienced salesman with knowledge of 
builders’ hardware and acquainted with hardware dealers in that section 
preferred. Give full details, with names of last three employers and 
present occupation. All replies held strictly confidential. Address Box 
H-684, care of Harpware AGE, New York. 














WANTED—SALESMEN, SIDE LINE—Salesmen now selling to the 
automobile accessory and hardware trade in the United States and Canada 





can add greatly to their income by featuring our Piston Rings as a side 
line. Write for details. Address Keys Piston Ring Company, 3513 
Choteau, St. Louis, Mo. Established since 1913. 

Sales Representatives Wanted in Eastern, Southeastern, Southern, South- 
western and Pacific States. Also Canadian Representative to sell shelf 
hardware line to jobbers only. State territory covered, name of lines 
handled now and references. Address Box H-652, care of HARDWARE AGE, 


New York. 





COMMISSION SALESMAN IN EACH STATE, for manufacturer of 
hand tools and hardware specialties. Advise territory covered and houses 
represented. Address Box H-638, care of HarpwAre AGE, New York. 














FORSTNER BITS 


The Forstner Labor-Saving’ Auger Bit, unlike other bits, is guided by its Circular Rim instead of its center, consequently it will bore any 


arc ot a circle and can be guided-im any direction regardless of grain or knots, leaving a true polished surface. i 
expeditious than chisel, gouge, scroll saw, or lathe tool combined for core 


boxes, fine and delicate patterns, veneers, screen work, scalloping, fancy 
scroll twist columns, newels, ribbon moulding and mortising, etc. 


THE PROGRESSIVE MFG. CO. - - - TORRINGTON, CONN., U.S. A. 


One of the Most Remarkable Tools for Wood 
Working Ever Invented for Brace and Machine 


It is preferable and more 








Confidence in lfaupion, Brand 


Tungsten Lamps is shown by 20,000 re- 
tatters and 5 jobbers who sell them. 


Consolidated Electric 





D ora a The American Hardware Corporation, Successor 
anver e : I ——— . 
“Licensed under the General Electrie 229 High Street New Britain, Conn. 
b, Company’s Incandescent Lamp Patents.” Western Factory: Dayton, Ohio 


Makers of Every Kind 
of Screw, Nut and Bolt 


The Corbin Screw Corporation | 


















ARMSTRONG 
BROS. 


Sell 
PIPE CUTTERS 
of Quality! 







Good mechanics prefer them for. maximum 
satisfaction. Write for new Catalog. 


ARMSTRONG BROS. TOOL CO. 
314 N. Francisco Ave., Chicago, U.S.A. 


Permanent magnet which holds 


Robertson “Horseshoe Magnet” Hammers 
the tack in position for driv- 


hn a 
ing. Awarded the Silver Medal 


(the highest offered) at the Panama-Pacific Exposition. 
Good Profit. 
Name and design trade marks registered U. S. Pat. Off. 








“Superior” Screw Driver Bits 


Five Sizes, 4 to % inch 
The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 








ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass 
Plain or enameled 


STRATTON = ™**wsoizs 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 











TRADE 


BROWN @© SHARPE 
| | ng §uOle) 


BROWN & SHARPE MFG 





SCREW "LENOX ” orivers 
ae ee BY romeo 


“The Jools in the Plaid Bar” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


S - BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 


erreerrry Cee e meee geeeerenesesereD 
SEECEREC CeCe ee rere re Ty) PPrrrrrrrrrrrr errr: rrr’ 
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INDEX TO ADVERTISERS | 








THE ADVERTISERS INDEX is published as a convenience and nut as a part of the advertising contract. Every care will be taken to index correctly. 
No allowances wi.l be made for errors or failure to insert. 





gy ee eee 


Addison-Leslie Co. 


Acme 
Ajax Electric Specialty Co.... 
Alabastine Co. 
Institute... — 


Alexander Hamilton 


Allen Manufacturing Co....... 
Allen Manufacturing Co....... 
ES ere ee 
ed ys sept ns aie 


Cooking Utensil Co. 


Altorfer Bros. 
Aluminum 
Manufactur- 


Aluminum Goods 


Civinses 
Aluminum Wares Association. . 
ie errs 
Flyer Mfg. Co...... 
Fork & Hoe Co..... 
Machine Co.... 
DBissveccses 

ceibeseses 


a ee —_ 


ing Co. 
Aluminum Products 
American 
American 
American 
Gas 
Handle 


National 


American 
American 
American 
American Radiator 
ie Gis ode Sawne 
Saw & Mfg. Co.... 
i TC évenke ews 
Shearer Mfg. Co.... 
Sheet & Tin Plate Co. 
Steel & Wire Co.... 
Be Sica sesvesss 


& Tele- 


American 
American 
American 
American 
American 
American 
American 
American Telephone 
graph Co. 
American Window Glass Co... 
American Wire Fabrics Corp. 
Ames Shovel & Tool Co...... 
Anchor Post Fence Co........ 
Anti-Borax Compound Co..... 
Anylite Elec. Co.............. 
ee Sarre 
ae ee 
Tool Co..... 
Armstrong Mfg. Co........... 


Apex 
Arcade 


Armstrong Bros. 


Arrow Electric Co..........-- 
Atkins & Co., 
Atlas Tack Corp. ...cscssecee 
B 
Babcock Co., The W. W...... 
Backus, Jr., & Sons, A....... 
Banks Steel Post Co.......... _ 
es er eee 
Bassick Co. 
Baur Tack: Coss os 02004:00000% 
Beh & Co., 
Bemis & Call Co............. 
6 ae: eee epee 


Bernz Co., 


D0. a ccbocesdauney 
Berger 
Berry Brothers, 
Bethlehem Steel Co........... 


Better Homes & Gardens...... 
Bissell Carpet Sweeper Co.... 


ae ag ee ee ee 
Blaisdell 
Bommer Spring Hinge Co..... 


Bornside, H. 


PU Fic eatcesvccs 


Bosley Co., 


esten) Vaewie Geiss sts000 
Boston Woven Hose & Rubber 
ci betsueebshwaseesbacwee és 
Bowen Products Co........... 
Beach Bits. Ge. 1a ‘Bosc ctsss 109 
BE) BAivescswsuces 


Bridgeport Chain Co.......... me 


Brainerd 


ridgeport Screw Co.......... 
Star Battery Co....... 
Brown Co., E. C 
Brown Fence & Mfg. Co., H. L 
Brown & Sharpe Mfg. Co.... 
|, © ee ee aa 
Buffalo Wire Works Co., 
Burgess Battery Co........... 
ee ee ee eer 
Burnley Battery & Mfg. Co.... 


Cc 
Ce EN Gen sas pcdeves 
Caldwell Mfg. 
Carborundum Co. 
Mibw,. Cais asscdies va 
Hardware Co....... 
Pine sesetans 


Challenge Refrigerator Co..... 


Bright 


111 


Inc. 


108 
108 


Carolus 
Casement 
Chain Products 
Chamberlain Co. 
Chamberlain-Haber Chemical Co. 
Cheney & Bans, Biccccccccece 
Chevrolet Motor Co.......... 
Chicago Roller Skate Co....... 
Chicago Solder Co............ 
Chicago Spring Hinge Co..... 
Clayton & Lambert Mfg. Co.. 
Clemson Bros., 
Cleveland Stone Co., The..... 
Cleveland Twist Drill Co...... 
Cleveland Wire Spring Co.... 
Coates Clipper & Mfg. Co..... 
Coes Wrench Co....0..02050. 
Coldwell Lawn Mower Co..... 
Columbian Rope Co.......... 
Co'umbia Tire & Rubber Co... 
Co. 


Congoleum-Nairn, Inc. 


Comstock- Bolton 


Connectieut Valley Mfg. Co.... 111 
Connors Hoe & Tool Co...... 79 
Consolidated Electric Lamp Co. 111 
Continental Paper & Bag Mills 
Corp. 
Cook Company, 
Corbiny’ BP. F.. .ccecsccece 
Corbin Cabinet Lock Co....... 


Corbin Screw 
fo ee 6” 


Cordley & WHayes............ 








Craftsman Tool 
Tool 


Arms 


Gi visoiveses 
° Pert 


PeR0C OO. és ots cb cees 


D 


Products 


Crescent 
Crosman 


Cyclone 


Damascus Steel Corp 
Davis Tool & Engineering Co. 
Day-Fan Electric Co.......... 
Dazey Churn & Mfg. Co...... 
De Laval Separator Co....... 
Deming Co., 
Detroit Torch & Mfg. Co..... 
Detroit 
Devoe & Raynolds Co., Inc.... 
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When the Pilgrims first landed from the May- 
flower their most valuable possessions were not 
gold or silver, but hardware. Implements with 
which to till the soil—pots and kettles for cooking 
—tools for erecting homes—and firearms for de- 
fense and procurement of game. 

The pioneer, pushing westward, found hard- 
ware equally as indispensable, for without it he 
could have accomplished no more than the savages 
and towns and cities could not have grown up. 

And so it has been all down through the ages- 
the progress of the human race and the history of 
hardware go hand in hand. 

So the hardware merchant may be justly proud 
of his business for it has contributed much to the 
comfort, happiness, safety and progress of man- 
kind—releasing men and women from drudgery 
and needless toil, giving them time as well as 
opportunity in which to enjoy life—placing with- 
ing reach of all, conveniences which contribute so 
much to the comfort and pleasure of living. 

Within the four walls of your store are tools 
whereby the craftsman:is enabled to do more and 
hetter work—household blessings which lighten 
the toil of mothers, making the home better, 
healthier and happier. 

Sut just as log cabins have been replaced by 
modern, cheerful, comfortable homes and just as 
the prairie schooner and the birch bark canoe have 
given way to better, faster and more efficient 
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means of conveyance so have the needs, desires 
and habits of human beings undergone an even 
greater change. 

And as human needs and wants have altered 
so have methods of merchandising, and a mer- 
chant must not only keep abreast of the times in 
so far as his wares are concerned but must “keep 
up-to-date” in the way in which he stocks, handles 
and displays them. 

In this day of specialization, a man’s entire 
time, thought and energy must be devoted to the 
actual running of his business, calling upon spe- 
cialists to supply information along lines not gen- 
erally encountered in the day’s work. 

Store planning is a highly specialized profes- 
sion. Its purpose is to eliminate guesswork. and 
experimentation, thus avoiding needless expense 
and disappointment. To accomplish this the store 
planning engineer must be an expert on hardware 
merchandising and must not only furnish a care- 
fully worked out, proven plan which will produce 
the desired results but he must be able to supply 
the proper means of putting the plan into suc- 
cessful operation. 

Until recent years this service has not been 
available to the average hardware merchant. To- 
day it is—thousands of hardware merchants are 
availing themselves of it, for it is of inestimable 
value., 








An experienced member of the 
“Duluth” Store Planning and Mer- 
chandising Staff is located near you. 
Let him show you how your busi- 
ness can be economically organized 
along modern lines to produce 
greater profits. 











SUGGESTIONS. WRITE FOR IT TODAY. 


This book describes the “Duluth” 
Self-Serve System of Merchandising 
Hardware and the Store Planning and 
Merchandising Service which accom- 


panies it : 
Write for it and name the most J 
venient date for the “Duluth” man 
call. 


Eusiness Analysis, Store Planning, Installation, Sampling 


DULUTH SHOW CASE COMPANY 


Duluth, Minnesota 


Manufacturers of the original Steel Drawer Nail Counter, Display Tables, Window Display 
Fixtures, “Duluth” Self-Serve Equipment 
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The imitators of Sand’s Levels have 
gone too far. Sand’s answer is a con- 
tinuous barrage of the finest levels 
possible to manufacture—the  stand- 
ard of Quality and accuracy that others 
are trying vainly to attain. 


Patterns? Yes, our competitors have 
tried to deceive the buyer, by copying 
the color, Red, which Sand’s has 
always used. Slogan? Yes, they have 
also copied Sand’s slogan, almost word 


t the Enemy... 


for word. But there is one thing they 
cannot copy—Sand’s ACCURACY. 
That is built-in-at-the-factory. It is 
SEALED. It is PERMANENT. 
Sand’s Levels tell the truth. 


The fact that your customers ask for 
the Genuine Sand’s Levels by name 
and won't accept any level that doesn't 
bear the Sand’s trade-mark shows how 
much they think of them. . 


“They tried to copy our patterns, 
But they could not copy our minds; 
So we left them, sweating and swearing, 
“1 mile and a half behind.” 


Sand’s Level and Tool Co. 
8629-37 Gratiot Ave., Detroit, Mich. 


Sand’s sole distributors of Stevens line levels! 


Sands Levels, Plumbs & Tools 


Sands Levels Tell the Truth 
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330 ° — NEVER BEFORE HAVE 
He ANeT eA i@ YOU OFFERED YOUR : 





ws 
a =-/F _—. Remington Hi-Speed and Remington 
Express Cartridges you are able to sell your 
@ customer the most effective ammunition for his rifle 
at prices averaging 124% lower than last year. 
ldi-Speed Cartridges have the highest velocity, the 
flattest trajectory ever developed, together with excep- 
tional accuracy. Recommend them for shooting fast mov- 
r SS ig ten ag > MUgy tee ing, small and medium-sized game in the open, also for pests 
r ~ such as woodchuck, coyotes, prairie dogs, etc. 
For big game Remington Express, with their tremendous shocking 
power, are the thing. They retain the heavier bullet but their velocity 
has been increased 15% to 25%. 
You should profit by their popularity at once. 














Remington Sports Send for our illustrated folder on Remington Hi-Speed and Express 
men’s Week is Octo : 
ber 17th to 22nd. Plan Cartridges. 
your window display 
carly. REMINGTON ARMS COMPANY, Inc. 
Established 1816 
Dept. 922-HA, 25 Broadway New York City 
©1927 R. A.Co. 
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